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™ sell Slaymaker’s ‘Brass Beauty’ Padlocks 


over my next leading brand” 


Emil O. Schultz 
Schultz Hardware Company 
St. Joseph, Missouri 
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LOCK COMPANY Since 1888 


Lancaster, Pa., U.S.A. 


World’s Most Complete Line of Padlocks 
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America’s Largest Selling Wood ae" 


PLASTIC G [ U 7 
RESIN 
For making things 
or fixing things, } 
recommend Weld- 
wood ree all 
wood - to - wood 
bonds. Makes joints 
stronger then the wood itself. Mixes 
easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 
selling item to hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, l5e, 
35c, 65c, 95c and larger sizes. 


Tame that wild grain with 


FIRZITE’ 


Over 40 millionfeet 

of fir plywood are 

sold every week! 

Here’s your market 

for FIRZITE, he- 

cause it’s a “MUST” 

when finishing fir ply- 

wood or any other 

soft woods. Used as 

an undercoat it “tames” unsightly wild 

grain on stain jobs.. . Virtually prevents 

grain raise or chec king on paint jobs 

a. . . readies the surface satin-smooth 
“<> for : stain, paint or enamel. (For blond, 
at y pickled or tinted effects, for that 
“woodsy” look, recommend White 

Firzite on either soft or hard woods.) 


Natural” for these modern “natural” finishes 


SATINLAC 


The big modern trend 
_ oo is for light natural 


AMAZING SUCCESS sTORY OF 3 WIZARDS witn WOOD ny anpeniclll 


to use, you'll make 
friends by recommend- 
ing SATINLAC. It 
brings out and pre- 
serves the natural 
grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn ye 
low or darken with age. “Water 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 hours. 


In pints, quarts, gallons. 
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EEMS LIKE every kid in the neighbor- 

hood wants one of these YALE Zip- 
locks. I’ve always sold a lot of them for 
bicycles, but now the word is getting 
around about Ziplocks for duffel bags 
and other camping and beach equip- 
ment. I think the way the kids go for 
these locks proves that YALE’s reputa- 
tion for fine locks reaches a long way.” 


—Robert J. Pekoc 
Pekoc Hardware Co., Cleveland, Ohio 


YALE ZIPLOCK 


A solid seller all summer long— 
for bicycles, duffel bags, camp gear 


¢ Put this snappy, bright red lock on dis- 
play in your store and watch the kids go 
for it! It “zips to fit,” a feature that makes 
it ideal for a dozen different uses, Sum- 
mertime, of course, is the season when 
YALE Ziplocks sell biggest. So be sure 
you're ready to cash in. For complete in- 
formation write: The Yale & Towne Manu- 
facturing Co., Dept. S-106—2, Stamford, 
Conn. (In Canada, St. Catharines, Ont.) 


| YA LE & TOW N E YALE IS A REGISTERED TRADE MARK 
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If you want to Sell Chain... Show It! 


NOT JUST A COUPLE OF SIZES...BUTA 
FULL LINE... AND THAT'S THE 


American Quain Line 


@ With the american cuain "Sales-Maker” 
and "ACCO-PAKS" you can set up a modern, 
profitable chain department in a small space. 

The display above shows 18 sizes and types of 

chain which can be cut to desired length. It also 

includes bagged TENSO TIE-OUT CHAINS and 

UTILITY TOWING CHAINS. There is even an 

ACCO DOG CHAIN ASSEMBLY hanging on the 

Sales-Maker next to the customer. FREE... 

@ You'll sell plenty of chain if you get it out BUT GOOD! 
where your customers can see it... pick it up... pty occ Pagal hong 
feel its strength. Chain sells all year, especially and old store owners. 
at this season. Check your stock. Call your “Fingertip Facts 
AMERICAN CHAIN distributor today. Set up ed aadadeneedaaeeeall 


° : . P today f 
an attractive display. You’ll get chain business. Write your eney- 
“The best thing of its 
kind ever published "’ 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Stronger Fair Trade Laws 
Guard Against Monopoly 


The Fair Trade situation, as reported in detail 
on page 14, is still quite muddled. We have been 
rather disappointed at the hesitancy of manufac- 
turers long associated with Fair Traded products 
to speak out and assume leadership in efforts to 
re-establish the Fair Trade program. If the 
philosophy of Fair Trade was good six months 
ago, it is certainly just as good today. 

A small handful of manufacturers have reas- 
serted their belief in Fair Trade and are endeavor- 
ifig to develop techniques for supporting Fair 
Trade prices under the new circumstances, but 
far too many manufacturers are still hiding be- 
hind their lawyers’ petticoats. 

Fair Trade has just as many advantages for 
the manufacturer as for the retailer and with 
the ‘former’s more comprehensive facilities it is 
urgent that he take definite steps to strengthen 
the program. As it stands today, the bulk of the 
effort is falling on retailers. 

One of the chief obstacles to wider support of 
Fair Trade, particularly among consumers, is that 
too few people really understand the distinction 
between Fair Trading an item and attempting to 
fix prices. Our own observations indicate that 
most consumers feel that Fair Trade is largely 
a conspiracy to maintain prices at un-naturally 
high levels. Certainly many men in Washington 
have that opinion, to judge by some of their recent 
statements. That impression must be corrected. 

The pious expression that killing Fair Trade 
will encourage “good, old fashioned competition,” 
represents plain ignorance and is just another 
way of saying the devil with the small retailer, 
let the big stores and chains continue to monopolize 
the retail industry. 

That is exactly what the big stores are doing; 
expanding at will, and without any lasting benefit 
to the consumer. It doesn’t take 100 pct, or 75 
pet or 50 pet to establish a monopoly of retail 
activity in an area. Studies have shown that 30 
pet of an area’s business gives an effective 
monopoly. And since many consumers have still 
not learned how the loss leader works, you can 
safely expect to see further use of national 
brand merchandise as loss leaders to build up 
other sales and to move many more big stores 
closer to monopoly. 


HARDWARE AGE, JUNE 28, 1951 


Informal Editorial Comments 


By W. A. Phair 


The Senate Small Business Committee is plan- 
ning to look into this monopoly question and to 
hold hearings on the subject of new Fair Trade 
legislation. It will be well worth the time of any 
small retailer to follow this hearing closely (see 
Washington News and Views, page 10) and to 
let Senator Sparkman, the committee chairman, 
have your views. 





Shortage of Shortages 
Puts Emphasis on Selling 


This year will undoubtedly go down in history 
as a period of paradoxes and a boom year for 
ulcer remedies. Attempts to keep abreast of the 
conflicting business currents is a discouraging 
job. The only solace to be found in this picture 
is that the confusion is not limited to any one 
group. Everybody seems to be confused, so don’t 
get discouraged if you find yourself in this con- 
dition. You have lots of company. 

Yet, out of all these contradictions, there arise 
several considerations that are as important today 
as they have been in the past. One of those is the 
need to keep selling, and selling aggressively. Any 
inclination to sit back and wait for tomorrow’s 
sellers’ market is dangerous. We see many re- 
tailers today paying the penalty for sitting back 
and waiting for the sellers’ market that hasn’t 
come yet. The problem today seems to be a 
shortage of shortages. 

Credit men tell us that many hardware dealers 
are facing severe credit problems, especially since 
banks have begun to tighten up on inventory 
loans. It would not take much of an inventory loss 
right now to upset many retailers. 

So long as you have overhead and you and 
your salespeople must eat, you’ve got to keep 
selling. It is a comforting feeling to have large 
inventories, but it’s turnover that makes the 
profits. 

We still feel that by the end of this year and 
throughout the early part of 1952, there will be 
a pinch in consumer goods. But that doesn’t do 
any good today. So don’t stop selling. It’s a sure 
way to commercial suicide. 

Whenever we enter a phase that looks any- 
thing like good business there is a certain type of 
businessman who immediately begins to cut back 
his promotional expenses. They chop off their 
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advertising budgets, their direct mail work, ete. 
Then they expect to stay in business. 

That’s like stopping payment of insurance 
premiums because you’re not sick. 

Advertising is not only a technique for bring- 
ing customers into the store, today; it’s also an 
insurance policy for tomorrow’s business. Some 
of your keenest competition, for example the mail 
order houses, have built their business largely on 
intensive advertising efforts. It would be ill ad- 
vised for any dealer to reduce his advertising 
budget. 


Giving Credit to the 
Wholesaler's Salesman 


We have long felt that one of the unsung heroes 
of the hardware industry is the wholesaler’s sales- 
man. Much misunderstood, often maligned, he is 
probably the godfather of more successful retail 
stores than any other group of men in the in- 
dustry. 

Believing, as we do, in the importance of these 
men, it was with considerable interest that we 
noticed that in an advertisement, facing -these 
pages in the preceding issue, American Chain was 
taking the time and money to publicly acknowledge 
the important role these wholesalers’ salesmen 
play. A very worthwhile tribute indeed. 

An especially effective part of American Chain’s 
comment, we thought, was the way they put their 
finger on a point so often overlooked when people 
get bitten by the grand idea of eliminating the 
wholesaler and saving money by direct selling. 
American Chain said, “. . . without his services 
we and other manufacturers would have to put 
out many times as many sales_ representatives. 
The added cost would increase prices. The added 
time they would take would put a heavy burden 
on you and they would clutter up your store.” 

The idea of eliminating the wholesaler and his 
salesman is certainly not a new idea, but every 
new generation seems to think it’s their own 
original idea. Yet the fact remains that no ade- 
quate substitute has yet been developed. 

We wonder if every dealer avails himself of 





the help which a wholesaler’s salesman can offer. , 


Helpful trade information, news of hot lines, 
successful ideas used by dealers in other towns, 
guidance on credit problems, etc. In recent weeks 
some of these salesmen have become experts on 
price control. 

All in all, the wholesaler’s salesman represents 
a vital part of the hardware industry and we take 
this opportunity of taking our hat off to him. 





Help Yourself By Helping 
In Steel Scrap Roundup 


Every hardware dealer and wholesaler has a 
direct interest in the shortage of iron and steel 
scrap now facing the nation’s steel mills. This 
shortage is daily growing more severe and can 
in the near future force a cutback in the pro- 
duction of steel. A lack of steel scrap can easily 
be the straw that will break the camel’s back. 





The more steel we produce the more merchan- 
dise will be available for hardware dealers to sell, 
after defense needs are met. It is definitely to 
the interest of the hardware trade to aid in the 
effort to build up vital scrap supplies. And few 
people are in a better position to locate supplies 
of dormant scrap than hardware dealers and 
wholesalers. 

Dealers serving farm areas are in an especially 
ideal position to aid in this drive. Check your 
own yards and store basements and stock rooms, 
especially for heavy scrap. When you locate scrap, 
find the name of a scrap dealer in the yellow pages 
of your phone directory. He’ll be glad to get it. 


It Didn't Happen 
But It Could 


A sense of humor is wonderful tonic these days, 
so with the hope that you may find some humor in 
the following, we present a strictly imaginary 
report of correspondence between a dealer and his 
wholesaler. 


March 1, 1950 HOLD UP ALL DELIVERIES. 
JOSEPH DOE HARDWARE. 





April 1, 1950 CANCEL EVERYTHING. DOE 
HARDWARE. 


May 1, 1950 CONFIRM CANCELLATION 
IMMEDIATELY. DOE HARD» 
WARE. 


July 1, 1950 On May 1 we asked for con- 
firmation on our cancellation. 
This telegram was a bookkeep- 
ing error. Please reinstate May 
order. Joe Doe. 


Sept. 1, 1950 Ina bad way for material. Any- 
thing you can do will be much 
appreciated as in the past. 
Please wire deliveries collect. 
Your old friend, Joe. 


Oct. 1, 1950 Many, many thanks for the ship- 
ments. Can’t tell you how rouch 
I appreciate it, but I knew my 
old pal would come through. If 
you can squeeze out a few more, 
I’ll never forget it. Best regards 
to all the family. Joe. 


Nov. 1, 1950 Need anything you can send. 
Am in terrible shape on all sizes. 
My job is at stake. Help me. Joe. 


Dec. 1, 1950 It’s awful. Store will have to 
close four days before Christ- 
mas. The boss is tearing my 
hair out. Please send anything. 
Fast. Your pal, Joe. 

P.S. You coughed over the phone 
yesterday. Better see a doctor. 


Jan. 1, 1951 Please. Joe. 


March 1, 1951 CANCEL EVERYTHING. DOE 
HARDWARE. 
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Security for a thousand 
possessions, for exam- 
ple: protects valuable 
tools from petty 
ie thieves! ILCO 373 
| solid brass padlocks with hardened steel 
shackles will guard a multitude of 
valuables. 


- \~ 








| ILCO STREAMLATCH 265 in modern 
design with HOLD-O-MATIC feature 
permitting one hand operation. Turn of 
key holds bolt retracted. 





For greatest lock protection on any en- 
trance door, ILCO 401 jimmy-proof lock 
will relieve vacation worries, 








ORDER NOW! This 
ILCO hardware will 


he in demand during 
JULY and AUGUST 


* 


Display these ILCO vacation- 
time hardware specialties. 
Samples in your windows and 
on your counters will attract 
attention—create sales! Check 
your stock and be sure you are 
ready for this automatic in- 
crease in profitable business 
from vacationers, hotels and 
resorts. Write us for informa- 
tion about sample mounts and 
display boards. 


* 


Raw materials shortages and 
abnormal demand for many 
ILCO products, as this adver- 
tisement goes to press, makes 
deliveries on some items un- 
certain. We therefore rec- 
ommend that our dealers and 
distributors make prompt in- 
quiries concerning any items 
on which their inventories are 
low. We assure them of our 
utmost effortsto supply their 
needs as promptly as possible. 


























or 
New ILCO Cylinder Screen Door Lock 
3425LP affords security beyond the usual 
catch for screen and storm doors. Per- 
formance of a real lock permitting secure 
locking from outside. 


For boathouses and 
other exposed install- 
ations, ILCO 308B 
cast brass pin tumbler 
padlock with or without 
a bronze chain not only 
secures the property but the lock will 
withstand fresh or salt water attack. 


ILCO 3002 DeLuxe pneu- 





matic closers keep screen doors 
closed .. . extra compression spring 
prevents wind damage . . . attrac- 
tive appearance .. . a real necessity to 
guard against insects at home and sum- 
mer camp alike. 


INDEPENDENT LOCK COMPANY © Fitchburg, Massachusetts 


; * 
| 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE = 


Sparkman Invites Dealers to Send 
Senate Their Views on Fair Trade 


First recognition from Congress that action is 
necessary to clear up the confused Fair-Trade situa- 
tion has come from the Senate Small Business Com- 
mittee. 

Senator John J. Sparkman (Albama Democrat), 
Chairman of the committee, promises “full investi- 
gation” of the effect on small business of the Supreme 
Court’s recent decision on the Miller-Tydings Act. 
(See Senator Sparkman’s statement to HARDWARE 
AGE on page 162, this issue). 

The Committee is currently looking into the results 
of price wars in different parts of the country, and 
will report to the Senate their effects on small re- 
tailers. Meanwhile, Sparkman is asking retailers gen- 
erally to offer their own ideas on fair trade to the 
Senate. (Senator John J. Sparkman, U. S. Senate, 
Washington 25, D. C.). 


OUTLOOK—Don’t count on enactment of a 
new Fair Trade law for at least a couple of 
months. There is still plenty of opposition in 
and out of Washington to the basic principle 
of fair-trade laws. But several bills designed 

2 to correct the present situation have strong 
backing, and at least one of them is a strong 
candidate for enactment at the present ses- 
3ion of Congress. Best line of action for re- 
tailers: Write your congressman! 


Expect CMP to Allocate for All 
Consumer Goods By Year’s End 


There is no longer any doubt that virtually all hard- 
goods production, defense and civilian, will be under 
CMP allocations before the end of this year. 

First step toward a breakdown of open-end CMP 
came when NPA agreed to include passenger-car 
manufacturers—largest single group of consumer 
durable producers—under CMP after the third 
quarter. 

The damage was completed when NPA decided to 
place under the allotment system all manufacturers 
who had been required to file their requirements for 
steel, copper, and aluminum for making “B” products. 

Construction industry had also been brought under 
CMP because of the shortages of structural steel. 


10 


Applications for allotments were scheduled to go out 
beginning late this month. Some allocations could then 
be filled from September output. 

Broadening the base of CMP to include “B” re- 
quirements means the processing of some 40,000 indi- 
vidual requests and making allotments. Because of 
the time element, third-quarter allocations will have 
to be made from Washington. Priority is to be giver 
military and Atomic Energy Commission applications, 
which will probably get in under August steel-mill 
schedules. Others will get some allocations under the 
September production. 

Eventually, the bulk of allotments will be made in 
the field offices. A training program has been set up, 
and already about 200 persons, brought in from the 
field offices, have completed the course. Another 300 
are being recruited and trained with a view to assign- 
ing at least one to each district and a minimum of five 
to each large regional NPA office. The present 105 
field offices are likely to increase and more personnel 
added as all production is brought under CMP. 

Best evidence of an all-out CMP lies within the an- 
nouncement that producers of most consumer durables 
are to file fourth-quarter requirements regardless of 
relation of production to defense efforts. Forms are 
expected to be distributed by July 1 and returns re- 
quired by August 1. 


OUTLOOK—Present rate of CMP operations 
indicates that consumer goods industries now 
operating in the free market could be given 
allotments in time for December delivery. In 
the meantime, NPA is requiring steel mills to 
set aside a percentage of production for orders 
from the so-called free areas. The amount 
being talked about is about 2,000,000 tons— 
nearly 10 pet of the estimated third-quarter 
production of 21,000,000 tons. 


Senate Seen As Cutting $1 Billion 
Off House Tax Bill; Co-ops Let Off 


Senate hopes to trim as much as $1 billion from the 
$7 billion bill approved by the lower chamber of Con- 
gress. 

As the bill stands now, corporation taxes will rise 
by 5 percentage points. This will mean a 30 pct in- 
crease on income under $25,000, and a rate of up to 
52 pet on income over $25,000. Individual income tax 


(Continued on page 154) 


HARDWARE AGE, JUNE 28, 1951 











HARDY 


VS 


go out 
ld then 


B” re- 
0 indi- 
use of 
ll have 
> given 
ations, 
2e]-mill 
ler the 


ade in 
set up, 
ym the 
er 300 
issign- 
of five 
nt 105 


‘sonnel 


he an- 
irables 
less of 
ns are 
‘ns re- 


rations 
28 now 
given 
ry. In 
vills to 
orders 
mount 
tons— 
uarter 


ion 
Off 


ym the 
f Con- 


ll rise 
yet in- 
up to 
ne tax 


, 1951 









A heavy Stee] lock 
ata moderate Price! 










vavavan nae 


Wn 





merchants. 
constant im 
number an 









Provement has 


. 00 feature 
vl - S$ str 
= B 1%" eae rate Security built into q sedhy 
Z Gz aster laminated ca fi F 
Z i se, heavil 
G oD cadmium rustproofed, Individually packaged! 
A E with 6 padlocks in a colo aged, 
Wink 






rful display carton. 


Ask your jobber! 
B 
UILT LIKE A 0) BANK VAULT DOOR 
(a\ 


er Make sales faster with 
=. Master Padlocks 












H-2 


EVERY ONE AN OUTSTANDING VALUE 


ve , Meo ye) ff a WY. Me (a Lanes 
Master Jock Company, Milwaukee 45, Wis.° World's Leading Madloc anugac 


ll 


HARDWARE AGE, JUNE 28, 1951 





Rubber Bathroom Rugs 


Newest addition to the Pretty- 
ware rubber housewares line is 
Prettyprints, gay, multi - colored 
bath mats and scatter rugs. Fabrics 
are covered with a heavy, trans- 
parent coat of rubber compound, 


if 


& 


which acts as a protective coat for 
the inlaid fabric. Available in 
patterns of two to 10 colors. Bath 
mats are 25 in. in size, scatter rugs 
are 24 and 30 in. Prices from $3.50 
to $9.89. Pretty Products, Inc., 
Housewares Div., Coshocton, Ohio. 





Home Heater 


A new oil-burning home heater 
is Model 3159, a 62,000 BTU heater 


in=iamatncus oe ee ee 
Se 


with Multi-Heat burner and Midget 
pilot. The Floor-Flo blower circu- 
lates heat, aided by heat-directing 
shutters and a large louver area 
at the front. This model has a heat- 
saving radiator, porcelain-enameled 
one-gallon humidifier and remov- 
able top grille, combination oil con- 
trol and constant level valve, and 
automatic draft regulator. Finish 
is silver-spray brown baked enamel. 
Perfection Stove Co., 7609 Platt 
Ave., Cleveland 4, Ohio. 





Hassock Hamper 


The New Pearl- Wick custom- : 


built hamper line, which will be 
shown for the first time at the Na- 
tional Housewares & Home Appli- 
ance Exhibit, Atlantic City, in 
July, includes this Hassock Ham- 
per, Model K58, finished in quilted 
Koroseal. It is self-ventilated by 
air-holes in the heavy duty fibre 
board construction, and the ex- 
terior is scuff and stain resistant 
and easily washable. Available in 





dubonnet, green, blue, yellow, rose, 
black and white. Suggested retail: 
$9.95. Pearl- Wick Corp., 27-50 
First St., Long Island City, N. Y. 







Tapered Fly Line 


This new Magi-Braid tapered fly 
line is guaranteed not to crack, peel, 
or become sticky. The line was first 
shown at the Los Angeles Sports- 
man’s Show. Western Fishing Line 
Co., Glendale 4, Calif. 








Electric Sander 


A new electric sander, No. 504, 
is light in weight and compact in 
size for easy handling. Syncro 
Double Are motion is one of the 
features of the sander. The built- 
in power unit is guaranteed not 
to burn out during the life of the 
owner. Retail: $19.95. Syncro 
Corp., Oxford, Mich. 
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in hardware merchandise... 


FOR THE HARDWARE. DEALER 


Hopalong Radio 


This Hopalong Cassidy model 
radio is housed in a red or black 
steel case, and has knobs of shat- 





A silver 
trimmed front panel shows Hopa- 
long on his horse, with a wagon 
train, cacti, and a steer’s head in- 
dicator point for tuning. A 20-ft. 
antenna is coiled over a _ saddle 
pommel on the back panel. The 
4-tube radio operates on AC or DC. 
Arvin Industries, Inc., Columbus, 
Ind. 





Electrical Tape 


Tape No. 33 Scotch brand, for- 
merly an electrical tape used in 





industry, is now being introduced 
for home and farm electrical and 
other needs. The tape is black and 
glossy, smooth-surfaced to prevent 
accumulation of lint, and resists 
water, oil and chemicals. It with- 
stands temperatures up to 170 
deg. F., and has a rubbery back of 
vinyl plastic enabling it to conform 
to odd-shaped objects. A 150-in. 
roll of half-in. wide tape retails at 
39¢. Minnesota Mining & Mfg. 
Co., 900 Fauquier St., St. Paul 6, 
Minn. 


Garden Hose Nozzle 


This Elkay Valve Nozzle is a 
garden hose nozzle that permits 
controlled irrigation with pres- 
sures ranging from a mist to a 
sharp jet. The span and spray are 
changed by a flick of the thumb. 








It is claimed that it will send water 
to the roof of a two-story home. 
Albin of California, 1401 W. Eighth 
St., Los Angeles 17, Calif. 





New Pump Line 


This new N series of shallow well 
reciprocating pumps and water sys- 
tems has been designed for conve- 

(Continued on page 116) 
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This new counter display fea- 
tures a complete assortment of 
hand hacksaw blades and displays 
a hacksaw frame. Made in three 
colors, it is available in two sizes. 
One holds 200 hand blades in 10 
and 12 in. sizes, 18, 24, and 32 
teeth, and is offered free with the 
purchase of 200 or more hacksaw 
blades. A smaller display holds 
100 blades in a similar assortment 
of sizes, and is furnished with the 
purchase of 100 blades. Both hold 


a No. 153 pistol grip hacksaw 
frame. L. S. Starrett Co., Athol, 
Mass. 





Christmas Light Display 


This new full color merchandis- 
ing display package is 43x32x9 in., 
and is designed to centralize the 
sale of Christmas lights in one 
area of the store. Noma’s new 

(Continued on page 130) 
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Store Trade Lagging 
But Hardware Sales 
Holding Up Well 


Retail trade generally shows a 
flabby tone except in certain metro- 
politan centers where so-called 
“price wars” temporarily spurred 
lagging sales. 

Hardware stores have been show- 
ing better sales performance in 
recent weeks than stores in most 
other lines of consumer trade. 

The latest available data on re- 
tail hardware sales, for the month 
of April, shows that they dropped 
7.6 pet, on an adjusted basis, from 
the previous month. However, 
April hardware sales were 24 pct 
greater than they were in the same 
month of last year. 

Prices of most consumer goods 
remain soft and are expected to 
remain so through the summer 
months. 

Inventories, at all levels, have 
been building up since retail trade 
started to slow down after Febru- 
ary. In spite of the “price wars,” 
consumers are still buying for 
present needs only. 

With personal income rising 
steadily, the time is not too far 
away when there will be more 
spirited demand for much of the 
goods now in superabundance. How- 
ever, because of higher income 
taxes, this may not come about 
until the last quarter of this year 
or the first quarter of next. 

There is pressure on the Gov- 


14 








a 
° 
atten 





HARDWARE BUS 




















tet 


UD) HARROW ani 
an || Ga 

















i i aili 
pere ¢ = 
eererer 





fi 7 


> Hardware sales better than most 
> Senate group to study Fair Trade 
> Consumer credit still declining 


ernment to loosen the Restrictions 
of Regulation W, which would al- 
most certainly break the log jam 
on big ticket appliances, but there 
are no indications at present that 
such relief will be granted. 





High Court Upholds 
Ban on Home Sales 


A city ordinance of Alex- 
andria, La., which makes it 
a criminal offense to sell from 
door-to-door unless the house- 
holder has invited the call, 
has been upheld by a recent 
opinion of the U. S. Supreme 
Court. , 

A number of cities have 
enacted such ordinances in an 
effort to eliminate “fake” 
magazine subscription takers. 











Durable Goods Supply 
In Stores in Balance 


Supplies of durable goods are 
adequate in the nation’s retail 
stores, the Office of Business Eco- 
nomics of the Commerce Dept. 
states -in a report on “Recent 
Trends in Retail Trade.” It finds 
that a satisfactory balance is being 
maintained between consumer goods 
output and defense production. 

Little likelihood is seen by gov- 
ernment economists of any steady 
decline in retail sales as a result 
of mobilization expenditures now 
in progress or in the planning 
stage. OBE suggests that a variety 
of factors may be responsible for 
current sales declines from the all- 
time peak in January. 

The drop in automobile sales and 
a slackening in major appliance 
purchases, may be traced in part 
to credit restrictions. 


Manufacturers Quiet on Fair Trade's Fate 
But Retailers May Force the Issue 


The future of Fair Trade re- 
mains very uncertain at this writ- 
ing. A number of manufacturers 
have reported that they are taking 
steps to develop plans for main- 
taining their Fair Trade policies 
under present conditions, but most 
manufacturers are remaining on 
the sidelines. 

Meanwhile, in Washington, public 
hearings will soon get underway 


before the Senate Small Business 
Committee, headed by Senator 
John® Sparkman, in order to get 
reactions on proposals to enact 
new Fair Trade legislation. 
About the only encouraging sign 
for Fair Trade proponents, in re- 
cent weeks, was an_ injunction 
granted to a Queen’s County, New 
York, druggist, temporarily re- 
(Continued on page 162) 
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“Loaded” with sales appeal, the new PROTO 
*Rotomat Toolmart” is a store owner’s dream 
come true! Actually, it was tested for many months 
before being offered to dealers, and everywhere 

it was tried it proved highly successful. Designed 
to draw and impress customers, it sharply boosts 
impulse sales and thereby increases turnover. 
Like other PROTO tool departments, it contains 
the tools in greatest demand. And these tools 

. are the finest obtainable—PROTO professional 
tools. Why not plan right now to buy a 

low-cost PROTO tool department? As your 

first step, write for Booklet 4930R to 


PLOMB TOOL COMPANY 
2227M Santa Fe Ave., Los Angeles 54, Calif. 


5187 


PROTO * TOOLS 


REG US MADE 


PAT OFF LOS A GELES INU S.A 








All sets she 
box. You'll 
attractively 
cartons mak 
and your c 


Booth 813 National Housewares Show 





HARDWARE AGE, JUNE 28, 195! HARDWAI 





oday- 


RE 


RE 


Adhd 


Ww 





951 








All sets shown are packed 8 to 
box. You'll like the way these 
attractively designed Hostess Set 
cartons make it so easy for you 
and your customers to handle. 
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TROPICANA 
16 oz. frosted glass 





BASKET WEAVE 


10 oz. glass 














INTERNATIONAL 
10 oz. pilsner 


CAVALCADE 
14 oz. frosted glass 


Here’s a warm-weather refresh- 
ment foursome that’s bound to 
catch your customers’ eyes. 

These gay Libbey Hostess Sets are 
naturals for fast, profitable, warm-weather 
selling. The two colorful frosted glasses are 
just right for long-cool drinks. The attrac- 
tive BASKET-WEAVE pattern is a classic- 
shaped glass with cut decoration. And, 
everyone knows how much better beverages 

seem to taste in a tall pilsner glass. 
Inexpensively priced and prepackaged 
eight of a kind in handsome gift boxes, these 
sets make welcomed gifts. Nationally ad- 
vertised in LIFE! Display them promi- 


BsTrasiisHev 1818 


BEY GLASS+oitas Str 


LIBBEY HOSTESS SETS 


nently and watch Jshese self-selling Hostess 
Sets move off your shelves. 


And, they’re just as practical as they are 
good looking! The cheerful, bright colors 
won’t wash or wear off. Each glass carries 


that famous Libbey 
« ‘ pe ERTis 
guarantee: E 


A new yr 
glass if the rim of a 
Libbey ‘Safedge’ glass 


ever chips!” 






ADy 


Stock up on these four sets now and be 
ready for the summer cool-drink season. To 
order, contact your near-by Libbey supply 
dealer or write direct to Libbey Glass, 
Toledo 1, Ohio. 


LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 
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They should be...for their sales-suggestion value 
in reminding customers that they need chain 
has been proved in hundreds of hardware stores. 

Here are two neat, compact ways to stock 
and display high quality Hodell Chain. Place 
the “Chainvender” (left) in a prominent spot 
on your sales floor. You can well afford to do 
it, because the rack requires less than 2 square 
feet of floor space. Get the attractive Household 
Chain Assortment (above) out in front on 
your counter. 

Ask your jobber about these assortments, or 
write us direct for information. You'll find 
these “silent salesmen” will make a lot of extra 
chain sales for you... without drawing a cent 
of extra pay. 


The Hodell “Chainvender” is sturdily constructed of 
welded steel—is available with 6 different fast-selling chain 
assortments. Occupies only 2 square feet of floor space. 


Proof Coil chain in Little Drums, sold separately, adds 


36> 14, %@, and %% inch sizes to make up a complete, com- , 
pact chain department. ewes We bed 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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STEVENS MoDEL 86 
.22 Cal. Bolt Action 
Repeating Rifle 
Tubular Magazine 

















First in the Field 
SAVAGE SALES CALENDAR 
1951 JULY 1951 


The name Stevens has meant accuracy, dependability and value to 
generations of ‘22’’ shooters. That's why, when you stock and 
feature the complete Stevens line of tubular and clip magazine 
repeaters, auto-loaders and single shot ‘‘22’s,”’ you're sure of vol- 
ume sales and top profits. They're nationally advertised in July. 

Here’s why these Stevens “22’s” are recognized as ‘First in the 


Field” for value by shooters everywhere: 


ACTIONS — Smooth operating bolt actions for fast loading and ejecting 
. strong, dependable mechanisms... convenient safeties at shootcr’s 
thumb. Choice of clip or tubular magazine models. 


BARRELS— Precision rifled to “hit where you aim.” 


STOCKS— Handsome, walnut finished stocks. Designed for quick han- 
dling, proportioned for steady holding. Attractive black tip on fore-ends. 


SIGHTS — Most Stevens (and Savage) .22 rifles are now available with micro 
peep sights and hooded front sights. They're designated as ‘S” models. 


SAVAGE ARMS CORPORATION 


Firearms Diviston Chicopee Falls, Mass. 


SAVAGE 


SAVAGE+ STEVENS: FOX Rifles and Shotguns 





SAVAGE * WORCESTER Power ond Hand Lawn Mowers 








STEVENS mopEL 84 
.22 Cal. Bolt Action 
Repeating Rifle 
Detachable Clip Magazine 
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A PERSONAL MESSAGE 


From Richard H. Balch, President 
Horrocks-Ibbotson Company 


TO TACKLE DISTRIBUTORS: 


So many of our salesmen and distributors have asked us about pro- 
duction and prices in fishing tackle for next Season, that we 
thought a public statement was in order from H-I. 


Everyone knows that the aluminum, copper-base alloy, steel and 
nickel restrictive orders issued by N.P.A. will eventually limit 
fishing tackle production. On the other hand production for the 
past six months has been very heavy and jobber and dealer inven- 
tories, in some-cases, may be uncomfortably high. 


Barring "all out" war we believe that fishing tackle in limited 
volume will be produced for 1952. In his recent report Charles E. 
Wilson stressed that "the maximum impact, as measured by require- 
ments for raw materials, will occur early in 1952." Now these 
months are the peak of the production and shipping season for 
fishing tackle manufacturers. Many uncontrolled factors are working 
now to force higher prices, but the spendable income of the average 
American workman will remain high in spite of taxes and cut backs. 


We do not believe that the inventory situation is sufficiently 
serious to counterbalance the forces of restricted production and 
higher costs. In fact we think that fishing tackle, and particu- 
larly H-I fishing tackle, is a "good buy" on today's market. 


We are not making this statement to induce "Scare" buying. 
H-I fishing tackle has been and always will be so reasonably priced 
and so well made that we don't need to scare people into buying it. 


We are holding our annual sales convention as usual in midsummer, 
when we will introduce another outstanding line of fishing tackle 
for 1952. Our salesmen will go out in August. Our advice to our 
customers is to buy early. Prices may go up, they certainly will 
not go down, and production will be restricted. 


Cordially yours, 


Kita Wintel 


<4 | . p HORROCKS-IBBOTSON CO. 











Manufacturers of the Largest Line 


Utica, N.Y. of Fishing Tackle in the World 
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See your Goulds distributor, 
or write for his name. 






WATER SYSTEMS 


OME NEED 
GOULDS PUMPS Inc. © Seneca Falls, N.Y. FOR EVERY FARM AND HOM 
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Youll sell 4 out of 10 


CAMP STOVE PROSPECTS 


pKook 


NEW 
ADVANCED 
DESIGN 


FILL AT ANY 
SERVICE STATION 











9 out of 10 prospects will buy KampKook because ONLY KampKook has the 
‘exclusive “Lead-Burning” feature! Burns regular automobile ‘“‘leaded’’ gasoline 
(the handiest of all fuels) or ‘‘white’”’ gasoline with equal efficiency. Fill KampKook 
at any service station or from your car and it will give “kitchen gas range’’ perform- 
ance anywhere—even in wind or rain! 


8 NEW IMPROVEMENTS— 
15 ADVANCED FEATURES! 


phook 
xcLus! RATOR ¥ You'll find KampKook sells quicker because every 
LTE J \3 ” aoe a field-tested AND SPORTSMAN 
4 \ p Kame, APPR 
ator 
This PAR ter Con AMER, V Larger 5-hour Tank. Larger Cooking Surface. Im- 
ook ineed proved Pump. Cast Iron Manifold. Instant Lighting 


Jean ot ASTOY, usa PLUS 10 other advanced features! 
i 


ee + J 
KampKold ‘Imperial’ 
It’s large! 3 cu. ft. capacity. For the all-around 
outdoorsman. 29°x14'4"x13%4". Model K-5 
$29.95 list. 





KampKold ‘‘CUSTOM"’ 
The ideal family 


KampKold “REGAL” 


Big, roomy! The all- 
purpose box. Holds size. Easy to carry. 
plenty of everything. Holds an entire picnic. 
22°x13"x16%4". Model 22%x13"x13%". Model 
K-4. . . $24.95 list. K-3. . $22.95 list. 





KampKold “MASTER” 
A DeLuxe box in every 
respect! One of the 
most popular models. 


KampKold “JUNIOR” 
Handy and easily car- 
ried! For cold drinks 
and food in boat or 
car. 13” x 10” x 1244”. 


1944” x10" x 135%”. 


Model K-2.$14.95 list Model K-1. $10.95 list 


EXCLUSIVE 5-POSITION 


NEW (PATENTED) “‘Flexi-Tray"’ makes the 
new KampKolds the most versatile portable 
refrigerators ever made! Adjusts to 5 positions 
for either “dry” or “‘wet’’ storage or both at 
the same time! 


47 


PLUS THESE 
““SALES-MAKING FEATURES"! 
@ NEW: ‘‘Built-in'’ Bottle Opener 


@ NEW: Recessed Drain Plug 
@ NEW: Removable ‘Serving Tray Lid”’ 
@ NEW: Thick Fiberglas Insulation 


@ NEW: ‘‘Thermal-Break’ 
Lid Gasket 





WRITE FOR POWERFUL SALES PROGRAM AND FREE LITERATURE! 


AMERICAN GAS MACHINE CO. 


ALBERT LEA, MINNESOTA 





America’s Oldest Manufacturer of Gasoline Pressure Lighting and Cooking Appliances 
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RKS, Lynn, Massachusetts. oe 


| A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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Double 


a“ 
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your fun 
with a 


Colt 


Start them young and start them 
right, Dad. Lay down the law on 
safety, and teach them to shoot with 
a Colt—the best handgun money can 
buy. They'll find out for themselves 
that whatever fun is to be had out- 
doors is double the fun with a Colt! 


The best Colt you can get them is the 
famous Match Target “Woodsman”, 
a super-accurate .22 automatic beauty 
that's first gf champion marks- 
men. The » 
model ilh 
those wh 
pact, eas 
gun for { 


See Coj 
now. 
choose 
Colt ‘Un 
And each gives yous 
all the accuracy and built-in bars 
the Colt name is famous for. 


Bea Colt Shooter—Be a Safe Shooter 





MATCH TARGET “WOODSMAN” Caliber: .22 Long Rifle 


SPECIFICATIONS — Ammunition: .22 Long Rifle cartridge, 
regular, high speed or high velocity. Magazine Capacity: 
10 cartridges. Length of Barrel: 4/2 or 6 inches. Length 
Over All: 9 or 101% inches. Weight: 3612 or 41 oz. Sights: 
Coltmaster Rear Sight elevation and windage click adjust- 
ments. Trigger: Grooved. Stocks: Checkered Coltwood. 
Finish: Dual-tone blue, glare-proofed. 
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FREE — Get your copy of the 44 page Colt 
Shooting Manual and Handgun Catalog. Con- 
tains valuable information on handgun shoot- 
ing and safety rules. 

MAIL THIS COUPON TODAY! 
COLT’S MANUFACTURING COMPANY 
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Yes, Evans White-Tape toppled sales rec- and Exclusive Automatic Brake to hold 
ords even before its ad campaign hit its blade in place after measurement is made. 
full stride. Now more than 10,000,000 Free Sales Aids. Each White-Tape indi- 
potential customers are reading about this vidually boxed in code-colored package. 
better tape every month in their favorite Each dozen in multi-color display unit. 
national magazines. They’Il read of Evans’ And a compact, sales-compelling display 
amazing’ low price—only 98¢ for the 6 ft. card with every dozen. 
They'll remember these outstanding fea- People snap up Evans White-Tape as 
tures: Sturdy Die Cast Chrome Plated Case; just the thing for SHOP—HOME—OFFICE. 
Jet Black Markings On Snow White Steel Order Evans “Lo-Inventory” assortment 
(white on both sides); Measures Inside and from your jobber now—a special one-dozen 
Outside; Economical Replacement Blades display unit carrying all sizes. 


41.19% 


8-ft. (108W) 


98¢* $1.49* 
*Prices a few cents higher 6-ft. (106W) 10-ft. (11 0W) & co. 
Denver West and Canade. 57 BRANFORD ST. * NEWARK 5, N. J. 
Makers of Evans 6-ft. Folding Rules 
@ 7806 and "The Folding Yardstick” 
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RE BEAUTY... to catch her eye! 


ORE FEATURES ... to make her buy! 
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MORE PROFITS with MARQUETTE 


Beauty of design! Modern styling! Convenience 
features! Economy of operation! This glamorous 
new Marquette has them all! Look at the outside. 
Look inside. It’s top-quality all the way through! 

And the price is way down low—to bring you volume 
Giant Frozen Food Locker | ‘Sales. You’re overlooking a bet—if you don’t in- 
peQuart Crisper-Storage holds wn foods, Freezes | Vestigate Marquette. Check with your hardware 


vegetables garden-fresh— fast. Sealed to hold cold in. a 
ready for delicious salads distributor now. 


and serving in other ways. 


307 EAST HENNEPIN ¢ MINNEAPOLIS 14, MINNESOTA 























Roomy “Quick Chill" Tray ‘“‘Flip-Flex"’ Shelf can be 
is an extra cold zone. Ad- dropped to provide quick 
justs to two positions for space for large items like L 


freezing or storing foods. watermelon, turkey, etc. 
“THE KEY TO BETTER LIVING...BUY MARQUETTE” 
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kitchen-plus convenience | 


The smart, streamlined designs of this = 
National hardware will first attract your 
trade as well as the lustrous beauty of 
the chrome-plated finishes. 

















First impressions are so flattering that 
the average home owner is sold on 
these products because they can visu- 
alize how harmonious they will match 
and blend with every kitchen project. 
But the real test is when they install... 


...for only then can they appreciate th 
precision so characteristic of their des 


to open cabinet doors but hold doors 


each possessing a distinctive style and d 
blend with practically every cabinet insta 





Modern styling inthe | 9) 


operation. Latches operate with just a light touch of the finger 


when closed. Note the many styles illustrated to choose from, 


be pleased to learn that you carry National products in stock. 












e smooth, friction-free 
ign, construction and 


securely in alignment 


esign to harmoniously 
llation. Your trade will 
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MANUFACT 









No. 106 Door Pull No. 706 Door Latch 


No. 216 Round Knob Pull 


NATIONAL ‘+ *« 
URING * 
COMPANY 
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what does 
your reputation 
rest on? 


{MiP 


THIS IS AN 
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EMPIRE BRUSHES INC. 


A brush can win 
friends for your store — 
or lose them — as well 

as a vacuum cleaner. 

Are you conscientious 
about stocking only the 
best? In scrub brushes, 
the best means Empire’s 
plastic scrub that 

outlasts ordinary brushes 
5 to 1. The sparkling 
white EMPRENE plastic 
bristles are waterproof 
and easy to clean, stay 
stiff when soaked, won’t 
mat. rot or mildew. 

The Empire plastic brush 
cleans faster — and it 
sells faster, too, in the 
attractive display carton 
you get with every dozen 
brushes. Let the Empire 
plastic scrub help keep 


your reputation spotless— 


and to make sure all 





your brushes are making 
friends for you, specify 


Empire every time. 


&, 
ach 


i H 4 BRUSH 


PORT CHESTER, N. Y. 


























obLeuw Demand, 
WARREN-TEED 


PACKAGING 


WARREN-TEED Tools Eliminate 
Costly, Annoying Handling 


@ How? Why, by modern, sturdy, efficient 








packaging. Upon receipt, jobbers find these containers are 








as T warren 100 Ca efficiently and promptly stored in small spaces. They also 
WARAET awp Dovel F , : , ' , 
wang THE0 ANS find these convenient-size cartons are easily and quickly 





reshipped . . . no repacking, no breakage. Dealers then find 
customers identify Warren Tools more quickly, familiarly. 
Receiving and Shipping Departments all along the line 
identify Warren Tools promptly, easily. 
paveocn Thése tools are big and burly, they're leaders, and they 
look the part! Cutting edges and striking faces are true, 
precision-tempered. They can take it! 

In short, receiving, stocking, handling, inventory and 
shipping are all made easier. Ask for Warren-Teed Tools 


in their fast-selling, time-saving cartons. 


JOBBERS NS EVERYWHERE 


ee oe) ee OR On hem On On. @ 2On.w-W im men\ | 


General Offices Warren, Ohio 
General Sales Offices 105 W. Adams St., Chicago 
Export Division 30 Church St., New York 7, N 
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BUILD 
HARDWARE STORE 
PROFITS 


with mechanics’ 


cutting tools 


Dozens of your customers are looking for a 
place to buy mechanics’ cutting tools. You 
can get their business on these items with 
the help of this new 30-page catalog. It will 
be profitable to you and a service to them. 


TAP THE HOME WORKSHOP MARKET 


The catalog lists all the mechanics’ cutting 
tools commonly wanted by home workshop 
hobbyists, farmers, mechanics, electricians 
and repairmen. It tells the uses for which 
each is suited. One page tells how to select 
the right drill for every class of work and 
material. Other service pages make it a real 
service selling book. 


STANDARD [OO (0 


Saw FRANCISCO 


50 SETS OF TOOLS 


For those who prefer these tools in sets, 
more than 50 are listed in attractive con- 
tainers. Several of these are packaged in 
attractive form for window or shelf display. 


FOREMOST QUALITY 


Standard Shield Brand Tools have been 
used by industry since 1881. They are 
Foremost Quality in design, construction, 
workmanship. 


Ask your wholesaler for a free Zopy of 
this Standard H-50 Catalog. Let it work 
for you to build profitable mechanics’ cut- 
ting tool business. 


STANDARD TOOL (0. zzerernee 


ELEVELAND 14, OHIO 


New York «+ Detroit » Chicago * San Francisco 
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THE STANDARD LINE: Drills - Reamers + Taps + Dies + Milling Cutters + End Mills » Hobs « Counterbores « Special Tools 
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right formula 


Riegel has the right formula for making work gloves that 
are tops in comfort, economy and long wear. The formula 
is not secret, but it is not duplicated by anyone else. It is 


simply that we control every manufacturing step from raw 





When you see the Riegel label, you can be sure the quality 
DOUBLE CHORE GLOVES 


Double thickness throughout, golden brown nap- 
out flannel for extra warmth and wear. Used by 


is right—for we check the quality every inch of the way. No 


other work’ glove is made in this manner. 


outdoor workers in cold weather as well as oil 
and mill men. Gloves or mittens...in rubber- 
ized or quilted styles, knit wrist or safety cuff. 


Send for our free catalog of Riegel Work Gloves. There’s a 
glove to fit the job. 


RIEGEL TEXTILE CORP., 342 Madison Ave., New York 17, N. Y. 








CANTON FLANNEL GLOVES 


< 





The best glove for general all-around work. 
Available in a full range of weights and styles 


for every need, including gauntlet cuff, knit & ec 
wrist, band top, and reversible. WO R K G LOV 


32 
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This tag says 
““PRETESTED”’ 
Ic guarantees that each 
individual tool tested 


100% satisfactorily be- 
fore it left the factory. 


















@ Here’s one of the finest 
tools ever to bear the Crescent 

name. It’s an improved, easier-to-use 
CRESTOLOY Round Nose Lineman’s 
Pliers... streamlined for better handling, 
better work and easier carrying in the belt. 
Forged from special “Crestoloy” steel, it’s 
two ounces lighter, yet just as strong as the 
heavier conventional model. Its cutting 
edges are carefully hand-honed to provide 
lasting sharpness. The milled teeth in the 
nose assure a non-slip grip on wire 
or other work. The handles fit 

the hand “like a glove.” 









No. 2150 
Crestoloy 8” Lineman’s 
Pliers. Available also 
with insulated handles. 






CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 








“Crescent” is our trade-mark, registered in 
the United States and abroad, for wrenches and 
other tools. Sold by leading distributors and 
retailers everywhere and made only by Crescent 
Tool Company, Jamestown, N. Y. 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET...a “smart looking” mem- 
ber of the new ShurLok line featuring 
sparkling beauty, lifetime quality, econo- 
my and sensational new style construction. 





TEGCO Geass KW0BS ARE 
LONGER LASTING / 


There once was a burglar called McInnish, 
Who thought Tegco Glass Knobs would diminish, 
But he found after awhile, using a wrench and a file, 
He couldn’t even scratch up their finish! 


. 








Quality 
(TESC 0 
Since 1920 
TECHNICAL GLASS COMPANY, INC. 


2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA 


WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER 
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TEGCO TUBULAR GLASS 
KNOB SET features unex- 
celled “Sales-Appeal,” 
quality and distinction... 
The world’s largest selling 
knob style. 





Of 


There’s top value for your customers, steady 
profits for you, in competitively priced “Flying 
Pig’’ paint brushes. Pure Chinese hog bristles for 
performance-appeal; bright, vari-colored 
handles for eye-appeal. Assortments in a wide 
range of popular sizes and styles, in colorful, 
two-tier metal dispensers or shipping-box 
dispensers. WHITING-ADAMS Company, Inc., 
Boston 18, Massachusetts. 


Whiting- Adams 
Paint Brushes 














No Shed... No Streak... 
No Spatter 








~ hes 
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NO. 399 WALL BRUSH 
ASSORTMENT 


V-10IL 


Contains Size 

’adoz. 3” 7399-A%" Thick 
Yadoz. 3%" " xy" " 
Ydoz. 4” ” _ 


y* 


SWVOV—9N/L/HM 48 
Le--- 


We 
Sid ONIAIS 











TWO-TIER METAL DISPLAY 
ASSORTMENT 





Bristle 

Contains Size Length 
1 doz. 1” 7101-A Varnish Double Thick 2” 

1 doz. 1%" ” ” ” ” iad 
% doz. 2%," 
Ya doz. 2%" 
Ya doz. 2%" 


Yadoz. 3” 7399-A Wall %” Thick 2%" 
\Y doz. 3%" ” ” %" ” 2%" 
ji—-_ - * " RB 24" NO. 85-A ASSORTMENT 











Bristle 

Contains Size Length 
1doz. '%"398-A Varnish Single Thick 1%” 
2doz. 1” i a ” = 1%” 
1 doz. 1%" ” ” ” ” 1%” 
Yadoz. 2” ” ’ oe 1%" 
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INVITE Kita, Clarke IN...SHE MEANS BUSINESS! 


Here’s your invitation to the most 


SALES PLAN 


in the floor machine 


rental field 


Cash in on this proven profit-builder 
pick up business you’ve missed before! 
Renta lets your customers do a profes- 
sienal job of refinishing their floors in just 
one day. Renta keeps business at home, 
too—when you stock the whole line of 
rental machines, finishes, sealers and 
waxes, naturally it means more profit. So 
multiply your present rental orders by 
selling the complete CLARKE FLOOR 
CARE PLAN. It’s good business... it’s 
more business! It’s big profit! 


TIE-IN SALES! S j 
O INCREASE IN OVERHEAD! § ‘ 
with the ‘CLARKE } 


FLOOR CARE 
THREESOME” Clarke," 
HREESO Smoothie Sander 


CLARKE MV-8 SANDER Portable, for hobbyists, 
Fastest cutting machine furniture makers, ete. 
in the rental field. Profitable! 


\ CLARKE P-12 POLISHER 
\ Woxes, scrubs, polishes, steel 
A wools, shampoos. 


CLARKE V-5 EDGER 
Perfect en Sales and Service 
~to-get- : Branches in All 
Principal Cities 


@ For more business the easy way, 


|, write, wire or telephone for full details! 
AIM SANDING MACHINE COMPANY 
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306 CLAY STREET » MUSKEGON, MICHIGAN 









4@ QUIK FLAME SETS 


The same Quik flame wicking that has proved 
popular in continuous lengths is now available 
in crimped sets to fill all standard 8” range 
burners. Packaged in sets of 4 oversize (1” 
wide) wicks. 





- QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best 
possible results with distillate 
oils, The extra-heavy wire 
core yarn keeps the kindler 
upright in the burner channel. 
Glass yarn at burning edge 
facilitates the removal of. car- 
bon deposits. Packaged 6 ft. 
to the box, 7” and 134” wide. 


@ KINDLERITE 


box, in widths of 7%”, 1”, 14%” and 1344”. 





















WOVEN GLASS 


The acme of perfection in 
stove kindlers, assuring long 
life and maximum stove per- 
formance. The only glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 51, ft., 6 ft., and 100 ft. 
to the box, in widths of 7%”, 
1”, 11%4” and 13%”. 


R/M’s standard quality woven asbestos kindler. A sturdy 
long-lived wicking with wire core in both warp and 
filling yarn. Packaged 5' ft., 6 ft., and 100 ft. to the 


... With R/M wicks 


Clean-burning. long-lasung, 


there are no. better 


wicks than vou Il find in the R M line. R M wicks 


rie aii Satistac tion fOr your Customers prohts for you 


vour regular jobber 


ICKS 












@ TRI-WYR 


This is an extra-sturdy woven asbestos 
wick, containing a brass wire core in 
every strand. There are also three heavy 
reinforcing wires in the lower half of this 
wick. Fits all range burners. Packaged 
54% ft. to the box, 7%” wide. Also 100- 
ft. rolls, boxed or unboxed. 
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R M...the pick of 

















RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION e@ MANHEIM, PA. 
FACTORIES: Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products * Abrasive and Diamond Wheels * Rubber Covered 
Equipment * Brake Linings * Brake Blocks * Clutch Facings * Fan Belts 
Radiator Hose * Powdered Metal Products * Bowling Balls 
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ol-Firestone 
Velen SCREENING 


giver you all these 


4 


Your customers just can't buy better screening than 
FIRESTONE VELON. That makes your job easier. Sales 
are quicker, more cheerful, more profitable—because one 


customer tells another. 


SELLING FEATURES 


VELON screens are permanent. Stay up year ‘round with 
no ill effects from bad weather. They can't rust or 
bleed—won't stain the house. And there is no upkeep— 
VELON screens never need painting. 


Use This Easy Way to Sell JéGi0* Screening 


Get your VELON sales message across to prospects with this 


compact Display rack. It stores and dispenses the six most wanted 
screening widths: 24”, 26”, 28”, 30”, 32”, and 36”. It will pay 
you to order six rolls now and get this space and time saver for 


only $9.95 tess than half our cost. We prepay shipment from 





Chicago. 


VELON Screening is available in other widths besides those 
carried on the Display. Comes in forest green, bronze brown and 
aluminum gray. Mesh 18x 14. Filament diameter .015”. Get 
in touch with your jobber today. If he doesn’t handle VELON, 


write or wire us without delay. 

















{A 230 Ib. man stood on a length of 
Velon screening for fifteen minutes. 
As soon as he got off the bulge 
disappeared, leaving no 
sign of strain or damage.) 






























Plastic llloven Products 


WEAVERS OF Firestone )eZn- SCREENING 






*TRADE MARK 


51 CAMDEN STREET 
PATERSON 3,N. J. 











Pre-measured NEW BEDFORD ROPE 
in 3 sizes of self-dispensing cartons 


at no extra cost. Has every feature for readier sales 
to customers who want the best 





Every coil and half coil of Pre-Measured New Bedford 
Rope is accurately, clearly marked in red at each 10 foot 
interval, Customers are better satisfied—they know every 
time they are getting exactly what they ordered—always get 
accurate footage. 

What’s more—your measuring time is cut in half. Packed 
in sales-compelling dispensing cartons, there are no bands, 
straps or coverings to cut—coils stay firm, don’t kink—keep 
factory clean down to the last inch. And—these compact 
sturdy cartons let you stack New Bedford Rope ceiling high 
without danger of collapsing. 

Last but not least, the three sizes of cartons eliminate 
double inventory, enable you to meet all customer require- 
ments with a minimum original or repeat order. 

Wherever dealers stock New Bedford cartons it sets rope 
sales soaring—introduces them to an entirely new idea of the 
way quality rope can sell and build traffic. Get in line with 
thousands of progressive dealers the country over. Line up 
with New Bedford for the hottest, fastest selling line of 
quality rope on the market today. Send the coupon for your 


trial order of New Bedford Pre-Measured Rope in cartons 
at no extra cost. NEW BEDFORD 


NEW BEDFORD CORDAGE CO.” — 


® New Bedford, Mass. 
7656 





NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. 
[_] Rush me full details on New Bedford's triple profits. 
[_] Please send me introductory trial order: Manila [_] Sisal [] 





‘Rope size ( ) 





My Jobber is 





My Nome. 
¢C ry 


v 


Address. 
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plored areas in your house. 

fe erst dog pv 

we'll reploce with L-O-( " 
Glass. Or, if you eee 

wont to de the job yourself, tess necessery then 

we will furnish off your meeds i the howe. Ac’ 

—putty, brods, potty knife, wighty 

and sash paint ond 

you vont te repaint your sash ofterwords. 

end see oor complete stock 


(NAME AND AD! 
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Cin in on These 
Toursel Suggs BUNDERS| 


Replacement window glass is a proved profit 
maker—and newspaper or handbill advertising is 
a proved way to get your share of this business! 
That’s why L-O-F offers a variety of profes- 
sionally-prepared advertisements, in all sizes, for 
all seasons, to help you go after this business. 
They’re available in mat form, free. Use the 
handy coupon, below, to write for your free copy 
of the window glass proof book that shows all 


the advertisements you can use. 


LIBBEY* OWENS ° FORD 


Of course, you'd better have a good stock of 
the easier-cutting, nationally-advertised L-O-F 
Window Glass on hand. For advice on what 
quantities of the fastest selling sizes to stock, call 
your nearest L-O-F Distributor. He’ll also help 
you plan an effective, consistent local advertising 


campaign to increase window glass sales. 


ej] 3 ame 40) 0] ae of 4 1 OO) De) 


L‘-O-F GLASS AD MAT BOOK 


LIBBEY-OWENS-FORD GLASS CO. 
5261 Nicholas Building, Toledo 3, Ohio 


L-O-F Glass. 
COMPANY NAME 





PLEASE PRINT 


Please send me your book of business-building ad mats on 








STREET ADDRESS. a = 
ciry——___________ —ZONE ——___STATE—___ = 
REQUESTED BY—___. — a ae 


a 








L 
ba. a Guede, anew GLASS 
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Sell 
MPBELL 


CHAIN 


Campbell provides a single source for all kinds of chain—dog 
leads and log chains, tie-outs and sling chains, halter chains and 
binding chains ... chain for every need. And Campbell Chain 


is packaged for profit—easier to stock, display, and sell. 


Ask your wholesaler—or write direct—for complete information. 





CAMPBELL CHAIN Gomsany 


Main Office—York, Pa. 
Factories—York, Pa., and West Burlington, lowa 
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4 CARBORUNDUM 


“Carborundum” and “Aloxite” are registered trademarks which indicate manufacture by The Carborundum Company, 
Niagara Falls, New York. 
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NEW SALES SUCCESS 
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Pay @ Recently introduced to the hardware field, 
NIAGARA BRAND Grinding Wheels by CARBORUNDUM 
have won instant acceptance through the feature 
of “good performance plus” in a competitively priced 
wheel line. There’s an outstanding sales 
advantage for you, in a strongly competitive field 
a big new opportunity for increasing profits 
in the important farm-and-workshop market. 
You’!l find that home craftsmen, farmers and 
garagemen will quickly appreciate the “good 
performance plus” of NIAGARA BRAND Wheels— 
building your business with repeat sales, and those 
helpful extra sales of edged tools and cutters. 


<A 
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@ NiAGaRA BRAND Wheels are made of 
fast-cutting, long-lasting ALOXITE aluminum 
oxide abrasive. Each wheel is attractively 
packaged in a bright blue box with center 
hole that allows display on pegs for added 
sales appeal. And don’t forget that competitive 
pricing, which enables you to stock a large, 
complete line of high-quality wheels at a 
relatively small investment. 


Order your initial supply of NIAGARA BRAND 
Grinding Wheels—today! 


RADE MAR 


90-274 
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From Pro-Tex-Mor* 























Every year PRO-TEX-MOR sets new sales records in stores throughout the country 
... almost 10 million have already been sold. Are you getting your share of this 
big business? 
The thousands of direct inquiries received from all areas, including yours, indicate a tremendous 
volume potential. Our plants are now in production and hope to be able to take care of all 
requirements. However, we suggest early orders to avoid possible shortages which might 
result from government regulations. 


Plan your fall business now... write or wire for full information. 








PRO -TEX-MOR 
Storm Doors and 
Storm Windows 
are still available 
at the same low 
1950 retail price 

$100 


each 

















SEE US 


AT THE 


HOUSEWARES SHOW 
ATLANTIC CITY 


BOOTH 1158 























PRO-TEX-MOR Storm Doors and Storm Windows are shipped in sturdy "Trade Mark 
packages with full directions for easy installation. Can be put up in a Patent Number 2321078 
jiffy using only hammer and scissors. 
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Pennsylvania dealers 


in LUZERNE, LACKAWANNA and 

WYOMING counties will be seeing 
a lot of PAUL HARRINGTON 

... and SHARON ASSORTMENTS 














Chason Ble ot ‘Shew! lo 
ASSORTMENT SERVICE 


Meet Paul Harrington of Harrington Service and Sales Co., 
327 EK. State St., Nanticoke, Pennsylvania. He'll be stopping 


at your door periodically to give you complete Sharon service 
. to check your stock . . . to keep it clean and up to date 
. . to furnish you with refills . . . to set your prices right . . . 


in short, to help you make more profits. Of course, this friendly 


service is free to Sharon dealers. Contact Paul now for the 





Sharon story . . . or write directly to us. 


Shawne Git aud Shai Co. Boston 10 Mass 


202-216 PURCHASE STREET 
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No. 60 PULLEY DISPLAY 


A complete assortment of the 57 fastest selling 
in diam- 
eter . . . with standard bores of !/2"-54"-34". 
Requires a wall space only 16" wide by 36" 


"A" section pulleys from 1|!/2" to 10" 


high. 





No. 50 PULLEY DISPLAY 


This compact, colorful display in red, white 
and blue will increase your pulley sales. You 
get 24 pulleys i in twelve popular sizes from 
11/2" to 5" in diameter . . . with standard 
/,""-54"" bore sizes. 





play boards. 
around business. 


Chicago fingertip Displays 


mm MAKE YOUR STORE HEADQUARTERS“ 


fower Too! 
Equipment! 


A complete transmission department—‘right at 


your finger-tips’—that sells more PULLEYS . . 
MANDRELS . . BEARINGS .. COUPLINGS . . COLLARS. 


No hunting thru shelves or in drawers. Every item in full 
view attractively displayed on red, white and blue dis- 
Get your share of this profitable year- 


CHICAGD 


No. 40 TRANSMISSION DISPLAY 


There's real profit in power transmission ac- 
cessories. Every Farm, Factory and Home- 
workshop uses bearings, couplings, collars, 
and pillow blocks. With this display you 
feature 75 of the following fast selling power 
accessories . . . 4 flexible couplings .. . 24 
pillow blocks . . . 8 journal bearings .. . 35 
shaft collars. . . 4 adjustable hangers... . 
which requires a wall space only 13" wide 
by 25” high. 








ee 


CHICAGO 





A 
N 
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No. 80 MANDREL DISPLAY 
This attractive red, white and blue display 
features 7 of the fastest selling saw and 3rind- 
ing mandrels. Models for Farm, Hore, and 
Factories. This display will require a wall 


space only 16" wide by 32" high. 





ale Oa ASTIN aie, 


No. 70 MANDREL DISPLAY 


You sell more mandrels when you feature 
this silent salesman. Six popular saw and 


grinding mandrels, for Farm and Homework- 
shops, attractively displayed on this colorful 
counter board. 





Chicago DIE CASTING MFG. CO. « 2510 w. Monroe st. * CHICAGO 12, ILL. 
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Take a good look at the threads on a Bethlehem 
Bolt, and you'll see why these bolts are so well 
liked by your customers. Bethlehem Bolts have 
smooth, clean threads for easy fit and accurate 
assembly. Easy-to-grip heads, too. They're good 
bolts in every way! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 
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Boost sales with this 
new 


ROE 


STEEL TAPES 
COUNTER GARD 





















permanently etched into the steel; 


resistance and durability; 


THE SOONER you set up this counter card, the sooner 
' you'll sell more Roe Steel Tapes. Customers are always 
attracted to Roe Tapes on first sight, and this card is 
die cut to display the bright, easy-to-read tape itself and 


%& Roe Tapes are easy to read because their black markings are 


% A transparent plastic overcoating is added for topmost wear 











Everyone likes the LOOKS of Roe Tapes... display 


them for bonus profits! 


its smart, rugged, modern case with complete effective- 
ness. So put the card to work for you today. If you 
haven’t received one, call your jobber or write us and 
you'll get prompt delivery — free. 


MILLIONS OF SALES MESSAGES 


Use of the new counter card now and in the coming 
months will tie in with the four advertising campaigns 
that are telling your best customers that Roe Tapes give 
the most for their money. This advertising is reaching 


men throughout the building trades, the construction 
and electrical fields and the architectural profession . . . 
and it is driving home the following facts that are of real 
importance to them: 





%& Roe Tapes have a reinforced rust resistant liner, precision wind- 
ing drum, flush-folding handle, press button center and roller 
mouthpiece; 


%& The handle on Roe Tapes has a unique retractable hook to 
facilitate one-man use on long measurements. 


%& Roe Tapes are available in cases of metal banded leatherette, metal 
banded or handsewn leather. All come with 25, 50, 75 or 100-foot 
tapes .. . feet in inches and eighths or in tenths and hundredths. 


Order Ree Steel Tapes from your jobber and start cashing in on Roe 








JUSTUS 
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quality, Ree advertising and Roe’s new, fast-selling display method. 





ROE & SONS, Inc. 


MAKERS OF FINE STEEL TAPES SINCE 1876 


PATCHOGUE NEW YORK 
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ONE YEAR OLD... 


HOME WORKSHOPS ...HOBBYCRAFT WORK... 
LIGHT SHOP WORK...AND TO THE OCCASIONAL 
USER... 
































SO HANDY 
jor 





Over and over again . . . from coast to coast... we 
hear the same story: this popular-priced Turner 
Half-Pint Self-Pressure Torch has produced amaz- 
ing sales results .. . opened a previously untapped 
blow torch market that has meant worthwhile dollar 
volume and added profit month after month! Each 
torch comes individually packaged in colorful red 
and black die-cut counter merchandiser (7” x 
5%" x 414") as illustrated. Giving billboard 
punch to the selling message, the box is 
anatural for eye-catching display on 
island tables...in windows... 
at other strategic shopper- 
trafic areas; also lends itself 
ideally to effective shelf-stock 
arrangement. Be sure you take 
advantage of this proved 
money-maker. Get complete 
details now from your jobber 
...be sure you stock other 
numbers, too, in our 80th An- 
niversary Line of Turner 
) Tested blow torches and fire 


pots! 








HALF-PINT TORCH fa 
with big Uow torch features! — 
This half-pint torch produces 1700° F. temperature. @ Ideal for ka 
home craftsmen, hobbyists, or those engaged in light shop work i | 
© Complete with soldering iron rest and windshield @ Simple 4 

in design; has high-polished seamless drawn brass tank with bey , 
concave bottom @ Wide tank base is 34” to eliminate tipping 
© Fuel capacity is 74% ounces, burns 3% hours when full open ¢ 
A self-pressure type torch ... pressure is supplemented by brass 


wire — interwoven with the wick — which conducts heat from 
burner into tank @ No. 59 burns gasoline; No. 60 burns alcohol. 

















THE TURNER BRASS WORKS 


pO ee rt 


are aac 
: ts ahaa BE ih Peep ate Tear ae : 
PO hate. ss B 


sey ele a 

























HARDWARE AGE, JUNE 28, 1951 






More for the customers money with 






Oil Burning Circulators 


Burns Cheap. 
Low Grade Oil- 












SPACE 549A 


American 
Furniture Mart 
Chicago 































Here is a built-in, 
fuel 





well-engineered 
economizer that adds sub- 
stantially te heating capacity. creases heating Ae ad 




















powerhouse space heaters 
that give you dominant value 





In appliance merchandising the two greatest factors in closing 
the sale are performance and price ... in a phrase, giving the 
customer more for his money. This golden rule of successful re- 
tailing explains why Preway is again selling out this season... 
for dealers who have carried this line in the past have, by their 
early orders, made sure of retaining their competitive advantage 
in the months ahead. 

Study the Preway features highlighted here — each one an 
engineering first that beats the best that others offer — and 
you'll know why Preway is the hardest-hitting, fastest-growing 
line of oil-burning circulators. Information is yours for the asking 
... and the Preway heaters for the market of 1951 will carry you 
out in front by an ever greater margin. 





1 
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More for the money 
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ii ADVERTISING PAMPHLETs 
American gives you a complete plan—and a complete kit of 
merchandising material—to help you ring up the utmost EXTRA PROFITS 


in sander rentals today! 


one Mice, ¥ It’s a proven way to PROFIT ... makes money 3-Ways for you—through 
cessful re- ‘ rental fees, extra sales of seals, paints, brushes, abrasives, etc., and customer 
> ty on en goodwill! Paint sales have increased up to 20%... and up to $12,000 more 
advantage % store volume for hardware, paint and lumber dealers from coast to coast! 
—— A 12-page booklet tells all about this highly successful American Sander 
i: os a Rental Plan and shows you how it can make money for you. Send for it, 
est-growing without obligation... use 

the asking e 6 
l carry you 


y |! . 
aaa x 4 SEND 
TODAY! 


The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3. Ohio 


0 Send 12-page illustrated booklet showing how to make 
money in the floor sander rental business. 


D Send latest catalog on the following, without obligation. 

0) Floor Sanders () Floor Edgers [) Floor Maintenance 
Machine 

Name_ 


Street —— eae ae 


————— 
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Get Your Share Of Increased Camfield Sales! 


CAMFIELD 


@ Camfield leads the field with a record-breaking sales 
increase for the first six months of 1951. Dealers every- 
where are boosting sales and profits with popular Cam- 
field Automatic Toasters and Coffee Makers—the finest, 
most convenient table appliances ever made! 


All-Out Advertising Is Building Even Greater Demand! 
@ Get set for still bigger Cam- Evening Post, Better Homes & 
field sales — because Camfield Gardens and other national 
plans to more than double its magazines during the last six 
advertising in Life, Saturday months of ’51! 


Get Your Share Of These Extra Profits! 


@ DISPLAY Camfield and pieces come with every order 
you’re sure to make extra of three toasters. Order Cam- 
profits. Complete self-demon- field Toasters from your dis- 
strating toaster display, win- tributor. Write us if you don’t 
dow streamer and direct mail know his name. 


CAMFIELD 


Camfield Manufacturing Co., Grand Haven, Michigan 


FAMOUS FOR BLUE RIBBON APPLIANCES 


ONLY 


AUTOMATIC 
TOASTER 


At Both Ends! 


ANOTHER SURE-FIRE SELLER! 
* 


CAMFIELD 
World’s Finest Automatic Coffee Maker 


@ Famous na- 
tional seller in 
less than a year! 


@ Brews perfect y 
coffee every time. \ 
Signals when cof- 
fee is ready, keeps 
it hot indefinitely. 
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ORDER NOW... 
GET DELIVERY 


NOW! 
Rabbermaid 





FULL COLOR 
NATIONAL ADVERTISING 
HAS CREATED 
PRE-SOLD MARKET 
Ridbbermaid, 
Your customers will be looking 


for the Rubbermaid items 
they’ve seen advertised in their 


Right now your jobber has all 
the items you may need to fill 
out your Rubbermaid stock. 
You can get immediate ship- 
ment now of any item in the 
whole Rubbermaid Houseware 
line. Check colors. Check items. 
Orderupnowforsummer profits. 


favorite magazines. Be ready. 
Turn Rubbermaid ads into 





your profit builders. 





Rddemaid 


HOUSEWARE ° 





THERE’S ONLY 
ONE... COMPLETE. . 
RUBBER 
IT’S THE HOUSEWARE LINE! 





PROFIT LINE, WA yy, 


TOO! 


Rbbermaid, 


Get the facts from stores that 
have been handling Rubber- 
maid Houseware 3 years... - 
5 years... 10 years. Week after 
week, year after year the sound 
sales, advertising and merchan- 


dising experience behind Rub- 
bermaid builds store profits. 


Remember , 


W-saecon 
© original rubber houseware 


it’s the only complete 
When you Stock Rubber- 
you have every rubber 
10useware item you need for 
Tepeat volume Sales, 


line... 
line. 
maid, 


- + Rubbermaid . 
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1211 Size: 10 x 12" 
1212 Size: 12 x 14" 
1213 Size: 13 x 16" 
oe oe marble- 
yen gua a REV 
1103 Size: 16 x 23" a. 
1104 Size: 16 x 17" 
1106 Size: 16 x 14" 
Colors: Red, marble- <> 
ized black, blue, ° 
yellow, green ‘ 
Wo 
A 1170 Size: 15}4 x 1534" 
for short drainboards pop 
1171 Size: 20 x 154" 
ARD 7 ttt“ (standard drainboards) k 
DRAINBO i 1173 Size: 21 x 24" . 
M Al (extra =~) standard ru 
Colors: Red, black, aw: 
Gtes, yellow, green SINK LINER MAT y 
DRAINBOA 
RD wo! 
302 Size: 1144 x 18" TRAY 
370 Size: 16 x 20" col 
tolors: Red, marble- in t 
zed black, blue, 1702 (heavy, large) 
ellow, green Colors: Red, black, I 
blue, yellow, green 
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= no 
SS 
\ its Se: 183 Yo 
STOVE 7 » der iyeetl 
Op Colors: Red, marble- 
PROTECTOR ized black, biue, green, Bc all SINK STRAINER - 
— Ru 
FLOOR MAT day 
820 Size: 11% x 18" bf 
822 Size: 16 x 20" “777) 
Solors: Red, marble- ; : 
zed black, blue, 1610 Size: 1134 x 24" 
‘ellow, green 1613 Size: 1134 x 30" 
1616 Size: 11% x 36" 
Colors: Red, marble- 
ized black, blue, 
yellow, green 
x } 2001—All Rubber 
<A Z Colors: Red, black, 
vt J 1( ; blue, yellow, green 
Pry HANDIMAT ai _F 
16 x 4%" - 
mt Sizes” _—_ = SHELF KUSHIONS 





Brn ais" CUTTING BOARD 






6201 Size: 6 x 11%" 
6202 Size: 6 x 204" 
Colors: Red, white, 
yellow 






17% x 14% x 6" 
Colors: Red, white, 
blue, yellow, green 


PLATE 
STORAGE RACK 





TWIN SINK tah sag x 


DISH DRAINER go Red, white 










Ox 12" 
2x 14" 
3 x 16" 
d, marble- 
jue, 
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Pond 
—_— 
-_ 
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7010 Size: 14 x 26" 
7011 Size: 1644 x 28%" 
7022 Size: 18 x 30" 
‘Colors: Light blue, 
peach, dubonnet, 
yellow, light green 












7201 Size: 04% x 19\"' 
Colors: Light blue, 
peach, dubonnet, 
yellow, light green 





Why Rubbermaid 7 


Women need Rubbermaid . . . It’s easy to sell in 
popular matching sets for profit-building multiple sales. 
Rubbermaid is the only complete line of quality 


rubber housewares for kitchen and bath .. . far and 
away the outstanding leader in its field! 
Women want Rubbermaid . . . And to presell more 


women, Rubbermaid is running nearly 60,000,000 
colorful, large-space, sales-producing advertisements 
in the nation’s leading women’s magazines. 

Rubbermaid means PLUS VOLUME sales... It 
replaces no other line you carry because there’s 
nothing else like Rubbermaid. 


Your jobber is ready to 
put you in the profitable 
Rubbermaid business to- 
day! Call him now! 


4 





Sv } 
7 Ribbermaid Gouseware 
® 


' | The Fastest Growing Housewares Line in America 
’ THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 


6256 Size: 8% x 14%" 


Colors: Red, white, 
yellow 











CuP & SAUCER 
RACKS 


PROTECTONS 











PLATE & 
Bow SCRAPERS 







1901—Plain Handle 
1903—Colored Plastic 


Handle 
aa Plastic 
andle 
43¢ x 1384 x 3%" Handle Colors: Red, 
Color: White wane, ye 


TABLE 2601 Color: Red 





| 


PAD 2501 Colors: 


Red, green 


DOG 


Get on the winner / 


Women need Rubbermaid . . . women want Rubber- 
maid . . . and they’ll come to your store to get it if 
you let them know you have it. All you have to dois: 


e Stock this complete basic Rubbermaid assortment. 


e Display it in the front part of your store where folks 
will see it and put plenty of it in your windows. 


e Advertise it in your local newspapers. Tie-in with 
the national ads by using the free material available. 


e Reorder often to keep this basic stock complete. 
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a COMPLETE 
poventysins SERVICE 
coe vour STORE 


-“~ 
nd we * 


COMPLETE 


RUBBERMAID ADVERTISING 


MAT SERVICE 


Makes advertising easy—your 
newspaper does all the work, you 
get all the business! Feature any 
or every Rubbermaid item. Ads 
are professionally-designed and 
professionally-written to bring 


* customers into your store. Scores 


of stores have proved that 
Rubbermaid mats really sell! 


COMPLETE 
RUBBERMAID 
LINE CATALOG 


Shows you every item in the 
Rubbermaid line . . . lists available 
sizes and colors. An indispensable 
guide to the profit potential of 
the complete Rubbermaid line. 


rn 
COLORFUL ” \ 
RUBBERMAID 

COUNTER FOLDERS 


To woo repeat business from your 
customers. Just put ’em out on 
the counter . . . your customers 
will pick ’em up. This folder shows 
the full line in use . . . in natural, 
bright, true-to-life colors. 


EYE-CATCHING 
RUBBERMAID 
DISPLAY MATERIAL 


Attractive counter cards in full- 
color... showing the Rubbermaid 
ads as they appear in the big na- 
tional magazines. Special window 
and wall banners to bring in cus- 
tomers and help your displays se//. 








STYLE 1000 


THESE BEAUTIFUL MARBLEIZED COLORS: 


BURGUNDY * BLUE * GREEN 
ROSE * WHITE * 
BLACK * PEACH 
YELLOW 


CENTURY PLASTIC PRODUCTS, INC. 
CLEVELAND 21, OHIO 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 

quality water system! 


No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line... 


g 
‘a 
ie 
{ 


Ee ; i / 
SHALLOW-WELL JET- DEEP-WELL JETMASTER 
MASTER — Only one movin — Ideal for offset installation or 
part. No special pressure tank to be set directly over the well. 
needed. Easily installed and Unusually simple in operation— 
exceptionally efficient. only one moving part. 


4 & ind 


DEEP-WELL WATER SYS- CENTRIFUGAL PUMPS — 
TEM — Positive lubrication. impellers are semi-enclosed 
Modern design. Available for for greater efficiency. Balanced 
electric motor or gasoline engine drive shafts ride on double Tim- 
operation. Can be supplied with ken Bearings. There are no bet- 
windmill attachment. ter irrigation pumps made than 

Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 
Water Systems 


DEMPSTEN Seana 


nn - * . 
WATER SUPPLY EQUIPMENT [imASunmaietaaine 
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Why your best customers 


prefer American Fence 





MIL OsmMuNDSON is a successful farmer operating a 
cattle and hog farm of 300 acres near Delavan, 
Minnesota. Here’s what he says about American Fence: 
“T’ve used American Fence ever since I was old enough 
to put it up. Some of it is 30 years old and still holding 
tight. The way I look at it, fence is just as important as 
farm machinery. Couldn’t get along without good fence. 
Of course, strong corner posts help make a good fence. 
That’s why I use American Fence and American dirt- 
set corner posts. They really give you a corner.” 
What’s the outlook for fence supplies? Like most 
metal products, the demand is far greater than the 
supply. But a fair method of allocation is being estab- 
lished so that each American Fence dealer will receive 
a share proportional to his business in the past. Every 
effort will be made to distribute the available supply 
as equitably as possible. 


AMERICAK STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 

















Thos mo AMERICAN FENCE én woe Than any ther brand, 


AMERICAN FENCE 
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DEMING BUILDS 
DEPENDABLE 
WATER SYSTEMS 
























The Deming “puPLex” (see features 
below) is another example of the high 
standards of construction that make 
every Deming Water System so 
dependable and long-lasting. 





Built in six capacities—from 500 to 
1800 gallons per 
hour—Deming .. . 
“DUPLEX” Shallow 
Well Systems are 
used on farms, in 
suburban homes, 
country clubs, dairies, 
} industrial plants, etc. 
THE DEMING 


COMPANY 


517 Broadway 
Salem, Ohio 











easy to sell 





hecause 
it’s easy 
to use! 





caulking compound cartridge 


No wonder more and more contractors and home owners are 
demanding famous CALBAR Caulk-O0-Seal in the convenient 
‘‘HOLE-IN-TOP’’ Cartridges! They just insert the Cartridge into 
any CALBAR cartridge caulking gun, replace the gun nozzle and 
pull the trigger. It’s as simple as that. . . and NO cleaning 
required —the compound never touches the sides of the gun! 
Your JOBBER can supply you. : 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street * Philadelphia 25, Pa. 








NEW! we FLOAT 







“MILLIONS 
IN 
USE” 


“Lasts \ oa 
oe 
LIFETIME” 









Tested, approved and used by all leading water closet manu 
facturers. Made durable polystyrene plastic, built for hard use 
Check these advantages 

@ Guaranteed leakproof 


@ Will not corrode the one float for all water 


se Extra arge size 4x5 and light weight for greater 
buoyancy, providing better valve operation 

@ Clean, sanitary white appearance 

@ Easily installed. Fits all standard water closets 

Te WaeliiclolicMaleh Mi icl@etulultelihi-mel ita ta7 


Individually packed in attractive display boxes. If your jobber 
doesn’t have them in stock, write to us 


SEND FOR FREE SAMPLE “LIFETIME” TANK FLOAT 


(} (iF _. 1755 N. HONORE ST. 
mnie CHICAGO 22, ILLINOIS 
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| A NATIONAL METAL 








> VOLUME BUILDER That We 
i Can Deliver and YOU CAN SELL 
- i 
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LINCLEUM BINDING }, 


«ta FRET) 




















* 
TIONAL METAL PRODUCTS Co. 


PITTSBURGH 12, PA. A 
— Zz 
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National BRASS LINOLEUM BINDING 
It's the same eye-catching Hollywood package that has 








wenient : i 
ige into won national popularity for years. 12 ft. of punched, 
zie and ready-to-install brass or stainless steel binding. Trans- 
Jeaning parent plastic case with nail supply in center cup. Write 
he gun! or Wire for Discount. 
co. NATIONAL METAL PRODUCTS CO. 
1025 Chateau St. Pittsburgh 33, Pa. 
5, Pa. METAL SCREENS * SPRING BRONZE - THRESHOLDS 
—EE DOOR AND WINDOW SETS @ DOOR SWEEPS e BINDING 








SOARD scREWS 
are The Quality Line 









ILLIONS 
IN 
USE” 


anenes 
46 « 

" » ‘4 -4* & 
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. + for Dependability, Uniformity 
and Wide Size Range. 


wooD SHEET METAL 

SCREWS SCREWS 
Range from 0 Available in all 
Diameter through standard head 
30 Diameter and styles, materials 
up to 6” in length. and plated finishes. 








Contact your nearest jobber or write direct 


THE SOUTHINGTON HDWE. MFG. COMPANY 
Since 1867 ; C 


lelehii ale biota ‘GFelalal 
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Profits ROLL IN with these 


Fast Selling . . . Nationally Advertised 
Adjustable SCREEN DOOR GRILLES 








MALLARD 
C-81 for 
STORM DOOR 
$-81 for 








ee 





List $21.50 
GRILLE ONLY 
Beautiful new ornamental grille de- 
signs have powerful appeal for 
practical homeowners. Easily in- 
stalled, handcrafted of lasting 
steel. 

Packed Three Grilles of a Design to the Carton. 


CONTACT YOUR JOBBER OR WRITE DIRECT 


NATIONAL GUARD PRODUCTS, INC. 


540 Jackson Ave. * P. O. Box 1520 * Memphis 1, Tenn. 





Manufacturers of 
Weatherstrips, Mouldings, Window Guards 













































“Vanity” Cabinet 
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Just the Thing 


for Bathrooms 
and Powder Rooms 


This modern-style cabinet is not only selling 
-by the thousands for bathrooms and powder 
rooms in new homes but is also fast replacing 
old-style cabinets in homes that are being 
modernized. 


With a 16" x26" center mirror and two swing- 
ing mirrors, which serve also as doors for the 
right and left-hand cabinets, it is 36 inches in 
width and provides twice the storage space of 
the average bathroom cabinet. 


Finished in high-gloss, baked enamel. Copper- 
backed mirrors with stainless steel rim. Ad- 
justable glass shelves. Piano hinges—and other 
features which make it an exceptional value in 


a LOW-PRICED CABINET. 


18 Models 
@ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 


















Hardware 4 He Household 





H. 


WALLINGFORD 





Our plant is working to capacity 
for you on all merchandise not 
prohibited by defense priority. This 
includes many household items 
earmarked for spring and summer use. 
May we repeat, “Order what you 


need when you need it”. In this way 


. 
all our customers will share alike 
x 


“ -and we do want to be fair. 
Ilustrated-No. 40 gate hook and eye; 
No. 188 wel No. 189 awning staples; 
No. 96 and No: 97 awning pulleys. 

‘ 


s 
‘ 


L. JUDD COMPANY 


CONN. 


87 Chambers Street, New York 7, N. Y. 
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YOUR CUSTOMERS 
SELECT THE BEST... 


hand them CHANNELLOCK 
Wade only by 


CHAMPION DEARMENT 


















Oftentimes you are in the 
“middle’”’ during the time a cus- 
tomer is choosing his purchase. 
That’s when you make or lose 
friends. You can always be sure of 
the right recommendation when you 
suggest Channellock Pliers. 














Channellock pliers are made by skilled 
craftsmen of a company known for 
nearly 3/4 of a century for its highest 

quality products. The outstanding features 

of Channellock pliers such as Longer 
Wearing, No Wear on the Joint Bolt, 
Closely Spaced Adjustments and Greater 
Strength make them the most desired pliers. 




















Whenever your customers ask for pliers. . . 
help them select the Best . . . Hand them 
Channellock. And remember, Only Champion 

DeArment makes Channellock. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 


iy, 











Send for Catalog Di Today. 


ML 





Channeliock pliers are listed in the 








>) 





HARDWARE AGE, JUNE 28, 1951 





Se a ee ae 


e « 











ot 


rearine 


Ree pte acts 


—— iil 


every kwikset lock 
IS UNCOnditionally 
guaranteed against 
defects in Materia| 
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Industrial Supply 
Convention Report 











Jf Gaal 


Convention Report 
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Price Control and Supply Problems 
Discussed at West Coast Meeting 


Signaling the opening of the 
Conference Booth Program at San 
Francisco with the cutting of a 
ribbon are, left to right, J. H. 
Ruddell, president, National As- 
sociation; Franz T. Stone, presi- 
dent, American Association; 
George H. Halpin, president, 
American Hardware Manufac- 
turers’ Association, and Joe W. 
Pitts, president, Southern Associa- 

tion. 


Evident from speeches and com- 
ment during the three-day Indus- 
trial Supply Convention in San 
Francisco, was the feeling that 
“Muddleization” in Washington 
was hampering mobilization plans. 

In the opinion of many, more 
controls were in view and would 
bring in their wake shortages in 
goods. A sharp paradox was drawn 
—between the existence of heavy 
inventories and price controls. 

Topics of many of the speakers 
concerned price controls, renegotia- 
tion of government contracts, the 
Controlled Materials Plan, and the 
Possibility of higher wages. 

Convention meetings were held 
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at the Sir Francis Drake Hotel, 
June 11-13 with an all-day Confer- 
ence Booth Program at the San 
Francisco Civic Auditorium on 
Tuesday, June 12. 

The three-day meeting, which 
drew approximately 1,800 indus- 
trial supply distributors and manu- 
facturers, was sponsored by the 
American Supply & Machinery 
Manufacturers’ Association, the 
National Supply & Machinery Dis- 
tributors’ Association, and the 
Southern Supply & Machinery Dis- 
tributors’ Association. 

At the convention, it was an- 
nounced that effective July 1, the 
latter two groups would change 


their names to the National Indus- 
trial Distributors’ Association and 
the Southern Industrial Distribu- 
tors’ Association respectively. 

Elections for both distributor 
groups, on Monday, June 11, saw 
W. A. Haseltine, J. E. Haseltine & 
Co., Portland, Ore., become presi- 
dent of the National Association, 
and Walker L. Wellford, Jr., J. E. 
Dilworth Co., Memphis,, Tenn. 
named to the presidency of the 
Southern Association. New presi- 
dent for the American Supply & 
Machinery Manufacturers’ Associa- 
tion is Ralph M. Johnson, Norton 
Co., Worcester, Mass. 
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As a Manufacturer Sees 


Today's Distribution Problems 


By J. Y. SCOTT 
President, 
Morse Twist Drill & Machine Co. 
New Bedford, Mass. 


At this convention, the subject 
frequently selected has been what 
the manufacturer expected of ‘the 
distributor. To get to the meat of 
the subject, I would like to pose a 
question. Is the distributor run- 
ning his business as satisfactorily 
and profitably as he should and 
can? Is he endeavoring to make as 
much money as he can, not for the 
manufacturer he represents, but 
for himself as a distributor? 

That is what he is in business for 
and, candidly, manufacturers are 
selfish. They love to see distribu- 
tors make money because then they, 
of necessity, are in the same won- 
derful position. 

Referring to the question—is the 
distributor running his business as 
profitably as he can—the answer 
is, of course, no. Every business, 
manufacturing or distributing can 
be conducted better than it is now 
being conducted. So the next ques- 
tion is “how bad is the distributor, 
in this respect?” 

In my humble opinion there are 
far too many distributors who fail 
miserably. I am going to give you 
some specific things which seem to 
me to be the principal causes of 
unsatisfactory results. 

First I want to talk about the 
“Sacred ‘Cow” of tradition. How 
does tradition manifest itself in 
the distributor’s management? 
Perhaps you can recognize a few 
examples. 

Does management resist new 
ideas? Does it resist changes in 
organization—or administration— 
or in internal and sales operations? 
Is it apt to reason to itself?— 
“We are accustomed to this, why 
change,” or—“We are sure the way 
we do things is the best way.” 
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Does it tend to be complacent— 
to be satisfied with profits as they 
are, and with management as it is? 

Does it take an aggressive lead- 
ership in running the business or 
does the business tend to run man- 
agement? 

‘Most of the industrial distribu- 
tors are staffed by men who have 
grown up in the business. As a 
result, they know how things have 
always been done in the past and 
it is only natural that there should 
be a tendency to “carry on” with- 
out questioning existing methods. 
But that doesn’t make for good 
operation. Open up your minds and 
ask yourselves, “Is there a better 
way?” or “Why do I do it at all?” 





"The free enterprise system under 
which we live is competitive and does 
not, and should not, provide relief 
for the marginal business. Any busi- 
ness that cannot make a profit when 
other units in the same industry can 
had better get its house in order."— 
Scott 





Request suggestions for improve- 
ment from your staff, especially the 
newer and younger members; learn 
what other distributors are doing 
better than you are; ask your man- 
ufacturing suppliers for ideas; and 
above all don’t take “it won’t work” 
for an answer until you have 
proven it won’t or that it isn’t any 
improvement. Rather, ask yourself 
“How can it be made to work?”. 

It is always easy to say “No” to 
a suggestion. Then you don’t have 
to do anything about it. If you say 
“Yes,” then you have to go to work 
to make it succeed. But the latter 
is the way to progress. 

Don’t be satisfied to fight a de- 





fensive battle. Go on the attack. 
Determine that you are going to 
improve your operations, not just 
carry on what “has always been 
done.” 

The newer entrants into the in- 
dustrial distributor field are not 
hampered by resistance to change 
for there is no past. Your years in 
business are a big asset to you as 
against the newcomer. Make sure 
they are not also a liability. 

The second point is “hand to 
mouth” planning. What I am talk- 
ing about is a lack of long-range 
planning. If you are faced with an 
unending series of minor or major 
crises, involving basic business 
problems, then you know your plan- 
ning is inadequate. 

Most of these crises arise from 
problems that management knew 
existed and that they planned to 
solve at some future time. Good, 
long-range planning will meet the 
problems before they reach the 
crisis stage. 

The results of hand-to-mouth 
planning must be obvious to you. 
There is the missed opportunity; 
the sudden financial trouble. There 
is the lack of experienced personnel 
when needs develop. 

Management generally finds it 
difficult to recognize what the com- 
pany’s problems really are, for it is 
so close to the business that it may 
not be able “to see the woods for 
the trees.” 

Therefore, a long-range program 
is not easy to conceive, for it must 
be built around these major prob- 
lems. But it can be done much bet- 
ter than it is generally done. Even 
if the “long range plan” has some 
“blow holes” in it it is still much 
better than no plan. 

As a suggestion on procedure, 
ask yourself—“‘What do I want this 
business to be like five years from 
now? What steps and timing are 
required to accomplish this?” 
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It’s largely a matter of achieving good business 


management says Mr. Scott by eliminating the 

Sacred Cow of Tradition—Hand-to-Mouth Plan- 

ning—Off-the-Cuff Management. He urges that 

businessmen probe their own weak spots, but 
then do something about them. 


As in all forecasting, there are 
many uncertainties involved in 
such a plan. You cannot know defi- 
nitely what business conditions are 
going to be five years ahead, or 
what losses of personnel may take 
place, or what new products may 
come on the market, or what new 
competition may spring up. 

But in spite of these uncertain- 
ties, you can, if you want to, or- 
ganize a business program that will 
serve as a chart with which to 
guide future operations. Don’t just 
run a business; run it toward 
where you want to go. 

Now that we’ve decided we want 
to go somewhere, and have a plan 
for getting there, the next thing 
is to develop management tools 
that will measure your progress 
and enable you to take corrective 
action if necessary. : 

Are you using “off the cuff” con- 
trol methods? Have you the basic 
information about your operations 
that you need to make prompt and 
proper decisions, or do you have to 
rely on “instinct” or “hunch?” 

Many industrial distributors do 
not have adequate control records. 
I am not going to attempt to list 
the kinds of records you should 
have, but here are a few I think 
I would want if I were running an 
industrial supply house: 

A sales budget; an operating 
budget; an inventory control with 
turnover by products; operating 
expense by lines and gross margin 
by lines; sales performance by 
salesmen by lines; and purchases 
by important customers by lines. 

This list is only a beginning, but 
it will serve as indicative of the 
type of information that would help 
in guiding the business toward suc- 
cess. 

However, records of this type, 
or any other type for that matter 
are worthless unless used. There- 
fore, don’t permit yourselves to be- 
come so involved with day-to-day 
operations of the business that you 
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neglect the major task of steering 
the business as a whole. 

Make sure you have enough ex- 
ecutive talent to support you so 
that you can keep your eye on the 
over-all operation. There is no sub- 
stitute for good management but 
to provide it takes time as well as 
brains. Make sure you have the 
time to use your brains most ef- 
fectively. 

While on this subject of adequate 
managerial time, let me dwell for 
a moment on the value of a prover 
organizational structure. Most dis- 
tributors have grown considerably 
in the past 10 years. Many have 
continued with the same organiza- 
tional structure as when they were 
smaller. 

As a business grows, it needs 
reorganization of duties, particu- 
larly at top levels; it needs redele- 
gation of authority; it needs the 
creation of new positions. 





"There is no substitute for good man- 
agement, but to provide it takes 
time as well as brains. Make sure you 
have the time to use your brains 
most effectively."—J. Y. Scoft 





Are your administrative proce- 
dures in line with present-day de- 
mands? Are too many people re- 
porting directly to you? Does every 
employee know who his immediate 
supervisor is? Does every em- 
ployee know what his job is? Are 
some of your people overburdened? 
Are some vital duties being ne- 
glected? Do you give direction to 
individuals in a department which 
has a responsible head instead of 
giving them to the department 
head? , 

If you are not satisfied with the 
answers to these questions, the best 
remedy that I know is to make a 
chart of your organization as it 
now exists; to determine the duties 
of employees as they are now, and 
then see how you can improve the 
situation. 















J. ¥. SCOTT 


Five years ago our parent or- 
ganization purchased the cutting 
tool company I am representing 
today. Our first step, gentlemen, 
was to call in a group of outside 
consultants and ask them to make 
a 100 pct study of that organization 
from top to bottom—sales policies, 
manufacturing procedures, engi- 
neering development. All of these 
were given thorough analysis. It 
cost us a lot of money, but we felt 
that such money expended at the 
start would pay ample dividends in 
the future. 

From this study, there has de- 
veloped certain basic policies which 
our company followed. Naturally, 
we found plenty of missing links. 
No such study can forecast busi- 
ness depressions or cyclical influ- 
ences with any degree of certainty. 
They don’t forsee a Korean war or 
price controls in 1951, but they do 
lay down certain basic steps that 
can be taken to improve a situation 
and that is where alert manage- 
ment can make its greatest strides. 

Only three years later we had 
another study made by this same 
organization covering virtually the 
same field to find, out if we had 
made any progress. From that a 
further set of rules for our future 
procedure was laid down. Out of 
these were involved a sales code for 
our industrial supply distributors. 
This code was printed and person- 
ally presented to these distributors, 
telling them just what our plans 
were as manufacturers in relation 
to the distributors of our products. 

Out of this study came our dis- 
tributor inventory protection 
policy, which we feel is of tremen- 
dous value. We are in the process 
of announcing, through further 
study, our distributor advisory 
board which will include a group of 
our distributors selected by the 
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main body, who will be consulted 
prior to any major program or 
policy. 

We are not, in this particular in- 
stance, giving up the prerogative 
of manufacturing management to 
our distributors, but we are going 
to find out ahead of time rather 
than afterwards just how our dis- 
tributors feel in relation to what 
we are doing that directly affects 
their ability to make money and 
their contacts with our mutual ul- 
timate customers. 

It has been said by some of our 
good friends that we are going too 
far in this connection, but I main- 
tain that industrial distributors 
are the good strong right arm of 
our sales force and in the end they 
have the job of distributing our 
products to the customers. Why 
shouldn’t they be consulted on 
problems that basically affect them 
in their everyday relationship, 
which we as manufacturers miles 
away, cannot possibly have. 


Decimal Packaging 


Another result of this study dis- 
closed that decimal packaging was 
desired by the distributor. Here 
again, the sacred cow of tradition 
had ‘to be broken with, but the fact 
remains that our company is going 
to decimal packaging just as fast 
as possible. Many of our products 
are being shipped in that manner 
and we hope to have the job com- 
pleted by the end of the year. 

But we have not simply closed 
our eyes to other studies that have 
been made of the distributors’ 
problems. A great deal of time has 
been spent making a detailed anal- 
ysis of the joint industry report 
of the National and Southern As- 
sociations; also the result of the 
poll of 77 members of the National 
Association which resulted in the 
magic $2.82 figure which recom- 
mended a graduated scale of prices. 

I am glad to state that our com- 
pany heartily concurs with these 
findings, and although we cannot 
at the present moment, due to con- 
ditions beyond our control, make 
the changes recommended, we are 
definitely going to take this step 
as soon as it is possible to do so. 
We hope to have something pleas- 
ing for you before long. 

If you do not have a plan and 
operate it for making a success of 
your business, how can you make 
a success for the manufacturer in 
your area? Your success is the 


manufacturer’s best guarantee of 
stability in his distribution, and 
only through capable distributors 
can the manufacturer have assur- 
ance of proper local inventories, 
customer service, sales representa- 
tion and, in general, all the factors 
that go to make for a profitable, 
lasting and satisfactory manufac- 
turer-distributor relationship. A 
distributor who can make a profit 
when the going is tough is obvi- 
ously a better bet for a manufac- 
turer to tie to than the “fair 
weather Charlie.” 

The free enterprise system under 
which we live is competitive and 
does not, and should not, provide 
relief for the marginal business. 
Any business that cannot make a 
profit when other units in the same 
endustry can had better get its 
house in order. 

The industrial distribution busi- 
ness is a good business to be in. 
There is a vital need for the dis- 
tributor’s services in the national 
economy, whether under normal 
business conditions, or under war 
or defense conditions. It is a clean 
business. You have held, and now 
hold, in your hands a marvelous 
opportunity in these days of high 
dollar volume and high dollar gross 
profit to strengthen your position 
to the end of assuring satisfactory 
and continued profits in time of low 
volume as well as high. 

When you get back home, sit 
down in a quiet corner and think 
about these three handicaps to good 
business management—the Sacred 
Cow of Tradition—Hand-to-Mouth 
Planning and Off-The-Cuff Man- 
agement. 

Probe your own weak spots in 
your role as a businessman. If you 
and your staff turn up weaknesses, 
for goodness sake, get busy and do 
something about them! If, because 
of the pressure of present work, 
you can’t devote the necessary time 
to improve management, get ad- 
ditional help—permanent or tem- 
porary, experienced, beginner, or 
professional as may be required or 
available. If money needs to be 
spent to improve the business man- 
agement of your company, — go 
spend it! 

You cannot make a wiser invest- 
ment for now and for the future. 
I can assure you that every one of 
your suppliers will rejoice if you 
run your business in such a way 
that you are justifiably proud of 
your accomplishments. 














New Association 
Presidents 





RALPH M. JOHNSON 
Norton Co. 
President American Association 





W. A. HASELTINE 
J. E. Haseltine & Co. 
President National Association 


ae 


WALKER L. WELLFORD, JR. 
J. E. Dilworth Co. 


President Southern Association 
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Affect Distributors 


By ASHLEY DeWITT 
Briggs-Weaver Machinery Co. 
Dallas, Tex. 


The Renegotiation Act of 1951, 
amending those of 1942 and 1948, 
was passed by both houses last 
March, and is effective until De- 
cember 31, 1953. I shall try to 
simplify its terminology and com- 
pare the new law with the old. 

It was during the 77th Congress 
that our Government decided that 
one negotiation was not enough; 
and that the Government should 
buy merchandise from private en- 
terprise at less than a private 
citizen or group of private citizens 
could do; therefore, “renegotiation” 
was born. P 

I do not mean to imply that the 
Government will figure as they de- 
sire; that their agents will not try 
to see your side of the situation, 
but I do mean that you must have 
facts and figures to prove that had 
you sold the merchandise in ques- 
tion to private business, you would 
have made as much or more profit. 


If you feel aggrieved by an order 
of the Renegotiation Board de- 
termining the amount of excess 
profits, you may file a petition with 
the Tax Court of the United States 
within a 90-day period. If you 
lose your appeal there, then you are 
out of luck, because the Tax Court’s 
decision is final, there being no 
provision for further review by 
any other court or agency. 


Renegotiation is simply a statute- 
based system for the recapturing 
of excessive profits — profits that 
are made from the sale of merchan- 
dise to Government Agencies con- 
cerned with our National Defense 
or rearmament program. 


A five-man civilian board ap- 
pointed by the President, with the 
consent of the Senate, will deter- 
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Distributors will have to have facts and figures 
to support their profit picture should the Gov- 
ernment seek to renegotiate a contract, ad- 


vises Mr. DeWitt. 


He suggests some records 


that should be kept. 


mine whether your profits are ex- 
cessive or not. 

Incidentally, the chairman of 
this board will be paid $17,500.00 
per year—the other members $15,- 
000.00, and none may actively en- 
gage in any other business or em- 
ployment than as a member of the 
board. In the 1948 law, the Secre- 
tary of Defense was the only ad- 
ministrator. 

The determination will be based 
on several different factors and 
favorable recognition must be 
given to the efficiency and facilities 
of the seller and to the quantity 
and quality production, together 
with the economy in the use of ma- 
terials if sold direct by the manu- 
facturers. 





“Purchase orders accepted constitute 
a Renegotiation Contract, provided 
the purchaser is using Government 
funds and the merchandise will be 
used in the defense program, but 
only if the aggregate exceeds $250,- 
000 in one year."—Ashley DeWitt 
"This law can be made to work only 
if it is approached by business and 
Government in the same cooperative 
spirit.""—Ashley DeWitt 





Other factors include normal 
earnings, comparison of war and 
peace-time products, the amount of 
public and private capital employed, 
extent of risk assumed, nature and 
extent of contribution to the de- 
fense effort, source and nature of 
materials and other reasons which 
the public interest and fair dealing 
may require. 

In the new law, a seller or con- 
tractor is not subject to renegotia- 
tion unless the aggregate amount 


received or accrued is more than 
$250,000.00 in the fiscal year. In 
the case of a broker, the amount is 
$25,000.00. 

In the old law any contract or 
sale that did not amount to as much 
as $1,000.00 was not subject to 
renegotiation, but the aggregate 
was only $100,000.00 of contracts 
in excess of $1,000.00 each. 

Let’s try an example — suppose 
your total sales subject to renego- 
tiation amount to $260,000.00 and 
your excess profits are $20,000.00 
then the Government can only re- 
cover $10,000.00 because to recover 
more would bring your gross under 
the $250,000.00 exemption. 

However, if your sales are $280,- 
000.00, and your excess profits are 
$20,000.00, then they get all of the 
$20,000.00. 

In other words, all the profit you 
can make on sales aggregating less 
than $250,000.00 you can keep. And 
remember if you sell to a prime 
contractor or a sub-contractor, you 
become a sub-contractor. 

Another example, if your sales 
or contracts go on up much higher, 
then all is subject, not just that 
above $250,000.00. 

The new law has a carry-over 
loss provision if you can prove the 
loss was not the result of gross in- 
efficiency. This the old law did 
not have, and to me, this provision 
seems important. However, a loss 
one year can only be carried over 
to the next year, but no further. 

Purchases which are not made 
with Government funds are not 
subject to renegotiation. If you 
do make a high profit in this man- 
ner—the Government won’t get it 
under the Renegotiation Act. 

There are some exemptions, per- 
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missive and mandatory. (1) The 
board is given descretionary au- 
thority to exempt contracts or sub- 
contracts to be performed outside 
the United States or in Alaska; 
(2) if in the opinion of the Board, 
profits can be determined with 
reasonable certainty when the con- 
tract price is established or where 
performance will not be in excess 
of 30 days; (3) where adequate 
provisions have already been made 
to prevent excessive profits. Also, 
it is permissible to except those 
contracts or sub-contracts, the re- 
negotiation of which would jeop- 
ardize secrecy required in the pub- 
lic interest. 

Mandatory exemptions include 
any contract between Government 
Departments, Bureaus or Agencies; 
contracts for agricultural products 
in their raw or natural state; any 
contract which the Renegotiation 
Board determines does not have a 
direct and immediate connection 
with the National Defense; any 
contract or sub-contract with a 
common carrier for transportation; 
any public utility, if the rates are 
not in excess of regular established 
charges. 

There is another provision in the 
new law that does not follow the 
usual Government desires and di- 
rectives. If you underpay or fail 
to pay pending a petition of review 
to the Tax Court, you will be 
charged 4 pct interest for a period 
of three years. If you overpay, the 


Government will pay you 4 pct per 
annum. 

To go a little further into ex- 
emptions, an entirely new concept 
was added by the Senate Commit- 
tee in a provision for “partial man- 
datory exemption for durable pro- 
ductive equipment.” This provision 
adopts a more or less arbitrary 
formula for determining the por- 
tion of sales price of machinery, 
tools, or other equipment sold to 
a contractor engaged in defense 
business. 

The formula classifies as renego- 
tiable the portion of the sales price 
determined by the ratio of five 
years to the average number of 
years of useful life of the equip- 
ment. If the equipment has a use- 
ful life for tax depreciation pur- 
poses of 20 years, one-fourth of the 
sales price is renegotiable to the 
supplier and the balance of three- 
fourths is entirely exempt. 

The one-fourth is entirely rene- 
gotiable in the year the sales pro- 
ceeds are accrued by the supplier 
of the equipment. This does not 
apply to sale of productive equip- 
ment with a useful life for ordin- 
ary tax purposes of five years or 
less. However, regardless of the 
assumed useful life of the equip- 
ment, the exemption is not avail- 
able if it is sold directly to a Gov- 
ernment Department or Agency, or 
if it becomes part of an end prod- 
uct acquired by the Government, or 
if the Government, at its option, 
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requests title from the purchaser. 

This provision will afford sub- 
stantial relief to manufacturers of 
long life productive equipment, but 
it imposes a considerable burden on 
them to determine the ultimate 
disposition of the equipment by the 
purchaser, and the contract obliga- 
tions of the related prime con- 
tractor as to ultimate transfer of 
title. : 

The “cost allowance” provision 
is an unchanged re-enactment and 
while pronouncement of maximum 
prices, made by Government Con- 
trol Agencies, may be adopted by 
the Board, for purposes of this re- 
lief section, they should at least be 
studied as to adequacy by contrac- 
tors before acceptance by them for 
renegotiation. 

The 1942 Act permitted renegoti- 
ation on a consolidated basis, with 
the consent of the contractors and 
the Board. The 1951 Act requires 
the Board to agree to consolidation 
of a parent and subsidiary, who 
file consolidated tax returns, or 
even if all in a group request such 
procedure. But under no circum- 
stances can the Board require con- 
solidated renegotiations without 
consent of the contractors. 

The determination process as to 
whether profits are excessive is an 
accountancy matter, and_ since 
some firms use different cost fac- 
tors, this fact must be given 
recognition in the renegotiation 
proceedings. For example, the con- 
tractor using the last-in-first-out 
inventory method may show a 
greater profit, under comparable 


General view of Conference Area in the Civic Auditorium, San Francisco. 


70 


HARDWARE AGE, JUNE 28, 1951 











R. KENN 
Gener 
America 


circumst 
using th 
Also dep 
history 
tions, 
counting 
In my 
made to 
proachec 
ment in | 
It is als 
payers’ 
staff to 
Bureau 
as perm 
establish 
being at 
anyway. 
Large 
investig: 
their s< 
less pro 
to our d 
I don’t 
of our | 
not be 1 
tion—su 
all-out v 
our leg 
wisdom, 
let’s fa 
main p 
distribu 
1. Pu 
stitute 
provides 
Governr 
chandis 
progran 
exceeds 
2. Th 
ments 
liability 
passing 
ment s 
aside, | 


HARDY 





irchaser, 
rd sub- 
urers of 
ent, but 
irden on 
ultimate 
t by the 
> obliga- 
ne con- 
isfer of 
rovision 
ent and 
aximum 
nt Con- 
pted by 
this re- 
least be 
-ontrac- 
1em for 


negoti- 
s, with 
rs and 
equires 
idation 
y, who 
ms, or 
st such 
‘ircum- 
re con- 
vithout 


} as to 
. is an 
since 
it fac- 
given 
tiation 
e con- 
‘st-out 
ow a 
arable 














R. KENNEDY HANSON 
General Manager 
American Association 


circumstances, than a competitor 
using the first-in-first-out method. 
Also depreciation policies, and the 
history of plant facility acquisi- 
tions, may produce different ac- 
counting results. 


In my opinion this law can be 
made to work only if it is ap- 
proached by business and Govern- 
ment in the same cooperative spirit. 
It is also my opinion that the tax 
payers’ money expended for the 
staff to administer and police this 
Bureau could be saved inasmuch 
as permanent bureaus are already 
established which prohibit your 
being able to keep too much profit 
anyway. 

Large appropriations for Senate 
investigating committees, with 
their sometimes slow and _ sense- 
less procedures, may be necessary 
to our democratic way of life, but 
I don’t believe it. Likewise, some 
of our laws, such as this one may 
not be necessary under any condi- 
tion—suspense, police action, or 
all-out war. Nevertheless, some of 
our legislators, in their supreme 
wisdom, deem it so. Therefore, 
let’s face it and summarize the 
main points, particularly from a 
distributor’s standpoint. 

1. Purchase orders accepted con- 
stitute a Renegotiation Contract, 
provided the purchaser is using 
Government funds and the mer- 
chandise will be used in the defense 
program, but only if the aggregate 
exceeds the $250,000 in one year. 

2. The Board may make agree- 
ments with you eliminating any 
liability for excess profits, or by- 
passing renegotiation. This agree- 
ment shall not be modified, set 
aside, or annulled by any officer, 
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employee or agent of the United 
States, except where fraud or wil- 
ful misrepresentation is shown. 





3. Set up a separate file for all 
renegotiable sales or contracts. 

4. Remember the carry-over loss 
provision. 

5. Look out for permissive or 
mandatory exemptions. 

6. Financial statements and in- 
formation must be filed within 
three months following the close 
of your fiscal year, or be subject 
to fine and penalty. 

7. Renegotiation is commenced 
by your receipt of a registered let- 
ter to that effect. If you do not 
receive notice within one year after 
filing your financial data, then you 
are relieved of liability. 

8. If you are not ordered to pay 
within two years after proceedings 
start, no liability can be assessed. 

9. Appeals to Tax Court must be 
made within 90 days of notice of 
unilateral order by the Board. 

10. If you don’t have the services 
of a good all-round accountant get 
one; not a lawyer. 
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Distribution Is Our Business 


A discussion concerning the attitude of a dis- 
tributor towards selection of merchandise— 
service—and profits. And Mr. Wheeler adds 
two that are important to preserve the free 
enterprise system and to counter statism—an 
active demonstration of Americanism and full 


use of the ballot box. 


By CHARLES L. WHEELER 
President, 
The Salt Lake Hardware Co. 
Salt Lake City, Utah 


Let us take a look at those func- 
tions that lift the distributor out 
of a minimum qualifying category 
and make him “sharp” and above 
the average. Basically a distributor 
can justify his existence only by 
what he is qualified, able and wil- 
ling to do. 

There are five functions which, I 
believe, to be vital and which must 
be done well if we are to maintain 
and strengthen our position of 
leadership in the distribution field. 
They are: 

Selection of merchandise: It is 
my belief that no distributor can 
build a sound and lasting business 
unless he handles nationally adver- 
tised merchandise of unquestioned, 
quality, manufactured by concerns 
of proven integrity and who are 
able and willing to give the dis- 
tributor co-operation in developing 
the market for their products. 

A distributor must render ser- 
vice to both manufacturer and con- 
sumer, first, by doing at least as 
good and preferably a better job 
of distribution than the manufac- 
turer himself could do in that same 
area. He should provide service 
for the consumer either direct, in 
the case of industrial and mill 
supply accounts or through re- 
tailers in the case of merchant 
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trade so that the merchandise itself 
is acceptable and offered at fair 
prices. 

A distributor must get happiness 
and satisfaction as well as profit out 
of a job well done. I realize that 
it is illegal to talk about profit in 
a group of this kind, but we cer- 
tainly can talk about happiness and 
what would make any distributor 
happier than profits coming from 
sales to satisfied customers. 

He should demonstrate Ameri- 
canism at its best in the operation 
of his business to assure perman- 
ence of the American Free Enter- 
prise System and stability in our 
economy and to our industry. 

He should assume his full citizen- 
ship responsibility even to the ex- 
tent of losing some customers, if 
necessary, who may disagree with 
his thinking. 





"It is my belief that no distributor 
can build a sound and lasting busi- 
ness unless he handles nationally ad- 
vertised merchandise of unquestioned 
quality, manufactured by concerns of 
proven integrity, and who are able 
and willing to give the distributor 
cooperation in developing the mar- 
ket for their products."—Charles L. 
Wheeler 











CHARLES L. WHEELER 


You will observe that I have 
added two important functions not 
ordinarily discussed at meetings of 
this kind. 

In our own company, we perform 
all the normal functions of the 
average distributor very much the 
same as others do. However, many 
of our policies are a bit unusual so 
I will tell you something about 
them. 

We have a very positive sales 
policy. We put it down in black 
and white for all to see. We sell 
our merchandise through proper 
trade channels only and we do not 
permit our salesmen to “bootleg” 
merchandise to an account not en- 
titled to buy that particular class 
of merchandise simply because he 
may be a good customer on other 
lines. 

Our employee policy is clearly de- 
fined in writing, covering such 
things as the privilege of purchas- 
ing at wholesale prices, group in- 
surance, hospitalization and surgi- 
cal benefits protection, picnics at 
company expense in the summer, 4 
Turkey check for every employee 
at Thanksgiving, liberal bonuses 
at Christmas, and other policies 
that make every employee feel that 
he or she is a part of the team, not 
just an appendix to it. This tends 


to build loyalty to and interest in 
the company’s welfare and natural- 
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ly refiects in greater courtesy to our 
customers which is most valuable. 

Our credit policy is tough but 
good! We used to operate on the 
basis that if a customer owed us 
a lot of money, he wouldn’t dare 
buy from our competitors. That pol- 
icy was very costly and was changed 
in 1936 at which time we discon- 
tinued being bankers for our cus- 
tomers and devoted all of our 
time to selling. In 1950 our credit 
losses were less than one half of 1 
pet of sales and our sales volume 
did not suffer. 

We sincerely try to do a good 
selling job with the lines we repre- 
sent. We think no distributor has 
the right to tie up manufacturers’ 
lines and then sit on them. Every 
line should be analyzed as to its 
potential in the area and then the 
sales organization informed and 
enthused to a point where it will 
meet or beat that goal. 

Helping a dealer to modernize 
his store and provide him with a 
program that will enable him to 
operate more economically and 
realize the maximum percentage of 
the potential business in his partic- 
ular area, is definitely an obliga- 
tion which we assume. Our mer- 
chandising service for dealers has 
proved to be most valuable to our 
customers as well as to ourselves. 

We provide a service in our will 
call department under which we 
are able to render fast service to 
customers who are in a hurry for 
small pick-up orders. Analyzing 
100,000 orders and averaging them 
out, our over-the-counter service 
runs between seven and nine min- 
utes from the time the customer 
enters our door until he leaves 
with his order. We provide ample 
parking facilities which make this 





B. S. BARKER 
Pye-Barker Supply 
Co. 
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fast pick-up service even more at- 
tractive to our customers. We have 
tripled our will call business in two 
years which seems to prove its 
value. 





"We sell our merchandise through 
proper trade channels only and we 
do not permit our salesmen to "boot- 
leg’ merchandise to an account not 
entitled to buy that particular class 
of merchandise simply because he 
may be a good customer on other 
lines.""—Charles L. Wheeler 





Our greatest forward step has 
been stock control. When stock 
control is mentioned, most distrib- 
utors think of some high-priced, 
complicated system but we have 
proven to ourselves, at least, that 
this is entirely unnecessary. Our 
system is simple—very effective- 
and makes it possible for us to have 
in stock all the fast sellers without 
overstocking. Our inventory is re- 





L. F. PERKINS 
The Henry Walke 
Co. 
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T. D. VANDERVOORT 


Clemson Bros., Inc. 


markably well balanced and this 
couldn’t possibly have happened 
without our stock control setup. 

The corporate structure of our 
company is unique in that it is a 
100 pet employee owned and oper- 
ated institution; not the usual set- 
up where employees are allowed to 
buy a few shares of stock while the 
control is held by some rich but 
kind-hearted family. In our com- 
pany, 100 pct of all outstanding 
stock is owned by employees. It is 
the ultimate in the Free Enterprise 
System at its best. 

As evidence that our policies are 
sound, workable and appreciated 
by our customers, in 1950 our sales 
were in excess of $10.00 for every 
man, woman and child in the ter- 
ritory we serve based on 1950 cen- 
sus figures. This is a real tribute 
to as hard-hitting a sales organiza- 
tion as ever asked for an order. 

That’s enough about our own 
company, Now let’s take a look 
at those plus items in which we 
should all be vitally interested. 

What we as business leaders do, 
or fail to do, may easily determine 
the future of our jndustry for we 
are living in troublesome times 
with certain groups attempting to 
socialize America, with official mo- 
rality at an all-time low and with 
our leadership in Washington grop- 
ing around in the twilight of honor. 

The time has come for us to de- 
cide whether we will do something 
to save what is left of freedom or 
whether by default we succumb to 
the sugar-coated but deadly drug 
of National Socialism which is al- 
ready well on its way. 

It seems to be of little concern 
to most people that with a na- 
tional debt in excess of $257 bil- 
lions and growing at the rate of 
more than $20 millions with every 
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new sunrise, not counting the pres- 
ent deficit spending for the Korean 
War and our defense activities, 
that every man, woman and child 
in America has a staggering debt 
around his neck that must either 
be paid back in dollars or liquidated 
through inflation. 

The heavy hand of inflation has 
all of us reeling. Facts are, we are 
all victims of Government med- 
dling with our monetary system. 
Twenty-seven cents of every dollar 
which comes into our hands is 
spent for hidden taxes alone even 
before we get that dollar. There- 
fore, we start out with a 73 cent 
dollar. The buying power of what 
is left is so shrunk by inflation that 
on the average we get only 50 cents 
in buying power out of our dollar 
and if we buy building materials or 
construction labor, it is actually 
30 cents. 

People are no smarter than their 
factual information so the problem 
resolves itself to the very simple 
formula of education, intelligent 
hard work and a burning desire on 
our part to improve the situation. 
Who is going to do that job? If 
business leaders who have the in- 
telligence, the know how and the 
organization to put it over won’t 
tackle the job, it won’t be done. It’s 
truly a challenging opportunity, if 
we will but use it. 

I am not so impractical as to be- 
lieve you can quickly or easily 
change the views of those who have 
benefited by our national Welfare 
State Program, for they don’t 
think there is anything wrong with 
our economy; in fact, they just 
don’t think. 

However, there is some comfort 
in the fact that there are more peo- 
ple in America who think straight 
than there are who want something 
for nothing. That’s hard to believe 
because those on the receiving end 
make so much noise that the rest of 
us can scarcely be heard, but they 
are still the noisy minority. 

As one who is more interested in 
plain down-to-earth Americanism 
than in politics, I am not too greatly 





"We think no distributor has the 
right to tie up manufacturers’ lines 
and then sit on them. Every line 
should be analyzed as to its poten- 
tial in the area and then the sales 
organization informed and enthused 
to a point where it will meet or beat 
that goal."—Charles L. Wheeler 





concerned over whether we elect 
Democrats, Republicans or _ poli- 
ticians of some other label to fill 
our offices so long as those men are 
honest and have the intestinal forti- 
tude to uphold the Constitution of 
these United States which has en- 
abled us to grow and prosper as no 
other nation in all recorded history 
has done. 

Many of us who howl the loudest 
about our national trends haven’t 
taken the trouble to take part in 
selecting qualified men to represent 
us in Government. We have been 
too busy, too lazy, or too passively 
indifferent to help select good men 
as candidates or even go to the polls 
and vote on election day. It is a 
national disgrace when in 1948 we 
had a golden opportunity to at least 
change the label and perhaps change 
the trends, 52 pct of those who were 
eligible to vote did not even take 
the trouble to go to the polls. 


No wonder the political racketeers 
figure they can take over controls 
when, in our smug self-satisfaction, 
we merely cuss them but do noth- 
ing constructive to change the 
climate in which they thrive—the 
climate of soak the rich—tax more, 
spend more, contro] more—inflate 
more—while the merry-go-round of 
Welfare Statism goes merrily on to 
new and dizzier heights. 

What can the men in this group 
do to correct this trend? If we 
want a free country, a constitu- 
tional government and _ personal 
freedom, we must be willing to get 
out and fight for it. We are the 
greatest salesmen on the face of 
the earth, so why not turn our sales 
talents loose on’ something really 
worthwhile. 

We must see to it that all of our 
relatives, friends and business as- 
sociates really start fighting for the 
things we want to preserve; and 
please remember, getting all hot 
and bothered about two weeks be- 
fore the elections isn’t good enough. 
Also remember that the golden key 
to freedom is the ballot box, for 
only at the ballot box can the unfit 
politicians be thrown out and quali- 
fied citizens placed in office who are 
able and willing to straighten out 
the mess we are in, but we must 
work at it every day in the year. 
It is a full-time job. 

How does this affect you and your 
business? Well, it is the only 
weapon you have left that can be 
used effectively. 





It is time for all Americans to 
stand up and be counted and it is 
amazing what a little courageous 
leadership can do to change the 
thinking of well meaning but 
floundering citizens who now have 
a defeatist attitude simply because 
they have heard only one side of 
the story. We have failed miser- 
ably to tell them the other side of 
the story—the truth about the Free 
Enterprise System. 





“If we want c free country, a con- 
stitutional government and personal 
freedom, we must be willing to get 
out and fight for it. We are the 
greatest salesmen on the face of the 
earth, so why not turn our sales 
talents loose on something really 
worthwhile?"—Charles L. Wheeler 





The mistake so many of us make 
is to believe our individual opinion 
is unimportant. Many elections 
have been lost or won by narrow 
margins where one or two addi- 
tional votes in each precinct would 
have reversed the result. 

The most important contribution 
any of us can make to the preserva- 
tion of the American Free Enter- 
prise System would be to help get 
out a 90 or 95 pct vote instead of 
a 48 pct vote. When the majority 
speaks in America, it usually comes 
out with the right answer. 

I firmly believe that this hysteria 
about shortages is the biggest 
fraud ever perpetrated on the 
American people for our only seri- 
ous shortages at this time are man- 
made and the result of maldistribu- 
tion through Government bungling. 

If we are being told the truth, 
then there appears to be little need 
for all these drastic controls and 
regulations. If we are not being 
told the truth, then we have a per- 
fect right, in fact, it is our patriotic 
duty to ask some searching and 
pointed questions. 

Now, a word about the avail- 
ability of merchandise in 1951: I 
have a definite opinion concerning 
the availability of steel which is 
basic in most of the things we sell, 
and this opinion seems to be en- 
tirely out of tune with most of the 
confused thinking coming out of 
Washington. 

In expressing nfy opinion to sev- 
eral top executives in the steel in- 
dustry, they have agreed that my 
logic is sound and_ reasonable. 
Here are the facts as I see them. 

At the beginning of World War 
II our total steel capacity in the 
United States was 86 million tons. 
Since Pearl Harbor we have in- 
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creased our steel capacity to 104 
million tons and when mills now 
under construction are completed, 
our capacity will be 118 million 
tons. 

Since Pearl Harbor we have in- 
creased our oil capacity from 4,634,- 
000 bbls. per day to 7,125,000 bbls. 
per day. 

Since Pearl Harbor we increased 
our aluminum production from 
309,000 tons to 920,000 tons in 
1943. Some folks thought we had 
too much aluminum production so 
since 1945 we have abandoned four 


our present production is only 
718,000 tons. Two new plants now 
under construction will provide ad- 
ditional capacity of 57,000 tons or 
a total of 775,000 tons in the near 
future. 

Since Pearl Harbor we have built 
26 synthetic rubber plants capable 
of producing 1,000,000 ‘tons of 
rubber which, according to re- 
sponsible industry spokesmen, will 
supply all our military and all our 
civilian needs for the foreseeable 
future with no necessity for seri- 
ous shortages. 








aluminum plants. Consequently, The construction of these plants 
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and scores of others, most of which 
were built between 1941 and 1945, 
required tremendous quantities of 
steel, all of which had to be taken 
from our then 86 million ton ca- 
pacity. 

In addition to building these and 
many other plants, we built ships, 
tanks, guns and other implements 
of war in sufficient quantities to 
equip a 12 million man war ma- 
chine. This, too, had to be taken 
from our then 86 million ton steel 
capacity. We are now talking about 
a 3% or 4 mililon man war machine. 

I am fully aware that there are 
some shortages and hardship cases 
due to mal-distribution of steel re- 
sulting from our blundering leader- 
ship, but what I am saying is that 
there appears to be plenty of steel 
in this country for all military 
needs and practically all domestic 
needs if we can only be assured of 
equitable distribution. Even if I 
am 50 pet wrong, we will still have 
many millions of tons more steel 
for civilian use than we had during 
World War II. 

The future of our industries and 
of our method of distribution is 
only as sound as our national 
economy. So in our own selfish in- 
terests, if for no other reason, we 
should all roll up our sleeves and 
go to work; first, to get all the 
personnel of our organizations to 
thinking straight, then expand our 
efforts beyond our own organiza- 
tions as far as our time and energy 
will permit. 

If you remember nothing else I 
say, please do remember these three 
things: You cannot have a planned 
economy without planners. The 
planners’ plans will not work unless 
the planners have the authority to 
make them work. When you put 
such necessary controls in the 
hands of the planners so that their 
plans will work, you no longer have 
individual freedom.” You have So- 
cialism regardless of what label 
you may give it. 

Isn’t that sufficient justification 
to get busy now before the sands 
of the hour glass slip away? 

The meat in the cocoanut of this 
whole problem is people. As people 
think so will they act. Most 
Americans are good citizens at 
heart and do their own thinking 
based on their information. No 
man, however, is any smarter than 
his information. Let’s help them 
to think straight by telling them 
the whole truth and by setting an 
example they will respect and want 
to follow. 
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ROBERT G. PATTERSON 


I do not have any solutions for 
the many problems with which you 
are faced from day to day. These 
are difficult times, to say the least, 
and there is little hope of your 
problems becoming either smaller 
or fewer. 

It is suspected that we are con- 
scious of the fact that once again 
we are well imbedded in the third 
era of the alphabetical agencies 
during the past 20 years.- Initials 
are getting scarce, so I have come 
up with some old ones which typify 
my understanding of our present 
uncertainties. 

You recall the depression born 
Agency CCC, which did so much 
for the youth of our country. For 
such reason I dislike using the 
initials CCC, but I am sure there 
are more holding membership in 
the new CCC today than in the 
early 1930's. 

My application of CCC as apply- 
ing to business men of today is— 
confused —condemned and_ con- 
founded. We are confused by the 
flow of production and price orders 
followed by daily amendments, by 
classification and declassification, 
by uncertain margins and by every 
conceivable manipulation of every- 
day factors of doing business. 

We are condemned at every turn 
of the wheel by our so-called “head 
of state,” the President, and by his 
henchmen who would throw us into 
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To win its way economically, a business, says 
Mr. Patterson, must get full utilization of labor 
by defining jobs and skills—by providing train- 
ing — by making personnel inventories — by job 
rotation—by being of service. 


By ROBERT G. PATTERSON 
Vice-president and 
General Sales Manager, 
The Lamson & Sessions Co. 
Cleveland, Ohio 


fully controlled economy if they 
dared. 

We are confounded because we 
find ourselves in an economy which 
is neither a war economy nor a ci- 
vilian economy and we don’t know 
what to do about it except to work 
like hell and hope to muddle 
through to success. 

We could take any of the ele- 
ments I have just mentioned and 
carry on our inconclusive discus- 
sion for hours, but I would like to 
discuss briefly the confused and un- 
certain economy which is neither 
war nor civilian. 

It will soon be the first anniver- 
sary of the North Korean Reds 
marching on the South Koreans, 
followed immediately by our Presi- 
dent ordering what he chose to call 
“Police Action.” Since then the 
American public has been con- 
fronted with scare pronouncements 
followed by _ soft-pedaling pro- 
nouncements which have generated 
scarcity and growing inventories, 
higher prices, followed by higher 





“Let us assume for the purpose of 
this discussion that while the re- 
quirements of many products will be 
filled without too much difficulty, 
there will be scarcities and the or- 
derly functions of manufacturing and 
distribution will continue with diffi- 
culties of many kinds."—Robert G. 
Patterson 








sales; predicted unemployment fol- 
lowed by the highest employment 
in our history; limited automobile 
production followed by an _ over- 
supply. Is it any wonder we are 
confused ? 

Perhaps it is worth while to take 
a minute or two to appraise the 
situation. Generally speaking, con- 
sumer goods are in excellent supply 
and retail purchases have tapered 
off from the high levels of earlier 
this year, but are still well above 
1950. 

Steel and, therefore, many prod- 
ucts made of steel are in definite 
short supply while we have pro- 
duced automobiles at a higher rate 
than in the same months of 1950. 
In fact, March automobile produc- 
tion was 744,000 units or 28 pct 
greater than 1950. 

Steel is being produced now at a 
rate well over 100 million net tons 
per year and I believe we can look 
confidently to the future to meet 
both the needs of the uncertain 
war or defense program and ci- 
vilian requirements as related to 
steel unless we slip into high- 
powered war. 

Let us then assume for the pur- 
pose of this discussion that while 
the requirements of many products 
will be filled without too much diffi- 
culty, there will be scarcities and 
the orderly functions of manufac- 
turing and distribution will con- 
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with difficulties of many 
kinds. Some of the difficulties will 
try the temper and stamina of our 
organizations, 
in the industrial distribution busi- 


isn’t that always true? 
Hasn’t our business course always 
been confronted with problems of 
varied size and nature? 

As I look back nearly 40 years 
to my early retail business ex- 
perience, the percentage of over- 
head and profit margin was almost 
identical to current figures. It was 
a constant fight to keep operating 
costs within gross margins. Dur- 
ing all the ups and downs some fell 
by the wayside while others pros- 
pered. Wars and depressions, in- H. E. TORELL 
flation and deflation have all taken 
their toll, but the economy of the 
country has constantly gone for- 
I ask you why? 


particularly those 


make the decision! And who is to 
facts! Use your take this simple action? The 


knowledge and experience, then answer to this question as well as 
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J. D. NICHOLSON 
The Mine & Smelter 


the previous question about our 
growing economy is one and the 
same, namely, management! 

We could easily devote all day to 
an intimate discussion of manage- 
ment functions, but in this limited 
time permit me to high-point some 
things we must do if we are to be 
worthy of our name and keep. To 
win a war either physically or 
economically, and I believe we must 
do both, we must have full utiliza- 
tion of labor, and that means the 
best any of us is able to supply. 

In our individual businesses, full 
utilization of labor can be accom- 
plished by defining jobs, defining 
skills. 

Make personnel inventories by 
evaluating your people, and by 
evaluating the supervisory and ex- 
ecutive strength. 

Provide training. Build high 
morale and make a better job. 
Rotate jobs. Broaden the capa- 
bility of good workers by exposure 
to new jobs. Transfer workers 
from unneeded work to needed ac- 
tivity. 

Understand regulations and con- 
trols. Centralize this activity with 
someone in your organization and 
use outside agencies. 

Act naturally with employees. 
Deal frankly with your personnel. 
Pass on responsibility and au- 
thority where deserved. Do unto 
others as you have others do unto 


you. 

Be for service. Don’t forget how 
you got to be that way. Too many 
times both manufacturers and 
wholesalers forget that service 
built the business. Help your cus- 
tomers. 
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The Mobilization Program 


In Transition 


Despite civilian production cutbacks, there 

will still be enough merchandise which in 

combination with high earnings means a con- 

tinuing threat of severe inflation unless there 
is effective control, reports Mr. Stone. 


By FRANZ T. STONE 
Assistant Administrator 
National Production Authority 
Washington, D. C. 


At the moment we are in the 
middle of a period of slightly re- 
ceding prices, a leveling off, re- 
ported Franz T. Stone. This, he 
said, has been due to the combina- 
tion of scare buying last fall and 
early this year on the part of the 
public, but which has since tapered 
off, and the heavy accumulation of 
inventories at wholesale and retail 
levels. 

By the end of this year, he said, 
the labor force will have been very 
largely augmented which means 
that there will be a great deal of 
spendable income in the pockets of 
the consuming public. At the same 
time the supply of merchandise 
available will be quite a little 
smaller than it is now, he reported. 
This is the combination which in 
the absence of effective control will 
produce a resumption of the infla- 
tion curve. 

Discussing the impact of the 
military program as soon as it gets 
going in high gear, Mr. Stone men- 
tioned that in the first two months 
of this year, the automotive indus- 
try operated at 80 pct of the high- 
est rate in its history. In the third 
quarter, the industry will be op- 
erating at 65 pct of its highest rec- 
ord, which means that even though 
it is sharply curtailed, there will 
still be a lot of automobiles pro- 
duced. The same situation gener- 
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ally is to be expected in practically 
all other types of consumer mer- 
chandise. 

The result, he said, by the end of 
this year and the first part of next 
year is likely to be a continuation 
of the threat of severe inflation. 

Commenting on the mobilization 
program, and particularly the Con- 
trolled Materials Plan, Mr. Stone 
called attention to the fact that 
shortages of materials were begin- 
ning to be noticeable even at the 
time the Defense Act was passed in 
December, 1950. 

There were ‘four objectives of 
that act—first to get the military 
program on a definite schedule be- 
cause of the continuing world-wide 
threat to us and to our allies. It 
was felt then and still is felt in 
Government circles that we must 
mobilize fully and very fast. 

Second in the objectives to be 
obtained under the Defense Act 
was to build a supporting indus- 
trial economy capable of taking 
care of all needs. 

Third to expand the basic pro- 
ductive facilities of the nation in 
the face of an indefinite terminal 
date. 

He stated that in the absence of 
an all-out world-wide war it was 
confidently expected that by the 
middle of 1953 the Defense Pro- 
gram would have been so far real- 











FRANZ T. STONE 


ized that most, if not all, of the 
controls over materials can be ter- 
minated. 

Finally, fourth and last in the 
objectives of the Defense Act was 
to allocate materials left over from 
the needs of rearmament as fairly 
as possible to take care of the pro- 
duction of consumer goods. 

If all industry, both military and 
consumer, were to get what they 
want, it would require well over 
100 pet of basic materials. 

In any such effort as this a small 
business suffers most. It has to 
start at the subcontracting level in 
sharing in the Government Defense 
Program and is put at a disad- 
vantage in competition with the 
larger manufacturers who can be 
prime contractors. 

The Controlled Materials Plan is 
an effort by regulation to make as 
nearly as possible an equitable dis- 
tribution of available materials so 
as to minimize the effect on small 
business, Mr. Stone commented. 

The Controlled Materials Plan 
was set up for last December 
and the delay in making it effective 
which has been the cause of con- 
siderable criticism was due to the 
complications — first of planning 
the military needs and second of 
scheduling the production of those 
needs in some sort of an orderly 
fashion which would make it pos- 
sible to provide materials as re- 
quired. 

The Controlled Materials Plan is 
the only workable means of distrib- 
uting materials equitably to com- 
petitive industries. It has the fur- 
ther advantage of compelling order- 
ly gcheduling by the military for 
their requirement. 
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Basement Farm Goods Store 


Increases Trattic 


Douglas Hardware brought its farm store home— 
installed in its rebuilt basement—and gets better 
traffic pull throughout entire store 


Once occupying a separate build- 
ing at the rear of the premises, the 
Douglas Hardware Co., Janesville, 
Wis., has moved its farm store to 
the basement of its main store, 
where it can get the full advantage 
of the main store traffic stream, a 
large part of which is rural. Cash 
sales of $75 or $100 are not un- 
usual. 

The former farm store building 
was sold to the city of Janesville 
which will raze it and convert the 
area into a municipal parking lot, 
which in itself will give the entire 
store a better traffic draw. 

The new farm goods sales section 
was fashioned from a former stor- 
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age area, 55 ft by 30 ft. Four re- 
inforecing pillars, each 5 by 5 ft, 
could not be removed so were 
turned into special merchandise 
display sections by building shelves 
around them, making them an in- 
tegral part of the store’s display 
scheme. 

Basement walls were lined with 
ordinary shiplap lumber, finished 
with a coat of sealer and two coats 
of clear varnish to simulate knotty 
pine. Rubber matting was laid 
over the concrete floor to give the 
basement floor a finished appear- 
ance, and also to make it easier 
for walking for customers of 
the store. 


A 5-ft-wide concrete stairway 
leads down to the _ basement. 
Over the stairway is a large neon 
sign informing customers that 
farm goods, garden supplies, heavy 
hardware, mill and sawmill sup- 
plies can be found in the basement. 

There is a special elevator at the 
rear of the basement for bringing 
merchandise down from the alley 
loading area and for delivering it 
back up to farmers’ trucks. 

Several goods display features 
have been built in the basement 
according to the ideas of Walter 
Klinner, who has managed the 






Supporting pillars 
have been made an 
integral part of the 
basement display 
scheme by building 
display shelves 
around them. The 
pillars have been 
faced with ordinary 
shiplap lumber and 
finished to simulate 
knotty pine. 
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Dairy supplies, always a volume line for the Douglas Hardware, have been given increased 
display space in this wall case which keeps the different items, ordinarily hard to store 
and display, in a neat arrangement. 
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This specially built rack serves for both storage and display. Each section is iden- 
tified as to size and type of wire. It makes inventorying, handling and selling easier. 
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farm department for many years. 
One of the displays, a wire rack, is 
built of inch thick lumber in an ar- 
rangement of 33 slots, each identi- 
fied as to size. 

The rack is 2% ft deep and the 
slots are 814 in. wide, their height 
varying from 12 to 24 inches. As 
a display, it not only takes up only 
a small area of space, but makes it 
easy to inventory the wire and 
cable stocks, to serve customers 
from it, and has the advantage of 
keeping before the farmers the fact 
that a good stock of wire is avail- 
able. 

Another striking display is one 
for steel geods, arranged along 
part of the wall space. 

Since dairy supplies have always 
been one of the store’s better vol- 
ume lines, increased display space 
has been given those items. All 
types of pails and other similar 
goods are neatly stored in a shelved 
wall display. 

Malcolm Douglas, store owner, 
regards his farmer customer as a 
“rural businessman” and so do all 
the members of the Janesville busi- 
ness community. These men point 
out that the farmer today is a man 
with so tremendous an investment 
in land, machinery, buildings and 
stocks that careful business prac- 
tices must be followed in order to 
make the investment pay an ade- 
quate profit. 

As part of a plan to cultivate the 
business of the rural areas, the 
Janesville Chamber of Commerce 
stages an annual banquet to which 
each city businessman invites a 
farmer guest. Also, during the 
summer the Janesville business 
men visit their farmer friends, 
touring the rural sections, inspect- 
ing the many farms, thus building 
closer ties between town and 
country. 

The development of several free 
municipal parking areas along 
Janesville’s water front, one of 
which includes the former Douglas 
Hardware farm store building and 
parking lot, is another means of 
bringing more farmers to Janes- 
ville for their shopping, now that 
they can park in the heart of the 
downtown area, close to most of the 
large retail stores. 


Steel goods range along the walls, dis- 
played according to kind. Walls have 
been done in the same simulated knotty 
pine finish as the columns making the 
basement farm store an attractive place 


to shop. 
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Successful Bicycle Sales Plan 
Puts Emphasis on Youth Appeal 


New Mexico store offers variety in its wheel 
goods—a parts and repair service—a budget 
plan that fits its young customers 


About 25 to 30 pct of the total 
volume at Decker’s Hardware, 
operated by Lowell and Wendell 
Decker in Las Cruces, New Mexico, 
comes from wheel goods and toys. 

They produce this result with 
a payment plan that enables boys 
to pay for their own scooters, bi- 
cycles, or bicycle motors out of 
their earnings or allowances. Cur- 
rently, they’ve got 15 boys paying 
for their own wheels. 

They offer a complete wheel 
goods service, including a 25-ft 
repair shop which employs a ser- 
vice man full time. By operating 
a repair shop, they’re in better 
position to trade with the boys and 
also by being able to fix up trade- 
in bicycles, can get some money out 
of the trade-ins. : 

Variety keynotes the wheel goods 
stock, which for the Deckers 
means having at least 25 models to 
cover the different sizes in boys 
and girls bicycles. It also means 
handling two leading national 
brands and one top line of motors. 

And then to meet mail order com- 
petition, all they need do is com- 
pare the difference in quality and 

(Continued on page 109) 





Wheel goods displays are set up on a year-around basis. Toys, too, are 
12-month sellers and even in summer, wall displays feature them. 


PAINTS-TOYS SPORTING GOO 





The Decker Hardware in Las Cruces, N. Mex., gets one-third of its annual volume from 
wheel goods and toys and has built a solid reputation as a bicycle center. 
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New Paint 
Department 











Use Color to Sell Color 





Convinced that the best way to 
sell paint is to sell the color idea 
through use of color, Stambaugh- 
Thompson Co., Youngstown, Ohio, 
recently installed a new unbroken 
60 ft colorful paint department in 
its retail store. Green, yellow, red 
and a neutral gray, have been used 
to finish the new setup. Customer 
comfort and staff convenience have 
been given careful thought and at- 
tention in the department. 

The new arrangement is in con- 
trast to what Willis H. Johnson, 
advertising manager, referred 
when he said that the old depart- 
ment, “was like a rabbit warren 
with stock scattered here and there. 
Stock in very limited supply was 
kept on hand and trips to the stock- 
room were frequent and consumed 
considerable time.” 

Under direction of James B. 
Thompson, president of the whole- 
sale and retail firm, the modern 
and streamlined department pic- 
tured in these pages was created. 
An unusual feature of the depart- 
ment is a color bar with four 
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Combination of colorful display, 
customer comfort and operating 
convenience make new 60-ft paint 
department a sales producer for 


comfortable bar stools. The color 
bar has a slanted top for easy 
handling of color charts and books. 
A wheel, 3 ft. in diameter, is 
located in the center of the back 
wall immediately before the bar 
stools. With this wheel, painted 
in primary colors, salespeople point 
out to prospects those color com- 
binations which harmonize and 
those which do not. This visual 
presentation tells the story quickly. 

The entire 60 ft. length of the 
department is painted in striking 
colors, the color scheme having been 
selected by Steve Kondas of the 
firm’s advertising department. He 
says, “The department is painted 
with paint out of stock, something 
we point out to customers who may 
be interested in using for them- 
selves some of the colors in which 
the department is finished. This 
helps give them 4 concrete idea of 
what to expect.” 

The front panel line of the de- 
partment is green on striated cabi- 
net work. The canopy background 
is yellow and the cut-out lettering 
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Stambaugh-Thompson. 


is green. Red trim is used and wall 
and shelves carrying stock are a 
neutral gray. 

All paint and related lines are 
now kept strictly within the de- 
partment which is managed by 
Thomas Joshua who has nine people 
under his supervision. 

Another display attraction is a 
pair of 2 by 4 ft. paint shadow 
boxes. As if by magic paint cans 
seem suspended in the air, each 
can in front of its cubicle. Light 
from a concealed source bathes 
each cubicle and brings to life the 
shade of paint in which it is 
painted. Each shadow box has 
eight cubicles, individual cubicles 
being painted in different shades. 
The cubicles are 1 ft. square in 
front and taper in pyramid fashion 
to a 1 ft. depth ending in a 6 in. 


Major portion of the 60-ft paint de- 

partment which is finished in bright 

colors to help sell that idea to cus- 
tomers for use in their -own homes. 
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sq. face at the rear. Shadow boxes 
are located against shelves at each 
end of the color bar. 

The illusion of the floating cans 
and concealed source of light are 
quickly explained by looking be- 
hind the cans. Empty cans were 
cut lengthwise so that only two- 
thirds of each one remains. A long 
extension nipple runs forward from 
the rear center of each cubicle and 
an electric light socket is secured 
to it. To this assembly is added a 
wire shade holder bent to conform 
to the contour of the bisected cans. 

The light bulb and nipple exten- 
sion are thus well hidden by the 
bulk of the can which is securely 
held by the friction of the shade 
hanger. This creates the illusion 
of cans floating in the air, with 
light streaming mysteriously from 
the back of each. Individual cans 
have color identification on their 
faces and the color of the cubicle 
is the exact shade indicated on the 
cans. 

Because the firm is a strong 
believer in living demonstrations, 
factory experts demonstrate paint 
in a large display window from 
time to time. At the same time 
customers are invited to try their 
hand at painting, inside the store. 
To channels at the tops and bottoms 
of the paint shelves have been at- 
tached 2 by 4 ft. peg boards. A 
piece of wallpaper is secured to 
one of the boards and the customer 
is invited to use either a brush or 
a paint roller to see how easy it is 
to apply paint. 

Equipment rental service has 
been made a part of the paint de- 
partment’s operations. Rates for 
different types of rental equipment 
are: floor sander and edger com- 
bination, $8 per week end; floor 
polisher, $1 overnight and $1.50 
per day; handsander, $1 overnight 
ad $1.50 per day; rug scrubber, $4 
per day and belt sander, $3.25 per 
day. 
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With its new paint department 
the retail division of the company 
now maintains its stock behind the 
paint department’s rear wall. A 
basic 30 days’ supply is in shelves 
according to brand color and type. 
This arrangement saves consider- 
able time and energy for the store’s 
personnel. Unless an order is for 
a very large quantity of paint, it 
may be immediately taken from the 
behind the wall stock. 

Each spring—usually in Febru- 
ary—the firm holds a paint school 
in its third floor auditorium. The 
school which continues for about 
six weeks was attended by more 
than 1500 women this year. Classes 
are of about two hour duration and 
are held at 10 A.M. and 2 P.M. 
daily, excepting Saturdays and 
Sundays. Classes are under super- 
vision of Mrs. Dorcas Cramer. 

Paint classes are attended by 


members of women’s clubs, 
churches, women’s lodges, civic 
groups and garden clubs. Cash 


donations of $10.00 are made to 
the treasuries of women’s clubs 
which send delegations to these 
sessions. Demonstrations of paint 
and painters’ tools and of new 
products are on the program, these 
being given by factory representa- 
tives. Samples of paint are 
frequently distributed at these 
sessions. 























Each of the two banks of shadow boxes 
is comprised of eight cubicles finished 
in different shades. A paint can is the 
center of attraction in each cubicle. 





Construction detail 
shows how each 
cubicle is made. 
Opening of each 
cubicle is 12 in. 
square and 12 in. 






LAMP SOCKET 


LAMP: 
BULB!” 








deep tapering to 6" 
rear face 6 in. 
square. Cans are 
cut and fastened 
in front of conceal- 
ed lamps as indi- 
cated. 











WIRE LAMP SHADE | 
HOEDER BENT TOFIT— 
CONTOUR OF PAINT CAN} ~*s! 
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Aubuchon Wins Award 
For Brand Promotion 










W. E. Aubuchon, Jr., left, president of W. E. Aubuchon Co., shown receiving a Certifi- 

cate of Distinction in Brand Name Foundation's third annual “Retailer of the Year" 

awards. The presentation was made by Earl J. Tucker, a member of the Foundation's 
Retail Advisory Committee. 


The W. E. Aubuchon Co., Inc., 
Fitchburg, Mass., one of the three 
winners of Certificates of Distinc- 
tion, for retail hardware promo- 
tions in the annual Brand Names 
Foundation competition, based its 
winning presentation on the inten- 
sive promotional efforts it had 
made on one line—General Electric 
appliances. 

This company is typical of thou- 
sands of American businesses 
which grew from very humble be- 
ginnings, and the part played by 
nationally - advertised products in 
the growth of such firms cannot be 
minimized. 

The Aubuchon firm was started 
in 1908 by William E. Aubuchon, 
Sr. who has always operated “on 
the principle of buying economic- 
ally and selling economically, offer- 
ing people the opportunity to live 
better by being able to buy better.” 

“We give our customers what 
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they want — high grade hardware 
and paint merchandise, and at 
prices they can afford,” states 


Exceptional advertising and 
promotional job done in one 
year on an appliance line 
won Brand Name Foundation 
Certificate of Distinction 

for New England hardware 
concern 


Bernard W. Aubuchon, advertising 
manager. “The money our custom- 
ers save helps them to buy better 
homes, educate their children bet- 
ter and enjoy life a little more 
fully.” 

In explaining how his company 
had promoted the General Electric 
line, last year, W. E. Aubuchon, 
Sr., the founder, said, ““We have 
played up the General Electric 
name for some time, recognizing 
that it is a silent salesman in the 
appliance business. To us General 
Electric is a magic word. It is a 
real aid in selling. Many of our 
customers come in to see us, and 
tell us that they want a G.E. only. 
They are pre-sold. Such sales are a 
pleasure, and indeed time-saving.” 





hardware 


He and 
ciated for 
William 


ager and 
third son, 


personnel. 





board of a third. 





WILLIAM E. AUBUCHON, Sr., who started his 


years ago, is supported in the management of the 
business by numerous members of his family. 


president and assistant treasurer, have been asso- 
ing the family enterprise. 


of the founder, Maurice A. Aubuchon, is general man- 


Bernard W., is advertising manager and director of 


Three sons of John B. Aubuchon who are active in 
the corporation are: John Paul Aubuchon, vice presi- 
dent in charge of purchases; Gerard M. Aubuchon, 
plumbing manager, and Andre R. Aubuchon, legal 
counsel. William E. Aubuchon, Sr., in addition to directing his own company, finds 
time to serve as a director of two banks and as a member of the investment 


business career in Fitchburg, Mass., 43 


his brother, John B. Aubuchon, who is vice 
40 years, and now their sons are continu- 
E. Aubuchon, Jr. is president. Another son 


treasurer of a subsidiary corporation. A 
Peter J., is supervisor, and another son, 
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This is the third of a series 
of articles by J. R. Keagy, as- 
sociate editor of HARDWARE 
AGE, describing hardware store 
merchandising programs that 
won national recognition for 
the stores in 1951 Brand Name 
Foundation competition. The 
first article, published in H. A., 
May 31, page 25, told how 
Valentine Hardware won its 
award. The program used by 
Davis-Klunder was described 

June 14, page 76. 











The New England retail concern 
did extensive newspaper advertis- 
ing on the G.E. line, last year, in- 
cluding one full page ad. In addi- 
tion to this the company mailed 
50,000 circulars in which it in- 
cluded this page ad. The results 
were “gratifying.” Some time later 
the firm published 27,500 catalogs, 
the first page of which consisted of 
an array of G.E. appliances. 

The Aubuchon firm mails out 
monthly bills and constantly inserts 
G.E. envelope stuffers with them, 
in order to instill the idea that 
Aubuchon stores handle the appli- 
ance line. 

One of the most effective store 
windows used last year by the main 
store, in Fitchburg, was devoted 
entirely to a G. E. display, featur- 
ing a new stove. 

Water pipes were installed in the 
store in Fitchburg, in order to 
make it possible to hold live dem- 
onstrations of electric dish and 
clothes washers. Special signs 
were made for the display room, 
reading, “General Electric — The 
appliance most women want.” 








HARDWARE AGE, JUNE 28, 1951 


= ok ta 
io 





oe 


w 





The G.E. emblem was used on 
the retail firm’s 1950 calendar, 
12,000 of which were distributed. 

G.E. television sets are featured 
in window displays and one of these 
is kept in operation until 11 o’clock 
at night, to attract the attention of 
evening window shoppers. 

A G.E. regional meeting was re- 
cently held in the Fitchburg store 


TTT TT 
Tutt) 


A photo of the entire Aubuchon personnel taken at a recent sales meeting at the company's warehouse. 


and was attended by all the firm’s 
employees of the appliance division, 
in order that they could learn a 
little more about the products and 
how they should be sold. 

The company has purchased two 


G.E. signs, each containing 120 
bulbs, which will be hung outside 
the stores, to indicate that Au- 


buchon is local G.E. headquarters. 
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CENTRAL 
Hardware Co. 








This full page ad, devoted entirely to one brand of appliances, was reprinted 


and used in a circular and mailed to 50,000 prospective customers. 























Color and Modern Display 
Attract Women Customers 


“We have been greatly sur- 
prised at the number of women 
customers at our new branch store 
and plan to increase the lines in 
which they are interested,” says 
George R. White, secretary-trea- 
surer, White Hardware Co. of 
Boise, Inc., of the firm’s store in 
Carl’s Shopping Center. When the 
new unit was opened, last Octo- 
ber, at 602 N. Orchard St., Boise, 
Idaho, the objective was to attract 
all types of trade—industrial, 
housewife, homeowner, mechanic 
and farmer. 

The firm’s goal was accom- 
plished but, as stated by Mr. 
White, feminine trade was par- 
ticularly good. He says of women 


customers that they are “very 
good buyers and usually purchase 
on a cash basis.” The store’s wide 
aisles, open display and brightly 
lighted interior are among the 
outstanding features of the new 
showroom. 

Thanks to newspaper advertis- 
ing and radio spot announce- 
ments, plus a weekly program on 
another radio station, 2500 people 
were attracted to the store’s open- 
ing day festivities. Many of those 
opening day visitors have made 
frequent return visits to buy the 
wide variety of wares offered by 
the store. Approximately three 
miles from the center of Boise, 
the branch serves a trading area 


-—the 





New Shopping 
Center Store 








Boise bench—in which 
about 5,000 families reside. Many 
farmers living quite a few miles 
west are regular customers. 
Located on a corner and with 
plenty of parking space, the new 
branch unit is in a shopping cen- 
ter which draws heavy traffic. 
Neighbors in Carl’s Shopping 
Center include a large super mar- 
ket, drug center, barber shop, 
restaurant, real estate office and 
medical center, so that White’s 
has the benefits of being in an 
area attracting people of varied 
social strata in a spending mood. 
Fixtures and layout were chiefly 
the design of Mr. White, who says 


(Continued on page 98) 


All merchandise is in the open and within easy reach of people of average height in this inviting showroom. Top 
ledges of wall units are free of merchandise or display pieces being used solely for departmental identification. 
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REMINGTON 22 RIFLES 
GOING FAST 
AS SCHOOLS CLOSE 


With thousands of prospective new 
shooters entering the market as schools 
close, the “‘500 Series’’ of Remington 
22’s is in heavy demand for vacation 
shooting. It seems that these handsome, 
low-cost rifles have a “‘plus’”’ appeal for 
both youngsters and grown-ups. 

An Ohio dealer explained it this way: 
“The one thing parents are most inter- 
ested in is safety ... and they can’t 
miss the extra safety features of Models 
510, 511 and 512.” 

He was, no doubt, thinking of the 
eye-catching red-dot firing indicator 
that shows at a glance when rifle is 
cocked, the stout thumb safety and the 
extra-safe construction, including en- 
closed bolt head and double locking lugs. 


FULL LINE 


Che ‘500 Series’”’ includes a rifle for 
every taste. Model 510 is an ideal be- 
ginner’s rifle. Single shot, bolt action, 
it offers maximum simplicity, sturdi- 
ness and safety. Model 511 is a 7-shot, 
bolt action repeater, featuring the Rem- 
ington detachable box magazine. Model 





The customer is not ALWAYS right. 
Take the man who asks you to ‘‘wrap 
up a couple boxes of Longs.’’ There’s 
a good chance he really wants Long 
Rifle cartridges. 

In any event, he’s headed for dis- 
appointment if he doesn’t know the 
difference between 22 cartridges. 


yi "tl 
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LONG AND SHORT OF IT 


Shorts are fine for short-range plink- 
ing. Longs are OK for intermediate 
shooting. And Long Rifle cartridges 
are best for target work and hunting. 

At long range, a Short will hit 
lower than a Long. It’s not intended 
for that kind of shooting. On a var- 
mint hunt, Long Rifle cartridges are 
a must. They require the least ele- 
vation for range, deliver the heaviest 
load of lead. 


Have your salesmen explain this 
whenever the order is for ‘‘Longs’’ 
or ‘‘22’s.’’ You’ll make a better cus- 
tomer by selling exactly the kind of 
Remington 22 cartridge needed. 











512 is also a bolt action repeater, but 
with a tubular magazine holding 22 
Short, 17 Long or 15 Long Rifle car- 
tridges. 

In addition to safe design, all three 
models have such advanced engineer- 
ing featuresasdoubleextractors, stream- 
lined self-cocking bolt with double cams 
for easy cocking, and simple take-down. 


You’ll have a sure-fire appeal for the 
big end-of-school market if you display 
the Remington ‘‘500 Series”’ 22’s. They 
are the best low-priced 22 rifles made. 












READY ON 
THE RIGHT? 












YEAH! HE'S READY... 
TO KEEP EVERYONE 
ELSE WAITING . 












DON'T RUSH HIM BOYS. HES MY 
BEST CUSTOMER...AND I THINK 
HE NEEDS A LATHE 
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OCD SPURS INTEREST 
IN SHOOTING 


In major communities throughout the 
nation, new emphasis is being placed 
on marksmanship as auxiliary police 
corps are formed to supplement regular 
law enforcement agencies during the 
present emergency. 

Organized under direction of the Of- 
fice of Civil Defense, the 
groups are already meeting in many 
cities and are expected to expand greatly 
during the’ next few months. 


ONE CITY’S PLAN 


In a large Eastern city the men meet 
twice a week under direction of veteran 
Federal officers and retired Army and 
Navy officers who are volunteering their 
services. 

The course of instruction will include 
training in the care of weapons and in 
marksmanship. According to officials 
of one city’s auxiliary police corps, 
present plans call for the men to pro- 
vide their own ammunition. 


INTEREST WILL LAST 


It is expected that the interest in target 
shooting aroused by the new program 
will outlive the immediate emergency 
as many thousands of Americans learn 
the sport of shooting. Civil Defense of- 
ficials report that many gunclubs are co- 
operating with offers of range facilities 


auxiliary 
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Part of Turner's long 
and narrow balcony 
toy display. 


Turner’s features play- 
things the year ’round 
as a childhood need. 
“Every day is some 
child’s birthday,” 
they emphasize 


Year Round Display 
Builds Toy Sales 


“Whenever possible the toy de- 
partment should be separated from 
the other lines,” says Elmer Lar- 
son, store manager, J. D. Turner 
Hardware Co., Stockton Cal. “And 
if space is available it should be 
conducted on a year ’round basis, 
for it is much easier to do a big 
volume of business during the pre- 
holiday season if people are familiar 





with the fact that you have a toy 
department.” 

In line with this thinking the 
store’s year ’round toy department 
occupies a major portion of the 
balcony. It is a long and narrow 
area. Along one entire side are 
shown wheel goods on platforms 18 
in. high. This height permits close 
examination by parents and makes 


Exterior of the firm's corner store with its bank of display windows. 
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it difficult for youngsters to clutter 
the floor by pushing vehicles 
around. The opposite side is de- 
voted to long shelves and tables for 
small toys, books and games. At 
one end of the long department are 
the electric trains and at the other, 
where they may be seen by all as- 
cending the broad staircase from 
the main floor is the doll section. 
“We play up the fact that every 
day is some child’s birthday,” says 
Mr. Larson “and that outdoor toys 
build healthy bodies.” 

Newspaper advertising is used 
to publicize the toy department 
throughout the year with the 
greatest space being used in the 
pre-holiday season. Newspaper ad- 
vertising is always backed up with 
a main floor display. Early in the 
fall the firm holds a special lay- 
away sale of dolls for Christmas. 
Envelope stuffers on toys are fre- 
quently sent out with monthly 
statements. 

The toy department is managed 
by Walter Morse, toy buyer, who 
particularly enjoys demonstrating 
lines adapted to such attention. 
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AN. OPEN-VISION PITTSBURGH STORE FRONT 


Shows what you sell...and sells what you show! 


@ An open-vision Pittsburgh Store 
Front turns your entire hardware store 
into one big showcase that puts your 
wares right out where the passer-by 
can see them. Such a display stimulates 
the public’s desire for the products 
shown... brings the “looker” inside to 
make a purchase. Even after closing 





time, the store with an open-vision 
front keeps on winning customers and 
influencing future purchases. 

The pulling power of an open-vision 
store front has been proved—with in- 
creased sales—by hardware dealers all 
over the country who have modernized 
their stores with. eye-catching, sales- 
winning Pittsburgh Glass and Pittco 
Store Front Metal. These merchants 
have also proved that modernization— 
inside and out—has been a sound in- 
vestment in the future of their busi- 
nesses. 

So use sparkling, modern Pittsburgh 
Products to give your hardware store 
that up-to-the-minute look that sug- 


» clutter 


gests to the public that you sell the 




















vehicles ‘ : . 
: is oe best merchandise obtainable. For ex- 
bles for amples of actual Pittsburgh installa- 
es. At tions, and for descriptions of Pitts- 
ee burgh modernization products, write 
e other, ; ‘ ; 
ho for our new booklet, “How To Give 
e from Your Store The Look That Sells.” It’s 
section. free. Just return the coupon below. 
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Profits in 
Floor Coverings 


This New Orleans store learned 
by experimenting that hard surface 
floor coverings can be moved fast 


and profitably if backed by 


an aggressive selling job. Here 


are the factors they found 


important in developing 
profitable sales in 
floor coverings 


Ample stocks, promotion, tie-ins, 
well trained salesmen and good cus- 
tomer service are the basic ingre- 
dients of the profitable business in 
hard surface floor coverings devel- 
oped by Delort Hardware Co., 6614 
St. Claude Ave., New Orleans, La. 


As Alex Delort explains, “I got 
into the floor covering business on 
an experimental basis, but I found 
it so profitable that it’s now a per- 
manent part of our operation.” In- 
dicative of the success that resulted 
from this experiment is the fact 


Sturdil 
screw, 
“Tri- G 


jaws, s 


These displays of tile and tile cement 

are spotted about the store whenever 

floor covering promotions are underway 
to encourage tie-in sales. 


that the store was able to sell out 
three full shipments in three 
months of selling floor coverings. 

It began in November 1950, when 


Delort Hardware found this display rack a great aid in selling. Local advertising is a must for building floor covering sales. 
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WORKSHOP VISES 


Sturdily designed with covered 
screw, heat-treated jaw faces, 
“Tri- Grip” permanent pipe 
jaws, swivel base. 2 sizes—3¥/2" 
and 4” jaw widths and 4” and 
5” jaw openings. For home 
workshop, garage and general 
use. 





COLUMBIAN 
WOODWORKER'S VISES 


Continuous Screw—Rapid Act- 
ing Columbian Woodworkers’ 
Vises are finding increased uses 
in many plants particularly for 
the more ordinary types of pat- 
tern work. These durable low 
cost vises are sturdily built with 
jaw openings up to 12 inches. 





COLUMBIAN 


“PENNYPINCHER” VISES 
Columbian meets the demand 
for the low-priced vise with the 
Columbian ‘“Pennypincher”. 
Jaw width 3¥%2", jaw opening 
3”, stationary base, weight 
approx. 9 lbs. 





WOODCRAFT VISES 
Quality woodworkers’ vises at 
low cost ideally suited for home- 
shop work bench. Available with 
fabricated steel front ard back 
jaw parts or strong cast iron 
jaws with adjustable steel dog 
in front jaw. Jaw openings 7”. 





“RED ARROW” VISES 
Strong balanced castings, heavy 
steel beam and built-in pipe 
jaws, large anvil face and 
swivel base. 32" jaw width 
and 3¥2" jaw opening. Indi- 
vidually packaged@ like all 
Columbian Vises. 


HINGED PIPE VISES 
Columbian Malleable Iron 
HINGED PIPE Vises have self- 
locking unbreakable hooks, tool 
steel pipe jaws, cold rolled steel 
screws and handles. Sizes for 
holding pipe from %” up to 
12”. Available with long jaws 
or interlocking jaws. 


THE WORLD'S LARGEST MAKERS OF VISES 
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Here Alex Delort points to some ads used by his store. 


Alex Delort decided to see what he 
could do in floor coverings. “I got 
some remnants of a well known 
line of linoleum and tile,” he re- 
ports, “—not, as in fabrics, short 
sizes and odd-sized hunks, but some 
patterns and sizes that were either 
discontinued or else were in over- 
plentiful wholesale supply. I don’t 
go in for remnants now. These 
were bought because they allowed 
me to try out the stock as an ex- 
periment. Being low in cost to me, 
I could use them as a leader, al- 
though the manufacturer doesn’t 
allow its name or prices to become 
a football. That’s one reason why 
I stock that line now. These ‘rem- 
nants’ were just a lucky purchase. 

“We placed three advertisements, 
each two columns by about 8 in., in 
*the three New Orleans daily papers. 

“It happened fast—we sold out 
entirely in a couple of days after 
the ads appeared. And that has 
been my experience with floor 


covering since—a_ sellout every 
time we promote it.” 
The five ingredients for sales 


success with floor covering begin 
with the stock. “You can’t sell 
successfully from an empty wagon 
—or an empty sales floor or retail 
warehouse,” Mr. Delort_ says. 
“People don’t buy the first rug they 
see. They want to be able to pick 
and choose. That calls for keeping 
on hand a wide selection in colors, 
sizes and patterns. We have found 
that without offering good selec- 
tions, the sales simply do not come. 

“Our ordering is done on a con- 
tinuing basis now to keep up that 
floor covering stock. It’s not enough 
to carry small-size samples and sell 
from those. Women simply do not 
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like to buy floor covering that way. 
They want to look at the rug itself, 
visualize it on their own floors. 
Further, they want deliveries with- 
out delay. That calls for store in- 
ventory—an extensive one.” 
Nearly as important as the keep- 
ing of an adequate inventory to 
furnish selections and choices is 
the matter of: customer service, 
Mr. Delort feels. “We have found 
that a hardware store has to be 
able to cut the hard surface floor 
covering if needed — department 
stores and other competitors offer 
this service, and unless Mrs. House- 
wife finds it in the hardware store 


. maybe walk on it. 





she will go elsewhere,” he says. 
“Then there is delivery. Unless a 
store’s delivery system is set up 
to make deliveries anywhere in the 
selling territory, and to handle such 
sometimes lengthy and always 
bulky items as rugs, the stock won’t 
Zo. 

“Housewives want to look at a 
rug on the floor, not rolled up in a 
stack. They want to spread it out, 
Helping them 
to do this is a very great aid in 
making the sales and getting that 
important ‘yes’ answer to the re- 
quest for the order. Now it’s a 
backbreaking task for a salesman 
to heft some of these heavy rolls, 
spread them out, then roll them 
up again. So we purchased a roll 
rack. This is long enough to hold 
even the biggest hard surface rugs. 

“All the salesman—or even the 
customer, since the rolled rugs 
move easily—has to do is give a soft 
pull, and out comes the sample.” 

Promotion is a very important 
ingredient in the Delort recipe for 
rug sales. “You must advertise 
them,” Alex Delort stresses. “It 
has been our experience that some 
people do not expect to find floor 
coverings in a hardware store. So 
they do not come here for floor 
coverings unless we hammer our 
sales story at them via the news- 
paper pages. We faced a question 
in laying out the advertising plans 
for rug promotion. 

“Should we go after citywide 





«ts, Panels Stimulate Impulse Buying 





When Skandia Hardware, 327-7th St., Rockford, IIl., moved its display of bathroom fixtures, 

medicine chests, etc., from the basement area to the min floor, sales almost doubled in a 

short time. William Peters, president, attributes much of the increase to more impulse buying 

due to better display, for now people can choose fixtures from the mounted samples. Extra 
stock items are stored behind the panels. 
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it will pay to take full advantage of the sales value 
of the Cyclone name. 


CYCLONE FENCE DIVISION 


(American Stee! & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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TRAaoEe MARK 


Bridgeport 


In national consumer 
magazines we are telling 
15,000,000 readers 
about the Bridgeport 
name on the handle 

of a screw driver. 


urance 
screw driver —* 
for sixty yeot® 


TRACE MARK 


Bridgeport 


HARDWARE MANUFACTURING CORP. 


Bridgeport, Connecticut 


sales through the big daily papers, 
or should we go intensively after 
the sales from an area close to the 
store? This was a hard decision 
to make, because the Delort Hard- 
ware store is located at the very 
end of downtown New Orleans, a 
city sprawling over 360 square 
miles. Could we get enough orders 
from the area 15 or 20 driving 
miles away to justify the higher 
cost of advertising in the dailies? 

“We tried it—and we did pull 
distant customers. Thanks te our 
delivery system geared to home 
service on these items, we are able 
to deliver Mrs. Jones’ rug to the 
other end of New Orleans as easily 
and speedily as we can deliver Mrs. 
Smith’s a few blocks away.” 

Another ingredient in Alex 
Delort’s rug recipe is tie-in. He 
ties in with every rug advertise- 
ment in several ways. “First,” he 
says, “we alert every employee to 
what is being advertised, when it 
is being advertised, and where. 
Next, we use a window to follow 
through on each newspaper adver- 
tisement. Finally, we ‘spot’ rugs 
throughout the store. 

“Our main rug sales rack is 
located toward the rear, actually 
in the warehouse area. 


Easily Visible 


“We want the rugs to be quickly 
and easily visible when a promotion 
comes along. So a few rolled rugs 
are spotted at various points in 
the store. On each is placed a sell- 
ing sign that gives pertinent in- 
formation and price. In addition, 
since tile is also a feature of the 
rug sales plan—ours is sold to the 
man who wants to install it him- 
self—a tile display, complete with 
the cans of cement, is placed out- 
side the rug area. Usually we put 
this in a center spot at the very 
front of the store where it can get 
attention from all of the customers 
who come through the doors.” 

Last of the five ingredients is 
training. “The average hardware 
salesman must be taught how to 
sell rugs—it isn’t within his normal 
ken,” says Mr. Delort. “Each of 
our men had training in the basic 
facts of floor covering and in floor 
covering salesmanship from one of 
the manufacturer’s men. 

“One thing we have found im- 
portant is telephone salesmanship. 
Whenever we run an ad, people 
phone in. They can’t be sold on the 
phone, but they want to know some- 
thing about our prices and selec- 
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tions before they take the trouble 
to come in. Our salesmen’s train- 
ing pays off here, in inducing the 
prospects to take the trip that will 
make them customers. I am con- 
tinually reminding the sales furce 
that telephone handling pays off in 
getting the rug sales, for if the 
prospect gets a wrong answer, or 
not-so-smart handling on her call 
to our store, she will call the home 
furnishings house or department 
store—where they know the an- 
swers and how to handle phone calls 
skillfully. 

“The fact that we do not lose 
these phone prospects is a tribute 
to continuing sales training in the 
how-to of selling floor covering.” 





— What the Law Says 


Criminal Proceedings 


A Hazardous Remedy 


The resort to criminal 
proceedings in a busi- 
ness controversy may 
readily bring disastrous 
consequences 


By ALBERT WOODRUFF GRAY 


A dealer who institutes a crim- 
inal proceeding as a method of 
solving any business controversy 
is inviting an action for malicious 
prosecution with heavy damages if 
he finds too iate that he has been 
mistaken. A civil lawsuit, on the 
other hand has no such conse- 
quences. 

A Pennsylvania hardware and 
plumbing supply firm discovered 
that stock had been disappearing 
from their warehouse and no sales 
records made. The conduct of the 
warehouse had been careless and 
customers had been permitted to 
roam at will through the building, 
making their own entries of pur- 
chases. 

The suspicions of the firm cen- 
tered on two contractors although 
in the past the two men had been 
good customers with average pur- 
chases of $15,000 a year. 

The firm next charged the two 
contractors with larceny and had 
them arrested. The men were re- 
leased on bail several hours later 
and after a three day criminal trial 
acquitted. 

At the trial the loss the firm was 
able to show however, was but 
$216.00. A short time after their 
acquittal the men who had been 
thus forced to defend themselves 
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Cleveland has specialized for 35 years 


in making a few items well— 


Top Quallg 


Cap Screws « Set Screws «+ Milled Studs 


Specialization at “Cleveland Cap” guarantees closer attention to 
accurate production, rigid inspection, and.prompt shipment (as 
conditions permit). Our capacity is concentrated on standard Cap 
Screws in an unusually wide range of sizes—all popular heads; 
square head Set Screws, and Milled Studs. We also feature extra 
large sizes (up to 2%" diameter) in hex head cap Screws; and Set 
Screws to 1%" x 10”. It pays you to stock and sell Cleveland Top 
Ouality Fasteners. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street, Cleveland 4, Ohio 


Warehouses: Chicago + Philadelphia «© New York ¢ Providence 
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MEANS 
VALUE! 


Rugged value 
for the buyer... 


Goodwill value 
for you... 





















Whichever way you look 
at it, there’s value in 
Magor brands. Master — 
Power—Digwell—Arrow— 
Bull's Eye or Gold Target 
..every one has value built 
right in. Designed for hard 
going—from the normal- 
ized steel blade to the 
seasoned ash handle. All 
Magor shovels are precision 
balanced for easier 
work. If you value your 
customers’ goodwill, 
stock. Magor’s 
simplified line. 
Write today for 
illustrated 
price list. 









® 7293 MAGOR 
CAR CORPORATION 
FAST SHOVEL DIVISION 


SELLING 
pyar | 50 CHURCH ST., NEW YORK 7, N.Y. 
soccaat lag 


BRANDS 










POWER + DIGWELL + ARROW 


* GOLD TARGET 


MASTER > 
BULL'S EYE 
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against this criminal charge insti- 
tuted suit against the hardware 
and plumbing supply firm for dam- 
ages to which they claimed they 
were entitled as a consequence of 
this malicious prosecution on 
charges that had been proven to 
be false. 


Sufficient Evidence 


On conclusion of an eight day 
trial the jury awarded each man 
$15,000. The hardware firm asked 
the court to set the verdicts aside. 
Refusing to do so the Federal 
Court said, 

“In our opinion there was suffi- 
cient evidence which would sub- 
stantially support the jury’s belief 
that the conduct of this firm was 
so wanton and careless as to indi- 
cate an utter disregard on its part 
of the rights of the men arrested. 
Reduced to its simplest terms the 
evidence which this firm took into 
consideration in causing these ar- 
rests was the observation of its 
employees that a few items of sup- 
plies were missing, and that formal 
records covering the items and 
bearing the dates on which these 
items were transferred could not 
be found within the confines of the 
warehouse.” 

Consequences such as this, how- 
ever, occur only in criminal pro- 
ceedings. An unsuccessful civil suit 
leaves no such disastrous wake. 
A few years ago an action was 
brought by a Texas hardware com- 
pany to recover the balance on an 
account with a customer in the 
same state. In his defense the 
customer set up a counterclaim for 
approximately $1,000, claiming he 
had been damaged to this extent 
by the wrongful bringing of this 
lawsuit. / 


Court Must Be Open 
In refusing to recognize the cus- 
tomer’s demand the Texas court 
said of civil actions, “The court 
must be open that every person for 
injuries shall have a remedy ac- 
cording to the law of the land. The 


| mere fact that by civil suit a moral 


duty may have been disregarded or 
a moral right invaded and incon- 
venience suffered or expense in- 
curred in consequence thereof, is 
not sufficient to give rise to an 
action for injuries where no legal 
right has been infringed. Everyone 
is liable to be harassed and injured 
in his property and feelings by 
unfounded suits and this is not an 
injury for which he can have legal 
redress.” 


Responsibility for 
Safety of Customers 


A dealer is responsible 

to customers for injuries 

from hazardous store con- 
ditions 


A dealer when he opens his store 
for business, invites the public to 
come in and buy his goods. When 
he does so the law requires that he 
be reasonably sure he is not asking 
them into danger and he must use 
ordinary care to keep his premises 
safe. 

A customer called at a hardware 
store in Iowa, with an order for 
two sheets of 3 x 8 ft. galvanized 
steel. With a sales clerk he went 
to the warehouse where between 20 
and 25 of these sheets of different 
widths were standing on end, rest- 
ing against wooden posts. 

The hardware clerk asked the 
customer to hold the sheets in place 
while he picked out two of the size 
that were ordered. While the cus- 
tomer was attempting to do so this 
pile of sheet steel, weighing about 
1000 lbs., buckled and fell forward, 
fracturing the customer’s leg. 

Holding the hardware dealer 
liable for the injuries suffered by 
the customer the Iowa court said 
that the responsibility of the store 
for the consequences of such an 
accident was by virtue of the su- 
perior knowledge of the hardware 
dealer and his employees of a 
danger that was unfamiliar to the 
customer and one which he could 
not be expected to foresee. 

The sales clerk knew or should 
have known that steel of this sort 
was flexible. The dealer was bound 
under the law to exercise toward 
the customer ordinary care not to 
expose him to unreasonable risks 
and should have known that the 
piling of sheet steel in this manner 
was neither usual, customary or 
safe, 

However in another action 
against a hardware store, a Massa- 
chusetts court outlined the limits 
of this liability arising from in- 
juries received by customers from 
the negligence of hardware dealers. 
An elderly woman entered a store. 
Looking at the articles exposed for 
sale she walked sideways along a 
counter listening to the conversa- 
tion of a salesman and failed to 
see a lawn mower handle projecting 
into the aisle beyond the edge of 
the counter. 

The store was well lighted and 
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Time and again 
it's been proved: 


You can install 
Corbin “900” Unit Locks 


and Latches 


could 


should 


type of lock! 


GOOD BUILDINGS DESERVE GOOD HARDWARE 


agh 


HERE’S WHY — No mortising is required; it takes an aver- 
age workman only five minutes to drill two small holes, 
make a cut in the edge of the door, and fasten a Corbin 
“900” lock securely in place! That's all there is to it... the 
lock is always true and straight with the door, ready to 
provide years of trouble-free service! 

But that’s not all! The handsome appearance and rugged 
security of Corbin factory-assembled “900” Locks and 
Latches recommend them for all types of buildings. Yes, 
builders install Corbin "900" units with confidence and 
pride ... and you can supply them in the right fynctions 
and finishes for all school, hospital, apartment, residence, 
and office building needs. 


P. & F. CORBIN oswi:i0n 


THE AMERICAN HARDWARE CORPORATION 
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It pays to look 
into the future! 


You don’t have to be a crystal-gazer 
to see a profitable future in Bassick 
products ...if you’re a Bassick dealer. 

For you’re looking at Bassick ad- 
vertising that will continue to run fre- 
quently in THE SATURDAY EVENING 
POST ... despite today’s shortages. 

Which means that Bassick will be 
the brand of casters and rubber- 
cushion glides customers will con- 
tinue to request and buy most readily. 

That’s why it pays to carry the Bas- 
sick line, in any period. THE BASSICK 
COMPANY, Bridgeport 2, Conn. Divi- 
sion of Stewart-War- 
ner Corp. In Canada: 
Bassick Division, 
Stewart-Warner-Ale- 
mite Corp., Ltd., 
Belleville, Ont. 
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no other customers were there who 
might have distracted her attention 
from this obstruction. 

In its decision against the woman 
in the lawsuit brought against the 
hardware dealer for negligence the 
court said, in relation to the posi- 
tion of the lawn mower, “Some lati- 
tude must be allowed a proprietor 
of a hardware store for the display 
of his goods in a manner consistent 
with the nature of the goods and 
of the business.” 

A concise statement of this prin- 
ciple of law was given in a decision 





against an Oklahoma hardware 
store, in which a dealer was held 
liable to a customer for injuries 
received from a golf practicing ap- 
paratus set up in a store aisle. 

“When a dealer invites others to 
come upon his premises, whether 
for business or any other purpose,” 
said the Oklahoma Supreme Court, 
“it is his duty to be reasonably 
sure that he is not inviting them 
into danger and to that end he 
must exercise ordinary care and 
prudence to render the premises 
reasonably safe.” 





Color and Modern Display Attract Women Customers 


(Continued from page 86) 


his display units permit customers 
to see all merchandise, since noth- 
ing is hidden by doors and nothing 
may be so placed that it can be 
hidden or get dirty. “If merchan- 
dise can be seen it is already half- 
sold,” says Mr. White. “Use of this 
type of fixture means plenty of 
housekeeping but the end results 
are worth it.” 

White’s branch store occupies 
space 30 by 90 ft., all but 15 ft. of 
the rear being utilized for open 
display units. The closed portion 
of the store is given over to bolt 
stock, heavy hardware lines and 
receiving departments. 

The new store’s color scheme 















en 


SOA abi 


} WHITE HARDWARE | 


> 


is like that of the downtown unit. 
Fixtures have a peach-glow semi- 
gloss finish. Walls and ceiling are 
white. Department identification 
letters atop the wall unit ledges 
are painted a bright blue for con- 
trast. Further color is added, to 
the visual front store, through use 
of green and brown asphalt tile 
floor covering. 

In addition to good parking fa- 
cilities the branch store offers its 
patrons the convenience of ll 
hours of shopping, daily, from 
9:00 a.m. to 8:00 p.m. To further 
serve people in its shopping area 
the new store will eventually 
give all possible services. 





Modern style neon sign, well away from the front of the store, 
attracts attention to this canopied visual front. 
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White’s new shopping center 
pranch is located about two miles 
from the main store at 731 Main 
St. All merchandise for the 
branch is purchased, received and 
marked at the main store. 





Is It Superman? ? 





No, it's a buyer 


Editor’s Note: The following 
comment, which is especially ap- 
propriate these days, was submit- 
ted by G. V. Getchell, a buyer of 
Rice & Miller Co., wholesalers of 
Bangor, Me. 


A buyer is the man who has 
that easy job at a big desk that’s 
always messed up with a bunch of 
papers. All that a buyer needs is 
years of experience, good judgment, 
second sight, a keen perspective, 
intuition, abnormal patience, un- 
limited optimism, and a sense of 
humor. 


He must be cost minded, profit 
minded, and salesminded; he must 
also be an omnivorous reader of 
trade magazines and data of all 
kinds passing over his desk; he 
must be able to forecast future 
political events and market trends, 
continually weighing one condition 
against another. 

He is not supposed to make any 
poor buys or errors in judgment— 
he must always wear a smile and 
be willing to take on all extra work 
displeasing to others. 

All-in-all,” the buyer is usually 
a pretty busy man, but to give 
credit where credit is due, you will 
find that he is also a pretty regular 
guy—a glutton for work and con- 
siderate of those he comes in con- 
tact with. 

All buyers do not see alike, al- 
though they run somewhat to pat- 
tern; some have a keen nose for 
prices or possess good business 
sense, while others depend more 
on cold facts and figures. Many 
buyers are guided in their work or 
reminded of their job by having 
some axiom posted conspicuously 
in sight, such as: “Don’t buy— 
unseen goods from unknown firms 
offered by unknown salesmen.” Or, 
“When two men in business always 
agree—one is unnecessary.” 

A buyer has a key job in every 
organization, and is a specialist in 
his line just as much as doctors, 
lawyers, or any other professional 
men are in theirs. Buyers are not 
supermen—although they seem to 
have the makings. 
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In the Rubber Plumbing Specialties Field— 


CASH REGISTER'S 


WY Bete Friend / 


Put the HOCO 
Merchandising Kit next 
to your cash register 
because the HOCO line 
is designed to 

SELL ON SIGHT. 


Wherever displayed, the Hoco Merchandising Kit brings 
together in one spot all of the fastest moving rubber plumbing 
specialties. Printed bright red and yellow, the display invites the 
customer to serve himself. Each item is precision made from high- 
est quality materials and each item is priced right—always with 
your profit and reputation in mind. 





EACH DISPLAY CONTAINS THE FOLLOWING: 








a igh dain www hare ia’ 12 Closet Seat Bumper Assortments 24 
Sink Suction Stoppers ......... 12 Household Faucet ner 
Basin Stoppers ............... 24 er 24 







Bath Stoppers .........--.-00- Hose Washer Packages ........ 








Each item is individually packed. The dealer who does 
not require the full line may order only those items he 





needs. 





lines. 


H 0 
r- , , <= 
SALES OFFICES IN PRINCIPAL CITIES 


Your Jobber is the man to see about the H. 0 Canfield 
PLUMBING SUPPLY COMPANY 
129 Housatonic Avenue * Bridgeport |, Conn. 
OUR EXPERIENCE IS YOUR BEST GUARANTEE 
99 








Builds Profits From Model Making 


Ayres & Galloway store recaptured the 
model business of Middletown, N. Y., 
and increased sales to $900 a month 


Summer months are a time when 
school children, with plenty of 
time on their hands, can devote 
their efforts to constructing and 
flying model planes, or indulge 
other hobbies involving handi- 
crafts. 

Ayres & Galloway Hardware Co., 
Middletown, N. Y., is one of many 
hardware stores throughout the 
country which have recognized a 
revived interest in model making, 
and has developed a sizable sales 
volume in hobbycraft materials. 

Not only has the line proved 
profitable, since most sales net the 
store much better than 50 pct over 
cost, but, at the same time the store 
has been developing a youthful 
clientele which in a few short years 
will be in the market for general 
hardware lines. 


The Ayres & Galloway store did 
a fair volume in the model business 
before the war, but interest in the 
line diminished until the depart- 
ment was practically abandoned. 

Following the war there was a 
heightened interest in models, due 
to more and better models and new 
materials. 

Samuel Weeden, who operates 
this department became interested 
in model building and flying when 
his young son began to participate 
in plane competitions. 

Like himself, many other fathers 
of his youthful customers became 
interested in making and flying 
models, with the result that Mr. 
Weeden now has almost as many 
adults as children. 

Last year, model sales were run- 





Interested In 
Joining a Model 
Airplane Group? 


A meeting of this group will be 
held Friday night, March 31, 
7:30 at Chamber of Commerce 
Rooms, 10 King Street. 


For boys and girls, 12 years 
old and over. 


For further information 
call 


Mr. Samuel Weeden 
c/o Ayres & Galloway 
Dial 3157 








This ad, reproduced in actual size, ap- 
peared in a local paper and called 
attention to a group meeting. 


ning as high as $900 per month. 
Many children spend $8 to $10 
on motors and parts for their mod- 
els, and purchases by parents fre- 
quently run into higher amounts. 
Last November some of the model 





This group of children and adults were the nucleus of a model airplane group. 
Samuel Weeden presides at the first meeting held in Chamber of Commerce office. 
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Samuel Weeden, manager of hobbycraft sales, shown in the small department, 
which attracts a lively trade of men as well as boys. 


builders showed an interest in 
forming an organization, so Mr. 
Weeden called a meeting which was 
attended by more than a score of 
adults and children. As a result 
of the meeting the city granted use 
of one of the athletic fields for two 
evenings a week, for actual flying 
of powered models, under the su- 
pervision of Mr. Weeden. 

The Ayres & Galloway store 


plans to sponsor competitive meets 
of model plane fliers, and if it 
proves popular on a small scale the 
firm may ask other merchants or 
the Chamber of Commerce to take 
an interest, and to invite competi- 
tion from various. surrounding 
towns. 

The wholesale cost of the models 
purchased in a year by the Middle- 
town, N. Y., store was $2,500. The 





greater portion of this was pur- 
chased at a discount of better than 
33 1/3 pct and retail sales were bet- 
ter than 50 pct over cost. 

At Christmas time, the model 
section of the store was very active. 
This store devoted half of its main 
floor selling space to toys. It car- 
ries an inventory of about $5,000 
in toys, excluding sleds and wheel 
goods. 


Congress Gets Dealers’ Protests on Price Rules 


The two letters that follow are typical of the letters being written by 
hardware dealers across the nation to their Congressmen. Some of these 
letters were written prior to the isswance of the CPR 7 “relief amendment.” 
The experience of Washington observers is that Congressmen pay a great 
deal of attention to letters from home, especially when ‘they are obviously 
not “form” letters. Some of the letters being written by hardware dealers 
represent the first time they have written their Congressmen. Letting your 
Congressman know how you feel on important subjects is a good idea. Have 


you written yours? 


"Hectic and Chaotic" 


Dear Sen. Holland: 

Referring to OPS-CPR 7, we want 
to emphasize to you that this 
method of controlling prices is so 
hectic and chaotic that it is com- 
pletely impossible for the small 
hardware merchant to comply with 
the regulations, thus placing him 
unavoidably in contempt of the law 
for failing to meet the deadlines 
for filing the list price charts. 

This type of regulation would 
never have happened if OPS had 


102 


replaced its political thinking with 
common sense and its bullheaded- 
ness with reason. Instead, it chose 
to ignore the recommendations of 
its retail hardware advisory com- 
mittee and hundreds of protests 
from dealers throughout the coun- 
try. 

Mr. DiSalle has suggested that 
he is a politician and not an econ- 
omist and so long as he retains 
such an attitude the future of the 
retail merchants is going to be very 
seriously endangered. 

Herein lies an opportunity for 


the Congress to render valuable as- 
sistance to businessmen by setting 
in motion legislation which will 
help relieve business of the shack- 
les and institute instead workable 
methods of control. We hope you 
can see your way clear to give this 
your valuable attention. 

J. W. Vanlandingham 

Bonifay Hardware Co., 


Bonifay, Fla. 
+ + 
"An Impossible Job" 


Dear Mr. Congressman: 

Operating outside the law has 
never been a policy of our family. 
We have always been proud of our 
record of what used to be respected 
as good, solid Americans. 

But we are today making prepa- 
rations to spend some time in jail 
because of failure to comply with 
a useless, unfair, impossible and 
ill-prepared directive issued in a 
poorly disguised attempt to control 
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A Family of Great Products- 


Every One a Vobume Gubler, / 


as pur- De Luxe Household Metal ware is designed Since De Luxe is a complete line — includ- 
er than and built to create customer-satis- ing Colored Ware, Galvanized 
ere bet- factionand goodwill. Heavy - Ware, Tinware, Mop Pails, 
weight materials — care- - Garbage Pails, and Ash 

model fully fabricated and ——? Sy Cans, every need in 

r active. : this field is ade- 
S main ; ‘ quately met under 
It car- —assure the kind of ~~ — ie |S the De Luxe label. 
$5,000 service thatusers like . ey aM a oe kas Ne wonder con- 
wheel —and talk about. : he 0am, sumers everywhere 

~ prefer De Luxe. 


attractively finished 


* 


Weoved MOP PAIL 


Simple Operation 
AORN METALWapy i 
Because De Luxe House- —_—_-- sal eT —and because it is 


hold Metalware is built to available in a truly com- 
please users — because it is Be 4 plete line — De Luxe is a real 
Nationally Advertised in maga- ’ ~~ sales-builder, and a real money- 
ule esi zines reaching millions of readers ; 2 maker, for you! 


Be sure to stock, feature, and sell De Luxe Household Metalware. Talk to your Jobber's Representative about it now. 


SCHLUETER MFG. CO. - ST.LOUIS 7, MO. 
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the Now Bony oar 
Pipe and, Bott Badhing 





The new low-priced, light- 
weight Beaver Model “"E” “junior 
edition” of the heavy-duty Beaver Model A— 
which has, for the past 20 years, been the 
recognized leader in the field of portable pipe 
and bolt machines. 

The Model “E” uses the same dieheads— 
the same dies—the same patented inter- 
changeable wheel-and-roller or knife cutoff 
devices—the same reamer arm and cone— 
as the Models A and B. This will be a great 
advantage to thousands of shops now 
equipped with the Beaver Model A or B be- 
cause it eliminates the necessity of carrying 
in stock duplicate dies and parts—thereby 
preventing endless confusion and needless 
expense. And remember, there are 195 
different kinds and sizes of dies instantly 
available for Models A, B or E. 

Although designed primarily for hardware 
stores and small piping contractors, BIG 
contractors will find the new Model “E” 
useful on jobs requiring extreme portability. 

A pipe machine is no better than the serv- 
ice back of it and our 50 years of experience 
in this field, and our reputation for high 
quality and friendly service, is your best 
guarantee of complete satisfaction. 


is a 


Write for new illustrated operating guide 
entitled ''Operating ‘Hints’ for Your Port- 
able Pipe Machine and Hand Pipe Tools."’ 


BE] 


234-300 DANA AVE. 


ER 


WARREN, OHIO, U.S. A. 
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prices. .., I have reference to OPS 
regulation CPR 7. 

We do not feel that we have been 
picked on. But we do wish to regis- 
ter a complaint at the impossible 
job expected of us “small guys.” 
Our store is not of such size that 
we can afford to hire separate of- 
fice force to prepare the price list- 
ing charts required with CPR 7. 

If the “experts” that wrote this 
directive had ever spent a day in 
a hardware store at this time of 
the year, they would know some- 
thing of the problem that taking 
care of customers in spring and 
summer involves, let alone trying 
to comply with a “clear, simple and 
unambiguous” price law that takes 
20 pages of fine printed instruc- 
tions to explain (and we used that 
word advisedly). 

We have always felt that our 
elected representatives should be 
given the job to handle and if they 
didn’t, our recourse was at the polls. 
But we wish to take this means 
of adding our small voice to the 
dying gasps of a free economy. The 
small businessman, who represents 
an important segment of our free 
economy, is being pushed out by 
directives whose clear attempt 
seems to be to discourage him until 
he quits. 

When or where is this merry-go- 
round of propped up, shaky-pros- 
perity going to end? 

Many thanks for your patience 
and time in listening to my views. 
Yours truly, 

Walter A. Glick, 
Glick’s Hardware 
Lorain, Ohio. 


(Copies of Mr. Glick’s letter were 
sent to Congressman-at-Large George 
Bender, Sen. Taft and Sen. Bricker.) 


+' 
"Extremely Unjust" 


Dear Congressman: 

The businessmen of Chehalis are 
very unhappy and disgusted with 
the present CPR 7. 

We feel the regulation is ex- 
tremely unjust to small retailers. 
The cost in extra help and hours 
needed to comply with the elaborate 
paper work, applications, forms, 
and records is causing a very real 
hardship. It is expected that there 
will be a reduction of taxable in- 
come throughout the retail field 
which will have a material effect on 
the government’s take in income 
taxes. In addition to this, we feel 


the present mandatory mark-up 
system is detrimental to the effi- 
cient operation of a business—it is 

















against sound business practices, 
The procedure for mark-ups as 
outlined will have at least two 
definite ill effects; (a) inferior 
merchandise will be priced equal to 
grade A items of similar nature; 
(b) normal gross profits will begin 
to shrink as a result of this regula- 
tion, particularly Pricing Rule #4. 
The furniture trade, for instance, 
says that gross profits could shrink 
as much as 45 pct the first year. 

We suggest that such complicated 
and difficult regulations be re- 
scinded and a simple and effective 
formula be enacted, such as, all 
business be restricted to their nor- 
mal or historical average percent- 
age of gross profit based on a 
period of the past five years. This 
can be checked by the Treasury De- 
partment and any excess could be 
collected through regular income 
tax channels. 

We request, therefore, that seri- 
ous study be given to changing this 
regulation to a more equitable basis 
for small retail businesses. 

John Nowadnick, president, 
Tom Lebo chairman, Retail 
Trade Committee, 

Chamber of Commerce, 
Chehalis, Wash. 


Editor’s Note: The above letter 
was sent to Senators Mack and 
Magnuson and Representative 
Mack. In forwarding us a copy of 
the letter, A. G. Alrich, secretary 
of the chamber, said, “I have noted 
with interest your editorial “Never 
Have So Few Confused So Many” 
in the May 31 issue. The business- 
men here at Chehalis are in the 
same predicament as those in other 
parts of the country. As a result, 
our Retail Trade Committee, which 
includes five hardware dealers, 
mailed the enclosed letter to our 
congressmen.” 





HARDWARE HUMOR 
By Hardware Age 











“Is your putty nice and fresh?" 
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Chalk Line—Made from a strong fine cotton Braided Cord — A strong cord which will 
yarn but softly twisted to hold chalk. not kink or unravel. Used as Mason's Line, 
Awning Cord, etc. 
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Twisted Mason's Line — Similar to Chalk Venetian Blind Cord—Made of the highest Sash Cord—A remarkably strong, long last- 
Line but put up in connected hanks. Used quality fine plied yarn. This is the best blind ing cord. A tough cord for tough jobs. 
os Chalk Line, Layout Line, etc. ’ cord made. Available in a wide assortment 

of colors. 





Cable Cord. An excellent grade of medium 
laid 8's yarn seine twine. Packaged in a 
transparent Snap-Sack which displays, pro- 
tects and makes each ball immediately 
available. Wrapping twine also available in 


Snap-Sacks. 
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JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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Today's Credit Problems 


Credit plays a vital part in the successful dealer’ s 

activities. Here are some important aspects of 

credit which may not have occurred to you, but 
which are especially significant these days 


By O. H. BERRYMAN 


Assistant Secretary and Credit Manager, 
John Pritzlaff Hardware Company, 
Milwaukee, Wis. 





O. H. BERRYMAN 


Credit is big business. Credit 
is important business. In fact, it 
is so important that the govern- 
ment is employing it as the best 
single medium for controlling infla- 
tion. It is also an important 
weapon in the fight against com- 
munism. 

Credit must be treated with 
respect and with an understanding 
of its power for good if properly 
used, and its power for bad if’ im- 
properly used. Credit is, actually, 
the privilege of using someone 
else’s capital for a specified period 
of time. 

Today, more than at any other 
time, it is important that a retail 
hardware dealer understand how 
credit fits into his store operation. 

The retail dealer is in the middle 
of the credit problem. He obtains 
credit accommodation from his 
wholesale source and extends credit 
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to his retail customers. He thus 
has a double responsibility. 

He has a responsibility to his 
wholesaler to buy intelligently in 
order to keep his inventory in 
proper balance with potential sales. 

He should not impair his own 
credit standing by converting a 
purchase into an automatic loan 
from his wholesale supplier. Par- 
ticularly, he should not take such 
action without consulting with his 
wholesaler and making definite ar- 
rangements that will safeguard his 
credit rather than destroy it. 

The dealer should bear in mind 
that when he obtains open account 
accommodation, that it is because 
his hardware wholesaler’s credit 
executive assures the management 
that the dealer’s word is as good 
as his money for the net period of 
the sale, and that the dealer is 
honest and capable and that he 


can and will pay his bills as 
scheduled. 

When the dealer’s account be- 
comes delinquent, the credit mana- 
ger once more assumes responsi- 
bility to the management for the 
dealer and, above all, reassures 
management that the dealer is a 
customer and friend. He further 
assures them that he believes it 
desirable to assist the dealer in 
solving a temporary problem. 

If you have not always consid- 
ered your wholesaler’s credit execu- 
tive as one of your very good 
friends, consideration of the facts 
just outlined should convince you 
that he is your friend. Consult 
with him. Keep him informed of 
your changing circumstances and 
he can and will help you protect 
your credit. 

One of the most important 
points, from the standpoint of a 
dealer or manufacturer or other 
creditors, is that the debtor should 
contact his creditors very early in 
his period of temporary embarass- 
ment. 

One of the factors that probably 
causes more trouble than any other 
is that so many times a man will 
wait until his problem is practically 
past solution before he calls it to 
the attention of those who could 
help him. Many bankruptcies and 
many arrangements of other kinds 
could be avoided if the debtor would 
contact his creditors early, give 
them full facts and permit them 
to work with him. 

The debtor and the creditor have 
a mutual problem and a mutual 
interest in its solution. They both 
stand to gain or lose, depending 
on how the matter is handled. 
There should be complete confidence 
and full co-operation for the bene- 
fit of both. 

This same situation also works 
in reverse with your own retail 
customers. To your customers, you 
are the credit manager. Regardless 
of how small your organization may 
be, some one person should be dele- 
gated the duty, responsibility and 
authority to pass on credit sales. 
All credit accommodations should 
be referred to that one particular 
person. 

Here, also, the dealer has a re- 
sponsibility to his customers to 
keep their purchases within their 
ability to pay. He should help them 
in times of temporary problems; 
talk it over with them and make 
definite arrangements with them 
since they are his customers and 
his friends. He should help them 
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“Martha 


“When your buyers see MARTHA 
WASHINGTON ...the brand their fam- 
ilies and friends have used for almost a 
hundred years, they’re easier to sell,” says 
a typical MARTHA WASHINGTON 
Dealer. This customer acceptance, coupled 
with highest quality, sensible styling and 
honest prices, make MARTHA WASH- 
INGTON, in ranges and heaters, the 
brand of demand and profitable, too. 


New MARTHA WASHINGTON Range 
and Heater models are sized and priced for 
every family ... modernly designed and 
superbly built. Ask your MARTHA 
WASHINGTON Distributor for profit 
details or write direct. 


GRAY & DUDLEY COMPANY 


Nashville 3, Tennessee 
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THE ROUND CHAIN DEALER SAYS: 











«ee When he 
picked up 
the chain... 


, aN I knew I’d made a sale!’’ 





It’s funny how men like to grab 
a length of chain, look it over and 
sort of fondle it. 9 times out of 10 
they end up by buying. 


That’s why I keep my chain 
stock right out in the open where 
customers can see it—and buy. 


Round Keg-ettes are just about 
perfect for this purpose. They are 
furnished with 9/j¢’, 1/4’, 5/\¢’, 9/¢' 
Proof Coil or BBB Coil Chain. a. 2:0. 


ASSOCIATE CHAIN COMPANIES 


THE BRIDGEPORT CHAIN & MFG. CO. 
Bridgeport, Conn 
THE CLEVELAND CHAIN & MFG. CO. 
Cleveland, Ohio 
OHIO HOIST & MANUFACTURING CO. 
Cleveland, Ohio 
THE PLATING & GALVANIZING CO. 
Cleveland, Ohio 
THE ROUND CHAIN & MFG. CO 
Chicago, Ill 
ROUND CALIFORNIA CHAIN CO. 
So. San Francisco and Los Angeles, Cal 
SEATTLE CHAIN & MFG. CO 
Seattle, Wash. and Portland, Oregon 
SOUTHERN CHAIN & MFG. CO 
Birmingham, Ala 
WOODHOUSE CHAIN WORKS 
Trenton, N. J 
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protect their credit standing and 


thereby strengthen his own. 

The retail dealer should not 
allow his accounts receivable to 
become so large that they impair 
his own credit, as well as that of 
his customer. Nor should he permit 
them to become so large that they 
hinder his buying or cause him to 
lose cash discounts and to pay 
interest. 

The dealer should always keep 
in mind that the most’ expensive 
type of financing he can undertake 
is to borrow from his suppliers by 
the process of permitting his ac- 
count to become delinquent. 

May I repeat what I mentioned 
in a previous article* that “2 pct-10 





*See “Credit Can Be an Open Door 
to Prosperity or Failure,’ HaArp- 
WARE AGE, May 18, 1950, p. 155. 
Data from Commercial Credit Com- 
pany bulletin. 





days, net 30 days, means that the 
seller pays 2 pct to get his money 
20 days before it is due net. And 
2 pet for 20 days is equivalent to 
an interest rate of 37.2 pct per 
annum.” 

No dealer would accept an offer 
of money at an interest rate of 
37.2 pet, but many dealers do pay 


it by losing their discount rather 
than pay 5 or 6 pct at the bank. 

In view of the uncertainties 
facing the near future, it is es- 
pecially important that dealers 
understand: thoroughly how credit 
operates and how they can protect 
their own credit standing. 





Credit Guides 


For dealers interested in 
a better understanding of 
credit, the following articles, 
previously published in HARD- 
WARE AGE, contain much help- 
ful, practical information on 
the subject. Tear sheets of 
these articles will be sent on 
request as long as the supply 
lasts. The articles are: 

“Common Sense Credit,’ 
HARDWARE AGE, Jan. 11, 1951, 
p. 112. ° 

“Credit and _ Collection 
Methods,” a three-part article 
beginning in HARDWARE AGE 
issue of Feb. 8, 1951, p. 73. 

“Credit Can Be an Open 
Door to Prosperity or Fail- 
ure,”” HARDWARE AGE, May 18, 
1950, p. 115. 














Women Shoppers Like This Display 


By devoting one side of a large 
island entirely to breadboxes, can- 
ister sets and related goods, Moline 
Hardware, 1414 N. Main St., Rock- 
ford, Ill., obtained a good increase 
in sales of these lines. Many im- 
pulse sales result from this display, 
as it is a setup that attracts many 


women shoppers who browse in the 
housewares department after mak- 
ing purchases for which they spe- 
cifically entered the store. Mer- 
chandise from this display is in 
heavy demand for showers, anni- 
versaries, parties, and other gift 
occasions. 





Many a woman stops here, looks and makes a purchase. 
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Bicycle Sales Plan Puts 
Emphasis on Youth Appeal 


(Continued from page 81) 


features. To show prospective cus- 
tomers the difference between a 
“price” bicycle and a quality brand, 
the Deckers carry a model of the 
former. The brothers will sell it 
to a customer if the customer in- 
sists but they first never neglect 
to demonstrate the difference in 
value by pointing to the width of 
fenders, and such features as built- 
in locks, better tires, and many 
others. 

The store’s full line of parts and 
supplies serve the same purpose. 
Using tires as an example, the 
Deckers can point to the tires on 
their spare bicycle tire rack and 
illustrate the difference between 
the ones on the “price” bicycle and 
those on the quality brand model. 


Two Spring Promotions 


The Decker brothers time two | 
major wheel goods promotions: in | 


spring before school lets out, when 
children will have more time to 
enjoy bicycles, and before school 
starts, as a means of transporta- 
tion. They also run “Safety First” 
repair ads in the spring and fall. 
This steps up their repair volume. 

Wheel goods, toys and hardware 
sales are promoted by a consistent 
advertising program which includes 
the use of small classified ads in 
school newspapers and periodicals. 
At least once a year, the Deckers 
mail 500 mimeographed penny post 
cards to rural boxholders. These 
advertise specials on used wheel 
goods. 

In the spring, the store’s trading 
area is covered by 5,000 circulars 
obtained through their wholesalers 
and in the fall, the firm distributes 
3,000 Toy Yearbooks. The Deckers’ 
goal is to stay within an adver- 
tising budget of 2 pct of the gross 
but rising costs in advertising line- 
age make it difficult to keep to the 
budget. 


In addition to stocking full lines 
of bicycle and tricycle parts and 


even tricycle tires the year around, | 


the Decker Hardware also has on 
display an excellent selection of 
toys during the full year. Even in 


the summer months, toys occupy | 


a 16-ft wall display area. 


The firm built its toy sales by 
promoting, among parents and 
teachers, the idea that the right 
toy, for the proper age, serves 
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No three women agree on— 
WHAT’S THE BEST BUY 
IN ELECTRIC RANGES?..... but everybody 


agrees 
that 
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HEILINER SCRAPER 


OUTSTANDING VALUES 
>, IN THE 













Fair Trade Price $15.95 
11 Western States $16.75 


This authorized 
working model of 
the famous Heil earth 
mover scoops up, hauls away and 
dumps earth, tows other toys or can be 
towed. Red baked enamel finish. 
28" long, 12!/2 lbs. 


Authorized copy of Ameri- 
can-LaFrance Aerial 
Ladder. 42” aerial ladder 
on a swivel base. Two 
extra ladders. Knee- 
action front wheefs 
steer. Heavy gauge 
steel and aluminum 
construction. Fire- 
engine red baked 
enamel finish, 
stainless 
steel trim. 
Famous 
make rubber 
tires. 33" Gar 
long; 11 lbs. 
Foir Trade Price $15.95 


Model DUMP TRUCK 


Fair Trade Price $13.95 
Ss 11 Western States $14.75 
with detachable tractor for towing 
other Model Toys! 


Sturdy steel authorized copy of 
Euclid Bottom-Dump Truck. Hopper 
bottom opens by lever; universal- 
type coupling between tractor and 
trailer; knee-action front wheels steer; 





Model 


as 


Rugged all-steel authorized copy of 
the giant Adams Diesel Road Grader. 
Adjustable scraper blade; knee-ac- 
tion wheels; steering wheel steers; 
famous-make rubber tires. Yellow 
enamel finish. 26” long; 14 lbs. 


11 Western States $16.75 


Foir Trade Price $13.95 .11 Western States $14.75 


(Mlode] ) CRANE 






Fair Trade Price $13.95 
11 Western States $14.75 


Cargo hook and 
clam shell fur- 





famous-make rubber tires; orange 


nished. Cok enamel finish; 27” long; 11 lbs. 


swings in 360° 
circle. Lifts 
| more weight than any comparable 
toy. Authorized copy of Unit Mobile 
Crane. All-steel. Famous-make rub- 
| ber tires. Orange enamel finish. 11!/2” 
long; 1914" boom; 7 lbs. 















THE CHAS. WM. DOEPKE MFG. CO., Inc., ROSSMOYNE, OHIO 
B Mee Every Model Toy you sell helps you sell another! 





it happens all the time. Once a man uses a 
Griffin Hack Saw Blade, he comes back for more. 
When they keep coming back — you've got your- 
self a satisfied customer. 











Long Lasting Sharpness is one 
good reason why Griffin 
blades make for happy cus- 
tomers. Griffin does produce 
good blades — they've been 
making the highest quality 
saw blades since 1880. Ask 
your jobber or write us — 


ge 
w BIO 


Display packed 
at no extra charge. 


G.W. GRIFFIN CO. 
Franklin, New Hampshire 


General Sales Agent 
JOHN H. GRAHAM & CO., INC. 
105 DUANE ST. «© NEW YORK 8, N. Y. 





Wendell Decker, left, and Lowell Decker maintain a repair and parts shop for scooters 
and bicycles. This keeps a full time mechanic busy and pulls traffic to the store. 





an important educational function. 
And they sell the kind of toys that 
children can use and enjoy for 
many years. The result of this 
continuous process of educating 
parents to buy the right toy is pay- 
ing off in greater sales of good toys 
for birthdays and other occasions. 
The program has also served as the 
springboard for bigger toy sales 
during the holiday seasons. 

The Deckers have laid out their 
34 by 100 ft store in an interesting 
manner. On one side are display 
tables ranging down the length, 
while on the other side is a large 
open area for displays of wheel 
goods, power and hand mowers and 


other items that need large space. 

The approximate dimensions of 
how the Decker store is divided 
into merchandise display sections 
is as follows: paints, a 16 ft wall 
section; toys, 16 ft; sporting goods, 
16 ft; outing supplies, 8 ft; gas 
heaters and air conditioners, 16 ft; 
garden and steel goods, 8 ft; nails 
and bolts, 16 ft; carpenter tools, 
16 ft, and building supplies, 8 ft. 

Plumbing fittings, electric sup- 
plies and small garden items each 
get a 9-ft display table while house- 
wares and household items are dis- 
played on three, 9-ft tables. Elec- 
tric housewares are shown in an 8- 
ft display section. 








* USED TRANSPORTATION * 


DON'T WALK: BUY ON EASY BUDGET PLAN NOW. 
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1945 MODEL CUSHMAN SCOOTER $ 74.50 
1949 MODEL CUSHMAN SCOOTER 194.00 
1949 MODEL SAPTICYCLE (LIKE NEW) 89.50 
1948 MODEL WHIZZER MOTOR ONLY 59.50 
1947 MODEL WHIZZER MOTOR & BIKE 79.50 
1948 MODEL WHIZZER & BIKE 99.50 
RE-~BUILT = RE-PAINTED BICYCLES 29.50 


WE HAVE COMPLFTE SHOP FOR PARTS & SERVICE 


DECKER HARDWARE & AUTO SUPPLY 
221 SOUTH MAIN STREET 
LAS CRUCES, NEW MEXICO 








Five hundred mimeographed post cards such as this are mailed to rural box 
holders and succeed in disposing of reconditioned trade-in wheel goods. 
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The locks preferred 
by better craftsmen! 


There's a Corbin lock for every cabinet 
purpose. And sales figures show that 
amateur and professional craftsmen 
who take the most pride in their work 
prefer to “lock up” their jobs with 
locks of Corbin quality! 


CABINET LOCKS 


CORBIN CABINET LOCK Division 


The American Hardware Corporation 
New Britain, Conn. 
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You'll make more profit from your 
sales of cabinet locks if you sell 
CORBIN Cabinet Locks. Your Corbin 
jobber will be glad to suggest a 
minimum stock that enables you to 
satisfy every demand.: 








Here’s outstanding value 
not overlooked by any of 
your customers. 


New round pattern ham- 
mers in a range of sizes 
from 4 ounces to 2 pounds 
... quality throughout, 
regardless of the price. 


Perfect balance. Special 
hammer steel and long 
white lacquered hickory 
handles. In japanned fin- 
ish, polished face and pein. 


FOR VALUE “"VAL-CHECK” 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street * Cleveland 4, Ohio 


VLCHEK 


COMPLETE LINE OF 


HIGH-GRADE FORGED TOOLS 
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Home Built Tool Rack Boosts Sales 





Loren D. Pedrick, manager, points to the quickly adjustable tool display. 


Flexibility and color are two out- 
standing features of this tool rack 
built by the store staff of Farmers 
Hardware, 1402 S. Central Ave., 
Phoenix, Ariz., at a cost of $200. 
The back, ends and a panei base, set 
at an angle, were made of metal 
lace into which tool rack pegs may 
be adjusted to fit any display. 
Painted a dusty rose and with good 
lighting under the unit’s top this 


tool display is 14 ft long and the 
base is 26 in. deep. 

Adjustable pegs used to hold 
tools on the four display surfaces 
are also the means of holding glass 
partitions in place on the base 
panel. Chisels, files and rules are 
among the items featured on the 
tilted base panel. The saw rack, 
which is a part of the display, was 
built to show 25 saws. 





Spring in February 





ie iid oo + 








February display of lawn mowers, both power and hand models, at Krueger Hardware, 
Janesville, Wis., gave homeowners an early start in spring buying. Lawn seed, small bags of 
fertilizer and even roller skates were used to create the spring atmosphere of this window. 
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Yes, that’s what happened. The unusually desirable merchandising 
material we used for promotion of Sargent Golden Cutter Planes, 
plus national ads in Popular Mechanics, Popular Homecraft, the 
Home Craftsman and The Carpenter, have resulted in another 
successful merchandising campaign. Right from the start it has 
been plain sailing to make plane sales. But we couldn’t have done 
it without your help. Thanks to thousands of hardware dealers 
everywhere! 

Of course, you will want to take advantage of the big consumer 
demand bui!t up by this promotion. Climb on the bandwagon and 
order more Golden Cutter Planes. There is plenty of promotion 
material available to keep your sales going over the top with 
Sargent Planes. Order now from your jobber. 













~~ 


4 TL 






Ask your supplier or write us 
for full information, Dept. 1F 


Sargent and Company 


New York NEW HAVEN, CONN. Chicago 
Builders Hardware and Fine Tools since 1864 
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There's Nothing 
“Old Hat" 
About Us! 
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Your profits go up ? 
when you sell this 
RIGEID self-contained 
die stock 
store 


SOUTHERN | = 
WOOD 
SCREWS 


keep ahead of the industry 


Everything at Southern is completely up to the minute. 
Southern wood screws are made in a thoroughly modern 
plant, of the finest materials available, with the very latest 
types of machinery. But that’s not all! 


Our production engineers have developed a unique in- il 
spection routine that assures perfect uniformity in every 
box of wood screws that leaves our factory . .. an ex- 
clusive Southern service to you. And our packaging people 
were the first to pack bulk screws in sealed cans for your 
protection and convenience. 


Right Here is the 
simple device that 
makes 65R auto- 
matically JAM- 


PROOF. Yes ... you can look to Southern for progressive planning 
and manufacturing. For we believe in keeping ahead of 
@ Your customers like this 65R because they don’t have | our industry, in order to provide you with the very best 


wood screws that current conditions make it possible to 


to watch it—lead screw can’t jam on workholder. New | produce. 


jam-proof drive plate automatically kicks out driving | 


ratchet pawl when standard length thread is cut. You | Write today for the Southern catalogue. 


sell new type drive plates to convert recent model 65R’s. | FACTORY WAREHOUSES 

Perfect threads on 1”’ to 2” pipe with one set of 4 high- | 4100 Dell Ave. 325 W. Ohio St. 
speed steel dies—sets to pipe size in 10 seconds, mistake- ia ditties aa Fes —— ey — 
proof self-centering workholder sets instantly. Cash in Atlanta, Georgia 


on the new jam-proof RIFZQ0ID 65R—order today! 


lene SOUTHERN 


SCREW COMPANY 
104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


nS he << - 
re Work-Saver Pipe Tools * @ CO) Co) +) +) ©) 
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Display's the Thing That Sells Fishing Tackle 














The Sparks & Jordan Hardware, being a suburban Tampa, Fla., store Pw the advantage 
of plenty of parking space. Store ads constantly plug the parking facilities. 


With fishing a year-’round sport 
in Florida, it’s only natural that the 
Sparks & Jordan Hardware Co., 
Tampa, display its tackle lines to 
focus a maximum attention on 
their completeness. One of the 
store’s displays is a “special’— 
which was built to its own speci- 
fications. 

This display is a circular fixture 
for fishing rods. Its base is a large 


wooden drum, 2 ft high and cov- | 


ered with aluminum. In the center 
is a tall upright steel rod. To the 
top and bottom are _ fastened 
circles of piping. The rods are sup- 
ported in an upright position by 
these circles. 


The display is placed in the cen- | 


ter of the store and a fisherman, 
just by walking around it, can 
quickly make a selection. 





HARDWARE HUMOR 
By Hardware Age 




















"Now that's a set | think you will particularly like.” 
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PROFIT at a 
POPULAR PRICE 





No. 74 
WELL CONSTRUCTED 
and 
ATTRACTIVELY 
FINISHED 











No. 78 and 178 


Write to us today for our new 
jobber catalog pages illustrating 
the complete line of CHAMPION 
Screen Hardware. 


The 
TPIAWIMUAM ALITA ALIAS 





GENEVA. OnLO 











WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 
nient installation in small spaces. 
Pumps are gray iron with stainless 
steel piston rods, brass cylinder 
sleeves, sintered bronze bearings, 
and have built-in relief valves. 
Models are interchangeable except 
for the plunger and cylinder body. 





All interior parts are accessible 
for minor overhaul. Red Jacket 
Mfg. Co., Davenport, Iowa. 





Flush Access Panel 


This all-steel flush access panel 
has a frame of 16 gage steel, 
formed to provide a plaster lock, 
and a 14 gage steel door, with spe- 
cially designed reinforcing shape 
welded to the hinge side, which 
also serves as the housing for 
hinge pivot pins. There is full 150 
deg. door opening with no interior 
obstructions, and a Knapplok de- 
vice for positive locking and self 
opening. Standard sizes run from 
a wall opening of 8%4x8%% in. to 
2434x36%% in. Knapp Bros. Mfg. 
Co., Cincinnati 36, Ohio. 





Pleating Tape 


Pleatmaster Tape is a new prod- 
uct designed for use with Pleat- 
master Drapery Pleaters. The tape 





is cotton that has been sewn ac- 
curately to accommodate the arms 
of the Pleaters in individual pock- 
ets. By sewing the tape to material 
and slipping in the Pleaters, cur- 
tains or drapes are easily made. 
Tape retails at 39¢ a yard, 50 yards 
inaroll. H. L. Judd Co., Walling- 
ford, Conn. 


Perimeter Registers 


This perimeter diffuser is a long, 
narrow register with adjustable 
fins that guide warm air and give 
a flat pattern of air, which blankets 
large windows and cold outside 
walls. Vanes can be adjusted on 





the job for any desired air pat- 
tern, and there is an adjustable 
damper for balancing heating sys- 
tems. It is of heavy construction 
and available in oak or metalescent 
finishes. Air Control Products, 
Inc., Coopersville, Mich. 


Baby Stroller 


This baby stroller, called Stroll- 
N-Strut, has a chrome pusher and 
also serves as a baby’ walker, 
folding down compactly for easy 
storage. The seat is laminated 
hardwood bound in contrasting 





colors, with colored beads on the 
tray. There is a tubular type gear 
with a chrome tubular body rail, 
and bumpers are rubber covered. 
Wheels are oil-cushioned, noiseless 
bearing, disc wheel type. O. W. 
Siebert Co., Gardner, Mass. 


Little League Ball 


Little League Baseball rules have 
been finally published in full. The 
book contains 72 pages of rules and 
illustrations so written as to be 
clear for the average youngster. 
With each rule, the book offers a 
specific problem to illustrate the 
rule. The Little League Rule book 
is available at 10¢ each. Hillerich 
& Bradsby Co., Louisville, Ky. 





Night Light 

This night lighting unit, called 
Glo-Ray, uses a 15 or 25 watt 
frosted incandescent lamp, and 
four knockouts are provided for in- 
sertion of feed wires. The 4x6 in. 
lamp housing is finished in black 
enamel and needs 3 in. recessing 
depth. Zinc plated cover may be 
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1 The Russwin Tubular Keynob Lockset has the famous 
Russwin 5 pin Ball-Bearing Cylinder . . . unmatched for ease 
of operation and long life. 2 No other tubular lock has the 
simple rack and pinion construction . . . extra rugged, trouble- 
free. 3 A special auxiliary latch, deadlocks latch bolt... 
prevents manipulation when door is closed. 4 No key operation 
required to lock door when leaving . .. simply operate locking 
lever. 5 Keynob reversible for any hand of door. 

6 Removable cylinder for keying. 7 Needs only two easy-to- 
bore holes for quick installation. Two machine screws on 

inside of door hold entire assembly rigidly in place. 

The extra-quality features of the Russwin Keynob practically 
sell the lock for you. There’s a Russwin Tubular lock and 
latch for every door in the house. Send for folder. 

Russell & Erwin Division, The American Hardware Corp., 
New Britain, Connecticut. 


Russwin dealers always have the edge 














The Original 
Automatic Grip 


SCREWDRIVERS. 


... backed by inviting 
displays, substantial 
national advertising, 
outstanding features, 
and unsurpassed 

quality—Hold-E-Zees 















ORDER 


move steadily THRU 
from your shelve YOUR 
oe _— JOBBERI 


each sale creat- 
ing a satisfied 
customer. 


TYPES OF 
| RECESSED 
§ HEAD SCREWS 





UPSON BROS., INC. 
ROCHESTER 14, N. Y. 











finished in the color of the wall. 
The shutter arrangement controls 
the amount of light permitted to 
pass through the cover glass. Curtis 
Lighting, Inc., Dept. 585, 6135 W. 
65th St., Chicago 38, Ill. 





Discount Calculator 


This handy discount calculator 
provides a simple, quick method of 
figuring discounts or selling prices. 
Figures are worked out on the 
basis of all the common and com- 
bined discounts ranging from 25 
pet to 50-100 pct. Net costs after 
discounts and selling price after 
profit mark-up can be determined. 









pecaney AND paorit cwart 
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i muy be obuuned by mov- 
ie oe nap of lin price - 
corresponding set price, tome 
may hg hg as $22.9, $225, 

$225.00 etc, 


This calculator is available free to 
those requesting it on their letter- 
head. Ajax Hardware Mfg. Corp., 
4351 Valley Blvd., Los Angeles 32, 
Calif. 


Squirrel Calling Record 


This new squirrel calling record, 
S-104, gives clear directions for 
the use of a squirrel call. It is 
for beginning or expert hunters. 
Retail $2.50. Philip S. Olt Co., 
Pekin, III. 





Flush Latch 


This new Hartwell self-closing 
flush latch, H-4000, enables a door 
to be shut and latched by pushing 
it closed without actually touching 
the latch. The operator can check 
for bolt engagement as the latch 
handle must return to flush posi- 
tion if the bolt has made full en- 





gagement. It is available in many 
trigger and bolt offsets for use 
with access and door panels of al- 
most any thickness. A new cata- 
log describing this latch is avail- 
able. Hartwell Engineering Co., 
3417 Grenshaw Blvd., Los Angeles 
16, Calif. 


Bicycle Hitch 

This new aluminum bicycle hitch 
comes in two models. Bike-Hitch, 
retailing for $1.98, bolts to the rear 





fender and axle of the bicycle to 
distribute wagon weight. Trike- 
Hitch, retailing for 98¢, fastens to 
the rear vertical tricycle bar with 
adjustable straps. Hitch lugs allow 
full swivel action and _ prevent 
wagon handle from disengaging 
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producing easier-to-handle, easier-to-stock, 
easier-to-sell Pipe Fittings 
















From the founding of the Company in 1901 until the present time, Grabler facilities 


have been devoted to one principle—to give you better fittings in y 





easier-to-stock containers and at the most convenient place of 
purchase — your wholesaler. @ Proof of the earnest effort with which 
this principle has been pursued are such outstanding achievements 
as the development of the first trussed malleable fittings; production 
of the first lightweight, faster heating, faster cooling copper tube 


fittings; the first to distribute pipe fittings in correctly 










proportioned packages; and the establishment of warchouses which 
have greatly reduced inconvenience and the cost of handling pipe 
¥ fittings for all. e Today, Grabler is recognized 
7 Bas the ne producer of malleable pipe 


fittings. More than 1,200 employees are 






engaged in producing a full line of easy- 
to-sell Square “Gee” products — including AAR Fittings, Unions, 
Rail Fittings, Cast Iron Steam and Drainage Fittings, Patented Drainage 

Fittings, Steel Pipe Nipples, Copper Tube Solder-Joint Fittings and Pipe 
Hangers—but the quest for ways of bettering the handling, 





stocking and over-the-counter sales of pipe fittings goes on. 


Seneca OT — a. 
THE GRABLER MANUFACTURING CO. G R 
6565 BROADWAY °¢ CLEVELAND 5, OHIO A 











WAREHOUSES: New York « Chicago » Atlanta * Philadelphia + Pittsburgh 


SOk Anniversary : 
Los Angeles » San Francisco + Denver * Dallas + St. Lovis + Minneapolis 






Tank 


Y | CLE F 
is tran 
DAIS NE WEE 
C STER while in motion. A red reflector on Imported Flashlight 
A S$ Bike-Hitch serves as a safety warn- a sat 
ing. Kar-Lin Co., 7101 Oliver Ave. . This Philips batteryless Rar 
QUALITY AT So., Minneapolis 19, Minn. light, of Dutch make, is 3%8 in. 


long, has an unbreakable lens, and 
POPULAR PRICES 



























These are days when Power Mower 
it pays to have quality ; ; 
imine 66 tate: This’ new Model 16G gasoline 
DAISy| Powered lawn mower cuts a full 


able prices. stele 7 - 
16-in. swath with height adjust- 


Furniture Casters an- 
swer this need. 











DAISY Casters are well by fo 
made of quality ma- guara 
terials. Mass production instal 
on automatic ma- water 
chines permits pop- and l 
ular, low retail ea y 
prices. is encased in a strong polished alu- pont 
Stock the complete minum case. A dynamo, operated 
DAISY line of furni- by a hand lever, throws a bright 
y ture casters. and wide-angle ray of light. Retail: Safe 
<ul? $4.95. Walter F. Martini, 2 & 4 A 
SCHACHT RUBBER MFG. CO. Stone St., New York City 4. mode 
DEPT. H HUNTINGTON, IND. safet 
ments from % to 3% in. Power is —— Safe’ 
supplied by a 1.2 h.p. gas engine, is pu 
and the rust-proof cast aluminum Spark Plug intensifier the | 
high strength alloy chassis has a ‘ é : a fei 
removable front guard. Handle is This new Sports-Craft Sure Fire — a 
adjustable. This mower has four-  $Park plug intensifier can be used seaal 
wheel mounting, and weighs 39 Ibs. on outboard motors or any two- ane 
Sensation Mower, Inc., Ralston, cycle engine when oil is mixed with gree 


Neb. gasoline. It multiplies heat of 
spark, burns excess gasoline and 
oil off the plug points, and elimi- 
nates plug fouling. It can also be 

— used on gasoline powered lawn 
Picnic Ensemble mowers, generators, and compres- 
Six plastic cups, tumblers, plates, sors. Units of 24 or 12 come 
and bowls make up this attractive mounted on a two-color dispenser 
picnic ensemble, which comes in a card. List price is 75¢ each, $18.00 
for 24, or $9.00 for 12 per card. 
Wahl Products, Inc., 600 Randall 
St., Eau Clair, Wis. 





INSTRUCTIONS i 





Pump Leathers 


All Simplex pump leathers are size- 











marked at the factory. The customer i blac 
knows he is getting the size he asks i " ac 
for. You know you are giving him SuTsoane MOTORS Mf. 
the size he asks for — without meas- 7 aes = 
uring. 4 COMPRESSORS dal 
2 ) LAWN MOWERS 
Increase customer satisfaction — + a — — 
prevent mistakes and exchanges. Soar Si 
Specify high-quality ‘Simplex*’ ) 
Ask your jobber or write 
us for price list compact traveling case. Utensils ma 
are unbreakable and easily cleaned, sqt 
and come in a variety of gay colors. str 
MANUFACTURING CO., INC. Retail: between $10 and $12. Plas- dot 
AUBURN, N.Y. ties, Inc., St. Paul, Minn. Se 
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Tank Float 


This new water closet tank float 
is translucent white plastic, which 


will not corrode and is unaffected 





by foreign water content. It is 
guaranteed leak-proof, and may be 
installed without consideration of 
water condition. The float is large 
and light, and comes packaged in 
an individual display carton. Amer- 
line Co., 1753 N. Honore St., Chi- 
cago 22, IIl. 





Safety Ashtray 


A cast metal bridge spanning a 
modern type ceramic tray is the 
safety feature of the DeLighter 
Safety Ashtray. When a cigarette 
is put in one of the three holes in 
the bridge, it will go out safely in 
a few seconds without odor, smoke, 
or excessive ash deposits. The ash 
receiver tray is available in blue, 
green, chartreuse, yellow, and 





black. Standard metal bridge has 
a chrome plated finish. DeLighter 
Mfg. Co., 1603 Victory Blvd., Glen- 
dale 1, Calif. 





Sideline Parka 


This No. 149 Sideline Parka is 
made purposely to meet football 
squad requirements, and is made of 
strong vat-dyed rubberized fabric 
doubled to blanket lining material. 
Seams are double stitched, and rag- 
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@ Brushes 


Come and see us 
at the Show 


| > Booths 
; | ' 371-373 





America’s 

best known name 
in high-quality 
household brushes. 












sell ,~ Brushes 


KELLOGG BRUSH MFG. COMPANY 
WESTFIELD, MASS. 





McKINNEY 


MANUFACTURING COMPANY 


1400 Metropolitan St., Pittsburgh 33, Pa. 


IWHAT’S NEW 


~ 


lan shoulders are fully cut. The 
parka skirt is full, and there are 
nickeled, rust-proof buckles in front 
and large slash pockets placed high 
for accessibility. There is also a 
No. 150 Sideline Cape, made of the 
same material, which fastens at 
the neck. Hodgman Rubber Co.., 
Framingham, Mass. 


Strapping Tool 


This No. 120 Steelbinder tool 
was designed for pulling steel 
strapping of %, %, %, or % in. 
tight around any size or shape ob- 
ject. It does not cut off surplus 
strap as part of its binding action 


and places no wedge between the 
strap and the object tied. It is 
adapted to close-quarter work with 
shortened handles. Tool is com- 
pact enough to put into a pocket 
when not in use. A. J. Gerrard & 
Co., 1950 Hawthorne Ave., Melrose 
Park, IIl. 


Paint Remover Line 


Under the Klean Strip paint re- 
mover label a new line includes 
Heavy-Bodied Klean Strip, Strip-X 
paint and varnish removers, Metal 
Treat Concentrate, and Coppo Pre- 
servatives. Heavy bodied Klean 
Strip is a semi-paste, flush-type 
remover, especially useful on 
rounded, vertical and overhead sur- 
faces. Strip-X is a flammable-type 
remover, requiring no after - wash 
or neutralizing. Metal Treat Con- 
centrate, used diluted, is for better 
paint adhesion, and prevents rust- 
ing of unpainted metals. Used 
strong it removes deposits of rust 
and corrosion. Coppo inhibits and 
prevents rot, mildew and termites. 
W. M. Barr & Co., 2336 So. Lauder- 
dale St., Memphis 6, Tenn. 
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Rotary Lawn Mower 


This 30 in. gasoline rotary 
mower, Model 420C, has a 2 hp. 
four cycle engine. A side trimmer 








unit permits cutting to within 1% 
in. of the outside measurements of 
the sides and 1 in. in front. Cutting 
height adjustments are from 1% 
in. to 3 in. Cutting blade is fully 
guarded, and the mower has a 
crinkle green finish. Grind-a-leaf 
attachment, available in the fall, 
pulverizes leaves and deposits them 
evenly over the ground. Bolens 
Products Div., Food Machinery & 
Chemical Corp., Port Washington, 
Wis. 





Window Wiper 


The new Forway Window 
Squeegee is made with brass plated 
handles and a solid steel rod in the 
rubber channel. A few turns sepa- 
rate the handle for a quick change | 
of the blade. Each of the double | 
edges of the Squeegee is v-shaped, 
and the steel core insures the blade 
holding its shape while maintain- 
ing flexibility. Available in 8, 10, 
12, 14, 16, and 18 in. sizes. For- 
way Products Mfg. Co., 47 Bond | 
St., New York City 12. 


Toy Make-Up Kit 

This toy make-up kit, called Jean | 
Darling Make-up Kit, contains real | 
bubble bath and toilet water, a | 
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TRIPLEX threaded fasteners have long been given preference by 
builders of heavy equipment. This preference is due primarily to 
TRIPLEX toughness that assures maximum holding power. TRIPLEX 
customers, of course, also like the free running threads and neat 
fitting heads, but toughness for holding power comes first. That is 
the principal thing we have to sell and the prime reason why so 
many builders of heavy equipment use TRIPLEX threaded fasteners 
wherever possible. Write for catalog. 


“/ée TRIPLEX SCREW Company 


5317 GRANT AVENUE CLEVELAND 5, OHIO 


BOLTS, 


CAP AND SET SCREWS 


A WISE CHOICE FOR HEAVY EQUIPMENT 


NUTS AND RIVETS 
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McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 

















ONE-PIECE 
&-Z cuP HOOKS 


Smartly Styled! Well-Shaped! 


Keep a good stock on hand—customers buy 
7em in dozens for kitchens, closets, curtains, 
bathrooms! Durable zinc alloy in nickel and 
brass finish. Packed one gross to a box. 
Have you an ample stock of GRC Wing 
Nuts? Fast-sellers because GRC’s special 
facilities turn them out at a lower price! 


Jobbers: Write today for samples and 
catalog sheets. GRC informative catalog 
sheets show clear prices—clear discounts! 


GRIES REPRODUCER CORP. 


789 East 132nd St., New York 54, N.Y. © MO 9-2476 
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WHAT'S NEW 








plastic compact, rouge case and lip- 
stick case, all with simulated make- 
up inserts. A face is included in 
the kit so that children can practise 
with the make-up. Standard Toy- 
kraft Products, Inc., 95 Lorimer 
St., Brooklyn 6, N. Y. 





Standard Signs 


Reflecting signs for use indoors 
or out are displayed on this attrac- 
tive board. The 914x35% in. stand- 
ard signs come in about 60 varie- 
ties, red and maroon, and special 
sizes, designs and colors can be 
ordered. The 11x15 in. display is 
offered free with Assortment No. 
10, consisting of 60 signs, with 
selection allowing up to 10 different 





kinds of signs. Retail price for the 
assortment is $15.00. Hy-Ko Prod- 
ucts Co., 1260 W. Fourth St., Cleve- 
land 13, Ohio. 





Fire and Mothproofer 


An item appearing on page 13 of 
the May 31, 1951, issue of HARD- 
WARE AGE, concerning Cedar-Lux, 
a product of Cedar-Lux Products 
Co., 703 Main St., Kansas City, 
Mo., incorrectly listed a_ retail 
price of $5.96 for the five-pound 
can. This should have been $6.95. 
The price of the ten-pound can was 
correctly listed as $12.95. With 
each case of six five-pound cans of 
Cedar-Lux, a four-color counter 
display, window streamers, dealer 
circular helps, and other sales ma- 





terial are available. 


New Freezer 


This new, F-1130 space-saver 
freezer will provide more than 13 
cu. ft. of capacity in a 55-in. 





cabinet, and will store over 450 lbs. 
of frozen foods. Zero temperature 
is maintained in the storage com- 
partment, adjustable down to —10 
deg.; and —4 deg., adjustable down 
to —14 deg., is maintained in the 
quick-freeze section. There are 
two Unichrome wire baskets, plus 
the handy Port-A-Tray, a shallow 
tray, for extra shelf storage. The 
grill is satin chrome, and there is 
an ebony collar and gasket. Retail: 
$439.95. The Coolerator Co., Du- 
luth 1, Minn. 





Plastic Lazy Susan 


This No. 600 plastic Lazy Susan 
is a full 17 in. in diameter with 
easily removable dishes for indi- 
vidual serving. An addition to the 
Superlon line, it is available in 
chartreuse and forest greeri. Each 
set is individually boxed in a 
decorated carton. Suggested re- 
tail: $3.95. Superior Plastics Div., 
Commonwealth Plastics Inc., 412- 
430 N. Oakley Blvd., Chicago 12, Ill. 
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Power Saw 

A depth-bevel-rip gage is a fea- 
ture of this new Arco-Saw, Model 
No. 445. The depth gage has 





graduated adjustment from 9 to 
14%, in. depth; the bevel gage has 
graduated adjustment from 0 to 
45 deg.; and the visual guide has 
sideways adjustment. It will con- 
vert any 4% or *% in. electric drill 
into a portable saw, has a right 
angle gear drive, and goes through 
a cut of 1% in. or 2x4 by turning 
the wood. A 4-in. Hycarbon cross- 
cut blade comes with the saw, re- 
tailing at $11.50. Arrow Metal 
Products Co., 140 W. Broadway, 
New York City 13. 





Christmas Tree Lamp 


This revolving tree-shaped 
Christmas tree lamp, called Merrie, 
Merrie Christmas Tree Lamp, 
plugs in to any 110-120V_ socket. 


AMERICA’S SMARTEST DEALERS 


Sell SPOT 
Sash CORD 


Y. IT’S SOLID 
BRAIDED 


ee} gfe). | 


MINIMUM 
STRETCH 
ASSURING 
LASTING 
BALANCE 


EXTRA STRONG 
AND SMOOTH 
FOR NOISELESS 
OPERATION 











SPOT SASH 
CORD will 
catch every 
customer 
with an eye 
for value! 


Ve ¢ 
¢ > < 


Ml 


« Easily 
» by the colored spots . . . 





identified... 
our trade mark. 







What should you recommend when your 
customers want a strong, job-tested sash cord 
for new installations and replacements? What 


else but . . . SPOT Sash Cord. 


YOUR JOBBER HAS SPOT SASH CORD 


Your jobber also carries the complete 


Samson line. 
Phoenix and Aetna sash cords; Whale, solid 
braided cotton clothes line; Tite-Rope, wire- 


centre, plastic-coated clothes line; venetian 








ie * - " 


Inside illumination brings out the 
silver sparkles adhered to the out- 
side surface of the branches. It 
comes in red, green, blue and white, 
161% in. high by 9 in. diameter, or 
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blind, awning and marine cords; and other 
small lines. 


Samoon sn Sameoon 


CORDAGE WORKS 
Boston 10, Mass. 
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You con do a lof 























GOLD SEAL TAPE 


Gold Seal Tape moves fast without 
a lot of sales-talk. Users know it 
goes further because there’s less 
waste. It sticks tight, produces more 
joints per roll. Features like these 
mean satisfied customers, and satis- 
fied customers mean repeat busi- 
ness ... more sales and profits for 
you. Packaged in single rolls and 
10-roll containers. Jenkins Bros. 
(Rubber Div.), 100 Park Ave., 
New York 17, N. Y. 








WHAT’S NEW 








29 in. high by 16 in. diameter. 
Special 1000 hour colored lamp bulb 
and 6-ft. cord are included with 
each tree. Retail: $4.98 and $9.98. 
Econolite of California, Los An- 
geles, Calif. 





Safety Fuse Plug 


This Noma Safety Fuse Plug for 
Christmas tree lighting sets has 
two, easily replaced, five-ampere, 
125 volt cartridge type fuses in the 
plug that guard against overloads 
and accidental short circuits. The 
plug prevents the short circuit 
from reaching the household light- 
ing circuit. Sets equipped with this 
feature offer the same protection 
for old strings of lights when the 


THE FUSE 
THAT 
PROTECTS 





Safety Plug is connected directly 
to the outlet. Noma Electric Corp., 
55 W. 13th St., New York 11, N. Y. 


Screen Wire Stretcher 


This No. T-300NB screen wire 
stretcher is adjustable for any 
standard width screens. It is made 
of cold rolled steel and light weight. 
A wing-nut is the only part of the 
stretcher that has to be changed 
for operation. Retail: 49¢. Nelson 
B. Boone, Snead Mfg. Bldg., Louis- 
ville 2, Ky. 





FRICTION and RUBBER TAPES 
MADE BY JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 
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Water Softener 

This new Ball-O-Matic water 
softener has a Quadra-Flow con- 
troller, which centers all controls 





in one valve and is operated by one 
lever. The Equa-Flow distributor 
provides perfect distribution of 
water flow through the mineral 
bed. An automatic shut-off valve 
is supplied optionally. Built-in 
perforated dividers are completely 
filled with the correct grades of 
pure silica gravel. Finished in 
white enamel trimmed with red, 
blue and gold. Reynolds-Shaffer 
Co., Dept. D-3, 12100 Cloverdale 
Ave., Detroit 4, Mich. 


New Glass Covers 

Several kitchen utensils, featur- 
ing glass lids will be introduced at 
the Atlantic City Housewares 





Show. The Everedy Chicken Fryer 
and Dutch Oven, with durable 
Speedy-Clean bottoms of _ steel, 
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JL-18 - 19 - 22 - All- 
purpose Steel Chest 
JL-10 Gable-top Car- 3 sizes: 16°x7"x7" 


penters Box 19” x7" x7” 
Size 19” x 7” x 9” 22”x7" x7" 








Extra- heavy “* Spill 
Proof” draw-bolt 









oa. bolt 
tray folds into lid ‘eck = 









JL-17 Mechanics Box JL-28-29-32-Steel 
Size 20” x 8'4"x 91/.” Chest with Auto- 
matic Retracting 
Teays 3 sizes: 
16” x7" x7” 
19" x7" x7” 
marae 





Waterloo Boxes outlook-outlast-outsell com- 
petition. They are masterpieces of fine work- 
manship. Sodnd, inspired engineering gives these 
boxes simplicity of design. Special patented 
construction eliminates bulk, insures extra- 
strength and beauty with no added weight-yet 
Waterloo Boxes are roomy-will more than handle 
the requirements of users. 













JL-16 Heavy-duty 
Carpenters Box Size 
32” x 8%" X 9%" 









Write your 
k Jobber today. 


METAL 
BOXES 


cuss aorwow 


VALVE SPRING COMPRESSOR CO. 
WATERLOO, IOWA 
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FL - 14 - 19 General 
Utility Boxes. Sizes: 
19” x 6” x 614” 
14” x 6” x 6%” 






No. 286-Smalil-parts 
Cabinet Size 534” x 
644" x 8%" 












HARDWAREMEN 


IN PLANNING FOR °51 
REMEMBER THE 


3 FACTS 
THAT COUNT MOST! 
ee ee RY 


VIGORO 1s now 
PREFERRED BY MORE 
PEOPLE THAN ALL OTHER 
BRANDS COMBINED! 








$ 








VIGORO 1s sroveur 


HARDWAREMEN MORE 
PROFITS AND GREATER 
VOLUME THAN ANY 
OTHER PLANT FOOD! 


se 
VIGORO’S sramare 


NEW ’51 “SAND-TEST” 
ADVERTISING CAMPAIGN 
MAKES IT MORE 
PROFITABLE THAN EVER 
FOR YOU 10 

FEATURE 


VIGORO* now 


re is the trade-mark for Swift 
3 , bal 4 
plant food. 

















A Product of Swift |: 


Let this name help : 
you sell these YIGoR 0 L, 
Plant food 


2 OTHER GREAT 
GARDENING AIDS 


END-O-PEST 
the all purpose pest 
protection every gar- 
den needs! 


END-O-WEED 


destroys over 100 dif- 
ferent kinds of weeds. 
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WHAT'S NEW 








triple-clad with copper, nickel and 
chrome, now have the appeal of 
visual cooking. The glass covers 
are heat-proof, easy to clean, light- 
weight, and_ self-basting. The 
Everedy Co., Frederick, Md. 





Dual-Purpose Cart 

This new combination laundry 
and serving cart, called Maid and 
Butler, is lightweight but sturdy. 





It has full swivel wheels, and folds 
flat for easy storing. The 26x14 
x101% in. wire basket can be re- 
moved, and a tray put in its place. 
Chromad finish protects the tubular 
steel frame against rust. Sug- 
gested retail price: $8.95. Dennis 
Mitchell Industries, 4424 Paul St., 
Philadelphia 24, Pa. 





Adjustable Door Jack 


This Adjusta-Fold Door Jack is 
light and portable, and can dress 
and handle all standard doors up 
to 8 ft. with ease. Rubber gripper 
feet give no-skid security. The 
jack measures 71% ft. long when ex- 
tended, and the upright member is 
18 in., and the jack is waterproof 





plywood. E-Z Mark Tool Co., 3707 
S. Robertson Blvd., Los Angeles, 
Calif. 
Rubber Base Coating 


This Rubber-Coat Skid - Grip 
Flooring Compound is easily brush- 
able, tough reinforced rubber-base 
coating for application to metal, 
wood or concrete. It is especially 
recommended for application to 
stair treads, ramps, garage aprons, 
platforms, marine decks and floor 
surfaces in general. Available in 
red, light gray and battleship gray. 
Wilbur & Williams Co., Brighton 
35, Mass. 








Plastic Container Set 

These durable plastic containers 
hold 11%4 pints each, and will keep 
many dry foods fresh. Lids are 





opaque, and the crystal containers 
keep the contents visible. The con- 
tainers are square with easy-to- 
clean rounded corners, and match 
the Lustro-Ware canister set and 
bread box. Packaged in a cello- 
phane-wrapped display carton, the 
set retails~ at $1.98. Columbus 
Plastic Products, Inc., Columbus, 
Ohio. 





Improved Wrenches 


Proto standard box wrenches, 
open end wrenches and combina- 
tion box and open end wrenches 
have been redesigned. Jaws have 
been made narrower and have been 
given extra strength. Finishes have 
been changed, and most lengths 
were altered to provide proper 
leverage. Shank edges are well 
rounded and made easier on the 
hands. Plomb Tool Co., 2209 Santa 
Fe Ave., Los Angeles 54, Calif. 


(Resume reading on page 13) 
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An easy way to sell 
the famous AJAX line 


Here’s a great “merchandising tool” to help you sell the 
famous AJAX line of quality builders’ hardware. This 
attractive, colorful counter display is an effective sales 
aid that makes it easy for the customer to select and buy. 
Basic finishing hardware is mounted on a rich 

green, two-tone board. Available materials and 

finishes are indicated under each item...and chart 

on reverse side identifies U. S. finishes 

shown by samples on the board. 


A 
distinctive 
line 
displayed 
with 

new 

sales 
appeal 


OD 
eS 
SG 


re 





ASK YOUR JOBBER 





Ajax Hardware Manufacturing Corp. 


4351 Valley Blvd., 
Los Angeles 32, Calif. 


HARDWARE OF PRESTIGE 
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Coming next mont 
BIG, NEW NATIONAL 
ADVERTISING 
CAMPAIGN... 

NEW STORE 
DISPLAY MATERIAL 


to help you sell 
TELU-PUST 


* The original all-steel adjustable 
jack post for sagging floors. See this 
publication next month! 














REEL CORA BeBe 


sane 


STEEL COMPANY 





WARREN, OHIO 
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DANDEE 
REELS 


For ALL BUILDING TRADES 
No. 41 Reel and Plumb 


Bob, as illustrated, for 
use as a plumb line, 
mason or chalk line. 


Bracket holds bob when 
not in use. Anti-backlash, 
easy to add chalk. Nick- 
el plated steel case, con- 
tains 100 ft. of No. 18 yel- 
low mason line. Retails 
at $2.50. 


No. 44 Chalk Line Reel. 
50 ft. of line is always 
chalked when drawn 
from reel. Chalk lasts a 
year, can be reordered. 
$1 retail. Ask your jobber 
or write for circulars. 





By the makers of Dandee 
plumbers’ and tinners’ 
furnaces . . . razor blade 
scrapers...weed burners. 


MFG. CO. 


533 South Fourth St. © Minneapolis 15, Mina. 














DECTO-STICK 


FURNITURE REPAIR KIT 


An ingeniously compounded stick that 
Fills and Colors NICKS, DENTS and 
GOUGES in natural-finished or stained 
woodwork, furniture, a radios 
EASILY APPLIED 

CAN BE BLENDED 

NO HEAT 

TAKES ANY FINISH 

LASTS AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK 
Display card holds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 
walnut and maple) a scraper and instructions. 
SOLD THROUGH JOBBERS 


leather and plastics. 
NO DRYING TIME REQUIRED 
4 Decto-Sticks (dark mahogany, light mahogany, 





) DY cYou Com Wo aelodbcora-m Ge) 


SALEM 6 MASS 


Makers also of Decto Run-Smooth, a light colored 
all-purpose Lubricating Stick 








TO HELP YOU SELL 


New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
Safety Fuse Plug is featured on all 
multiple burning sets. This illumi- 
nated display can be used on floor, 








| counter or window. Noma Electric 
Corp., 55 W. 13th St., New York 
| City 11. 


Stove Promotion 


The Old Stove Round-Up promo- 
tion program offers promotional 
aids to Roper range dealers. Aids 
include newspaper ads, pennants, 
price tags, and displays, all fea- 
turing the western theme of the 
promotion. Give-away plastic sou- 
venirs and cowboy bang guns 
for children, utility tongs, plate 
scrapers, kitchen scoops, and lead 
pencils can be ordered. Round-up 
letterhead stickers for stationery 
are offered free. ,George D. Roper 
Corp., Rockford, IIl. 





Oiler Broadside 


This new four-page broadside 
“Series 4900” was designed to aid 
in selecting the proper visible, auto- 
matic oiler for constant level, 
gravity, wick, underfeed, multiple 
and large capacity gravity feed ap- 
plications. It has valuable sugges- 
tions on how to eliminate the waste 
and dangers of trust-to-luck hand 
oiling, how to increase production, 
reduce maintenance costs, lengthen 
machine life, cut costs, etc. Instal- 
lation photos show actual applica- 
tions. It is also useful as a 17x22 
in. wall chart. For free copy, write 
Trico Fuse Mfg. Co., 2948 N. 5th 
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St., Milwaukee 12, Wis. 


Lamp Fixture Catalog 


This new catalog Bulletin No. 
120-51 illustrates and _ describes 
the Steberlite line, cast aluminum 
fixtures and fittings for PAR-38 
and R-40 sealed beam lamps for 
outdoor area and pin point illumi- 
nation, as well as farmyard light- 
ing. New round, junction box, 
cluster fittings, just added to this 
line, are included in the new bul- 
letin. Steber Mfg. Co., Broadview, 
I]l. 


Casting Advice 


Reprints of a recent article, en- 
titled “Good Bait Casting is Easy 
to Learn,” are available to all Ac- 
tionrod dealers. The author, Ed 
Wood, a representative of Orchard 
Industries, helped design Action- 
rod tubular glass rods, and is a 
skilled fisherman and noted author. 
Orchard Industries, Inc., 18404 
Morang Drive, Detroit 5, Mich. 


Display Series 

Nine 6x9 in. display pieces are 
available for specific Schalk prod- 
ucts. Each display is lithographed 
in full color and features Peter 
Putter with the caption, “Peter 
Putter shows you how.” The dis- 
play series covers Double X Varnish 
Remover, Savabrush, Waxoff, Peter 





Putter’s Plaster Pencil and Grease 
Spot Remover for Wallpaper, 
Schalk’s Crack Filler, Wood Putty, 
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Reaching America’s Farmers and Farm Advisors 
... to help you sell “Warranty” brands of 


ASPHALT-ALUMINUM ROOF COATING 













ort sors 
a 
a) 
we = ) This ad reaches county agents, 
; Ni pf 2) Vo-Ag teachers...the men who ad- 
aie 3 vise the farmers. It tells them the 
—: a3 reasons behind this important “‘war- 





ranty’’ promotion! 


And ads like these reach your form 
customers in: 


FARM JOURNAL 
COUNTRY GENTLEMAN 
FARM QUARTERLY 
PROGRESSIVE FARMER 
SUCCESSFUL FARMING 7 
CAPPER'’S FARMER was “ the Fare 





LONGER ROOF LIFE 


HEALTHIER STOCK 





The Best One-Coat, Low-Cost, Long-Life if eliarelrtiesee 
Roof Protection...Pre-Sold to your Farm Mar- 


ket with a combined circulation of 9,000,000 


















THE Most muons ; 
The huge farm market for roof coating...mil- nan ME SMALLEST Package 
lions of squares of roofs that urgently need S tpt 
protection...is all wrapped up and delivered 
to your stores by this great Warranty Program. 

Farm advisors are told the truth...the need 
for the Warranty assurance of quality in roof 
coatings. Farmers are urged to buy ‘‘the War- 
ranty Way.” 

Sell the Warranty Way. Stock and display 
WARRANTY brands and get your share of this 
profitable business. For list of manufacturers 
using the Warranty, write to 

Reynolds Metals Company = 
General Sales Office, Louisville 1, Kentucky. res ees So etme 
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ns 


for EXTRA Sales, Repeats. Profits! 


BILUNGS 
LIFE-TIME 


WRENCHES 


Handsome, sturdy, sales-building Billings ROLLPACS 
of wear-resisting plastics merchandise and sell 
famous LIFE-TIME Wrenches! ROLLPACS have 
individual pockets of transparent plastic to display 
each wrench — make selection easy! 


SIX .. . COUNT ‘EM... SIX — different 


\ ROLLPAC Wrench Sets sell most popular sizes 
M\ and styles of Wrenches! Engineers’ — Combination 


a — 15° Box — 45° Box. 
MERCHANDISERS . . tor EVERY STORE 
EVERY SALES SITUATION 


EVERY CUSTOMER 


Catch those Extra Sales with: LIFE-TIME Display Boards 
Vitalloy Socket Display Board * Billings MAGIC CLERK ® Billings ROLLPACS 
Ask your wholesaler about ‘em! 








THE BYLLINGS & SPEN 


CER CO HARTFORD 1, CONN ee 
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Tile Cement and Patch Paste. 
Schalk Chemical Co., 351 E. Second 
St., Los Angeles, Calif. 








Garden Hose Display 


This new point-of-sale cradle 
display, free with each order of 
Supplex garden hose, displays the 
hose in an upright position on 
shelves, counters, windows, or on 
interior floor stocks of hose. The 
hose is also packaged with an in- 
formative two-color heavy card- 





board disc. Mats and various di- 
rect mail aids are also available. 
Industrial Synthetics Corp., Gar- 
wood, N. J. 


Aluminum Maker Book 


“Reynolds Aluminum and The 
Company That Makes It,” is a 48- 
page, 814x11 in. book that contains 
the birth and growth of the com- 
pany. It also has details on pro- 
duction facilities, products, fields 
served, and much information on 
aluminum. More than 250 illustra- 
tions have been used, and unusual 
color printing techniques are em- 
ployed. Copies are available free 
from Reynolds Metals Co., 2500 So. 
Third St., Louisville, Ky. 





Toy Merchandising Kit 


This Christmas toy merchandis- 
ing kit ties.in with national adver- 
tising in Life Magazine for Ameri- 
can toys. It contains a three-panel 
display board, window posters, tie- 
on tags, and other aids. There are 
a number of photographs of the 
toys available, and these photo- 
graphs may be effectively glued on 
the display board. Red, black and 
white are the predominating colors. 
The American Toy Institute, 200 
Fifth Ave., New York City. 
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Wooden Stock Bins 


This new line of wooden stock 
bins comes in four sizes. All models 
are 8414x12 in., and lengths are: 





5 ft. 8 in., 7 ft. 11 in., 10 ft. 2 in., 
and 11 ft. 3 in. There are 65, 91, 
117 and 130 compartments respec- 
tively. A chest of three drawers, 
which can each be divided into 14 
sections, as well as end shelves, are 
optional. Miller Wood Products Co., 
Greater Rockford Airport, Rock- 
ford, IIl. 


Tool Sound Films 


Two new 10-minute black and 
white, 16 mm. sound films give in- 
formation on tools. “Add Power 
to Your Hands,” the first, drama- 
tizes the manufacture of drop 
forged pliers, showing how steel 
quality, grain structure and proper 
hardening result in long - wearing 
tools. “Pliers: Their Care and 
Uses,” the other film, shows how 
to keep pliers in good condition, 
how to select and use them for best 
results, and how to make simple 
tool repairs. Films may be run 
separately or consecutively, and are 
offered free to interested groups. 
Utica Drop Forge & Tool Corp., 
2415 Whitesboro, Utica, N. Y. 





Preparedness Poster 


This window poster features 
Billings wrenches from the point 
of view of prepardness in civilian 
defense. It is done in red, white 
and blue. There is space on the 
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SHORTAGES 
——“ 


igh 


to get the BEST! 


Did you ever notice how the most popu- 

lar brand names are the first to disappear 

from retail shelves when certain prod- 
ucts become “hard to get’’? It’s no secret that folks snap up 
the best-known brands first—and for obvious reasons. 


Lamson & Sessions fastener products have always rated tops 
in popularity among hardware distributors and retailers. 
That’s why today—despite the fact that we’re operating at 
full capacity—Lamson bolts, nuts and screws are sometimes 


short in supply. 


So, to all our valued distributors—and their dealers—we say 
“sorry” —we’re doing the best we can. Lamson & Sessions 
is very loyal to its customers and you can depend on us giv- 
ing you the best service possible. Keep demanding Lamson 
products. It’s worth it to get the best! 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago + Birmingham 


anon 
S « 
uAROWAR 3 


ara sry 


essen 


Gouw hardware story in — 


HOUSEHOLD REPAIR HEADQUARTERS 
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bottom of the poster to list other 
emergency tools, or this extra space 
may be torn off the poster. Billings 
& Spencer Co., Hartford 10, Conn. 


Humidifier Packaging 
Viking “2300” Humidifier is now 





in the package, except the tools. 
Viking Air Conditioning Corp., 
5600 Walworth Ave., Cleveland 2, 
Ohio. 


New Color Chart 


Sixty popular paint colors are 
now displayed on the Spred Satin 














Lawn Hose Display 
This lawn hose display is 23x35 


x181% in., and each section has four 
bins to hold the hose. The display 























k | i . Intermix color chart. The colors 
packaged as a complete unit, as in- are simple intermixes of 12 Spred 
surance against missing or forgot- Satin standard synthetic rubber 
emulsion base interior paint and iis rubber die printed in red and because | 
decorator colors. Color chips are green on yellow corrugated board. user com 
extra-large. The chart has an easel. _—[t knocks down for shipping. H. B. thorough 
The Glidden Co., Madison Ave. € Sherman Mfg. Co., Battle Creek, aig" 
Berea Rd., Cleveland 2, Ohio. Mich. fouling. 
ing. Hop} 
Locknut Folder ; and Hop 
This 4-page illustrated folder de- Agricultural Catalog rust. You 
scribes the Nylok locknut and the This two-color, 40-page catalog advertise 
Tufflok nut, both of which are cold illustrates and describes the Planet 
forged. Complete description and Jr. line of garden and farm equip- 
specifications of these locknuts are ment. It includes tools for seeding, 
listed according to sizes and finishes fertilizing, and cultivating, and 2314A NC 
ten parts. Everything necessary for in tables. Townsend Co., New more than 200 different sizes and 
immediate installation is contained Brighton, Pa. shapes of tillage steels for various —as 
GILBERT PLASTICS @ GILBERT PLASTICS @ GILBEp, 
HINGES = 
eure 
ARE THE = 
. 
1,001 USES re 
Mechanics, hobbyists, sportsmen, fishermen, home 7 
repairmen... all of your customers need this handy 


all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly stored .. . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 
designs for each size. 


PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 


BUTTON TIPS 
STANDARD 
TYPE 

NO. 29. 





Plastic boxes made te 
your specifications. 


me 
G | L B E R T PLASTICS CORP. @ HILLSIDE, n.> 
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HOPPE'S| 


BRICATING| 
beron. | 


Hoppe Products Merit 
Your Full Confidence 


because each product does its job right and gives its 
user complete satisfaction. Hoppe’s No. 9 Solvent is a 
thorough remover of primer, powder, lead and metal 
fouling. Hoppe’s Patches make for efficient gun clean- 
ing. Hoppe’s Lubricating Oil is a perfect gun lubricant 
and Hoppe’s Gun Grease offers long protection from 
rust. Your jobber sells these widely used, consistently 


advertised gun cleaning products. ASK HIM. 


FRANK A. HOPPE, Inc. 


2314A NORTH 8TH ST. 


PHILADELPHIA 33, PA. 
























The WRIGHT name is 
your guarantee of top 
quality in galvanized 
hardware cloth. Care- 
fully woven, heavily 
and brightly galvanized, 
a Wright quality prod- 
uct all the way from 


rod to you. 


STEEL & 
WIRE CO. 


GE WRIGHT 


WORCESTER * MASS. 


- 
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..» THE WORLD’S FINEST HOOKS... 


They took 
and #fold... 


Insist on genuine 
EAGLE CLAW 
HOOKS— 

made only by 
Wright & 


McGill— 

in all styles 
and sizes for 
all types of 


Point 
is in the 
DIRECT 

LINE 
OF PULL 





COPYRIGHT 1951 W. & M. CO 






WRIGHT & McGILL CO. 


Box 7-HA, Capitol Hill Station, Denver, Colo. 
RODS 


WRIGHT & McGiLL 


Mfrs. of: 





Stock Up Now! 
Imperial 








Calf and Cow Weaners 
Aluminum #345 
Now's the time to capitalize | ue SOS 
on the seasonal demand for 
Imperial Calf and Cow Wean- 
ers. Scientifically constructed 
they do a complete, thoro- 
efficient job. What's more 
Imperial’s quality builds re 


peat business through cus- 


tomer satisfaction. Order from 





your jobber now 


Sure Cure 
Calf Size #205 
Cow Size #206 


IMPERIAL 


BIT AND SNAP COMPANY 
RACINE, WISCONSIN 

















Eureka Calf 
and Cow +260 


Sure Cure 

Dull Disc Type 
Calf Size #203 
Cow Size #204 
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PECORA 


BRAND 


WEATHERCALK 


“nt == Tek 
eee So | 






Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN Iilustrated). 
PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materi 





Is of Superior Quality, it’s 


PECORA 


PAINT company, 8° 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing Compounds... Stove 
Putties... Roof Cootings... Industrial Paints and Finishes 














Vital 
Professional Bulk 
OR 


Cartridge Guns 


“QUALITY UNSURPASSED" . . . VITAL guns are 
manufactured in our plant—to highest standards— 
unconditionally guaranteed. ‘'Maintenance’’—ever 
pene Model D-49 gun, for bulk or cartridge 


oading . . lists for $4.35. Other sizes and 
prices on request. VITAL CAULKING GUNS—first 
since 1909. 





SELECTED ALL-PURPOSE 
VITAL NOZZLE SET OF 10 


Yes, this eye-catching display rack of VITAL inter- 
changeable nozzles is one oe Vital leads to extra 
e 


sales! A large throated nozzle for every job! .. . 
Selected all-purpose nozzle set of |0—$5.45. 
SEE YOUR JOBBER OR WRITE US TODAY 


VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 
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crops and soil conditions are shown. 
S. L. Allen & Co., Inc., Fifth & Glen- 
wood Ave., Philadelphia 40, Pa. 





Screw Driver Display 


A dozen J10 Corsair midget 
screw drivers, featuring blades pre- 
cision-made for small jobs, and un- 
breakable, shock-proof plastic 








handles, are contained in this J12 
midget display. The display card 
is orange and black. Great Neck 
Saw Mfrs., Inc., Mineola, L. I., 
N. Y. 





Poultry and Farm Catalog 


This free 28-page poultry and 
farm equipment catalog lists the 
complete Warner line and features 
detail plans for a home-built pig 
brooder, with schematic drawings 
and views to help dealers explain 
basic principles to customers. 
Warner Brooder & Appliance Corp., 
North Manchester, Ind. 


Gift Set 


This five-piece set of glassware 
combines three Silex products and 
is packaged as the Magic Savor 
gift set. It consists of a Coffee- 
maker with red trim, a Mixie for 
frozen orange juice, and three 
Fresherator refrigerator contain- 
ers of different sizes. Retail: $9.95. 
Silex Co., Hartford 2, Conn. 








Racket String Aids 


The story of Ashaway’s Pro- 
Fected and Multi-Ply Braided nylon 
strings is told in a new folder, 
ready for distribution to tennis and 
badminton racquet dealers, or for 
those with a re-stringing service. 
There is also a free counter and 
window display kit. These aids tie 


in with advertising appearing in 
Holiday in June, July, August, and 
September. Ashaway Line & Twine 
Mfg. Co., Ashaway, R. I. 





Hardware Catalog 


This 1951 catalog shows the 
G. M. Co. complete line of hard- 
ware and automotive equipment. 
This new 16-page catalog displays 
everything in the range of G. M. 
Co. products, and all are clearly 
illustrated. Necessary information 
is outlined. Catalog on request 
from G. M. Co. Mfg., Inc., 1308 43rd 
Ave., Long Island City, N. Y. 





Hobby Handbook 


This 140-page handbook, called 
“Hobby Shop for Fun or Fortune,” 
gives helpful information for enter- 
ing or running a hobby business. 
Many of the chapters apply to re- 
tail operations in general. The 
book is 814x11 in., well illustrated, 
and binding allows it to lie flat. 
Model Industry Assn., Inc., 82 W. 
Washington St., Chicago 2, Il. 





New Gun Oil Tube 


Fulcrum Gun and Reel Oil is now 
available in a tube convenient to 
carry in gun cases and tackle boxes 
for the sportsman. The red, green 
and white tube has a tiny opening 
for precision dispensing. There is 
an 11x14 colorful hang-or-stand 
display card that holds 12 tubes. 
Tubes retail at 40¢ each. The econ- 
omy bottle retails for $1.00, and 
also has a display card available. 
Fulcrum Oil Co., Franklin, Pa. 





(Resume reading on page 14) 
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MOLINE STOCK RAISERS’ SUPPLIES 


hog holders, ringers, pig forceps, cattle leaders, 
snaps, dehorners—the kind that good farmers use! 


You can profit by having the complete line of Moline hog 
and cattle raisers’ supplies in your store. Customers make 
a habit of going to the store where 
they can find and buy what they 
want. The items shown above are 
representative of the high quality 
products that Moline Iron produces 
for good farmers. Write to us for 
folder describing the complete Moline 
farm tool line. Then order through 
your nearest jobber. 














* WOODRUFF KEYS 

* MACHINE KEYS 

*MACHINE RACK 

*TAPER PINS 

*COTTER PINS 

*SPECIAL PARTS 

and other Stanho products 

Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


ORSE NA/L 


NEW 


CORP 


BRIGHT 





HARDWARE AGE, JUNE 28, 1951 










No. 201-NE 





The man who walks out of your 
store with a pair of Klein Pliers is 
a satisfied customer. Workman or 
hobbyist, he appreciates the hand 
fit—the individually honed knives 
—the serrated jaws that give a sure 
hold—the fitted hinge that oper- 
ates smoothly. Yes, quality is your 
best salesman. 

Stock and display a representa- 
tive selection of Quality Klein 
Pliers. The complete line includes 
side-cutting pliers, oblique cutters 
and long-nosed pliers in a variety 
of types and sizes. 


No. 202 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 


International Standard Electric Corp. 
New York 





@. 
ou 


Since 1857 


3) SSK LEING&S 


AVENUE 






The Klein Pocket Tool Guide, showing 
the Klein line and containing useful 
information, will be sent upon request, 
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Hardware and allied v 
trade events up-to- F 
o . / 
date in each issue / 
i 
of Hardware Age i 
| 
\ 
\ 
d 
\ 
\ 
\ 
| ~ 
| ‘ 
| National Events 
| American Hardware Manufacturers berg, National Housewares Manu- s 
Association, joint convention with facturers’ Assn., 1140 Merchandise wit 
the National Wholesale Hardware Mart, Chicago 54. 
| Association, Oct. 14-18, at Atlantic Industrial Packaging and Materials 
| City, N. J. Hotel headquarters, Handling Exposition, Oct. 1-4, at 
| Marlborough-Blenheim Hotel. Con- Cleveland Public Auditorium, Cleve- 
around ference Booth Plan at Convention land, Ohio. Sponsored by the So- 
Hall. Arthur L. Faubel is secretary- ciety of Packaging and Materials 
1 treasurer of the manufacturer’s as- Handling Engineers. 
SouTH END ROQUET: sociation with headquarters at 342 National Hardware Show, Oct. 8-12, 
A Madison Ave., New York City 17. at Grand Central Palace, New York 
na ; | Bicycle Institute of America, annual City. Sponsored by National Hard- 
Families with a reason for using convention, week of Jan. 14, 1952, ware Show, Inc., 331 Madison Ave., 581. 
their yards are more likely at Boca Katon, Florida. Sponsored New York 17. Frank M. Yeager, 
. by Bicycle Institute of America, managing director. 45) 
prospects for outdoor items. Inc., 1 E. 57th St., New York City aan ‘ — 
And I f d ae National Retail Hardware Association, 
nd a popular reason tor yar oa ’ es 52nd Annual Congress, July 9-12, 
_ : : | Builders’ Hardware Exposition and : x 
activity is the great family <i ade eras 1951, at the Hotel Statler, Detroit, 
: : Convention, Sept. 17-19, at the Pal- Mich. Ri i 333 N 
game — South Bend Croquet. mer House, Chicago. Sponsored by 6 : 1 sagas St. “Indie, Fie li . ry 
: , : the National Contract Hardware ae ee eo Ss 
So, build your window and bite ‘ Ind., is managing director. 
: Lae : Association and the American So- gO: 
interior displays of yard equip- ciety of Architectural Consultants. National Wholesale Hardware Asso- 
ment around South Bend Cro- Managing director, John R. Schoe- — = ee bao the 
ee a : mer, 420 Madison Ave., New York American Hardware Manutacturers 
quet. This tie-in can furnish City. Association, Oct. 14-18, at Atlantic 
a wealth of suggestions to cus- China, Glassware and Pottery Market, City, N. J. Hotel Headquarters, 
tomers and more sales for you. July 30-Aug. 10, at The Merchan- Marlborough-Blenheim Hotel. Con- 
dise Mart, Chicago, Il. ference Booth Plan at Convention 
Show This Book | Golf Tournament, sponsored by the Hall. Thomas A. Fernley, Jr., is 
> Hardware Golf Assn., Sept. 10-12, executive secretary of the wholesale 
16 page, 2-color book — | 1951, at the Broadmoor Hotel, Colo- association with headquarters at 
“How To Play Croquet” rado Springs, Colo. Secretary, Wil- 1900 Arch St., Philadelphia, Pa. 
Pc oan: ea nye: pene liam J. Shaw, 4415 W. 72nd Ter- Sporting Goods Show and convention 
25c list. Quantity dis- raze, Mission, Kan. (National), Jan. 20-24, 1952, at the 
counts to dealers. Housewares and Home _ Appliance Morrison Hotel, Chicago. Sponsored 
Manufacturers’ Exhibit, July 9-13, by the National Sporting Goods 
SALES REPRESENTATIVES at the Atlantic City, N. J., Audi- Assn., 1 No. LaSalle St., Chicago 2. 
East—Julius Levenson, 7 East 17th St., N.Y. torium. Secretary, A. W. Budden- G. Marvin Shutt, secretary. 
South —Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn. ° | 
Midwest—South Bend Toy Mfg.,So. Bend, Ind. Regiona Events 
$0, OW Moth Piace Los Angeles 15.Caut” | Cotter & Co, Fall Merchandise Show, Wash., and Aug. 26-29, at Portland 
No.Colf-Guntead Fox Agencies, 718 Mission, Aug. 6-7, at company headquarters, Hotel, Portland, Ore. 
Sen Peencisco,Colt. © 365 E. Illinois St., Chicago 11. ¥ “ : 
pewnsrd Sta Seattle 7. Wash | Gift Shows, sponsored by the West- _Pritzlaff Merchandise Fair, Aug. 20- 
Export — Affiliated Exporters, Inc., 10 East ern Merchandise Exhibitors, will be 22. Sponsored by the John Pritzlaff 
34th Street, New York City held Aug. 5-9 at Auditorium and Hdwe. Co., 333 No. Plankinton Ave., 
gn Tg al aoe Palace Hotel, San Francisco; Aug. Milwaukee, Wis., at the Milwaukee 
‘ 19-23 at Olympic Hotel, Seattle, Sports Arena. 
State Events 
SO 
b S UTH BEND | Iowa Retail Hdwe. Assn., convention Wisconsin Retail Hdwe. Assn., con- 
’ | and exhibit, Feb. 12-14, 1952, Des vention and exhibit, Feb. 5-7, 1952, 
Moines. Headquarters, Hotel Savery. Milwaukee. Headquarters, Hotel 
| Exhibit, Iowa Exhibit Bldg., state Schroeder. Exhibit, Auditorium. 
AMERICA’S FAMILY GAME | Fair Grounds. Secretary, Philip R. Secretary, H. A. Lewis, Stevens 
| Jacobson, Mason City. Point. 
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Se ane 


Bright modern designs combined 
with rigid construction make Metaloid Nu-Top 


Stove Pads tops in popularity. Available 
in Chromium, Bright Metal, and in 
5815 Kinsman Road ¢ Cleveland 4, Ohio 


| #Send for Complete Catalog 


handsomely designed, colorful 
lithographed patterns. 





UNDERGROUND GARBAGE REC 
The practical —and profit 


answer to home sanitation needs 


Snug- fitting lid bans disease- 
spreading pests. Keeps garbage 
from sight and smell. No freeze; 
no ferment. 10-year guarantee 
on top and shell. Inner can out- 


~ 






ita 


NU-ROUND 
CORNERS 


a 





Proven profit makers... featuring 
asbestos hacking, exclusive Nu- 
Round mar-proof corners and 
long-lasting, triple-plated finish. 
All popular sizes. 


BRIGHT METAL 





Highest quality tin-plate...never 
any substitutes. Modern em- 
bossed design enhances appear- 
ance of stove and table tops. All 
popular sizes. 











De Luxe DUAL 
DISPENSER 





Loaded with sales features... 
a real leader for your housewares 
department! Completely en- 
closed cabinet dispenses BOTH 
waxed paper and paper towels. 





{rouse res 
SHOW 


ATLANTIC CITY 


JULY 9th—13th 
See the Complete cline 


AT BOOTHS 


1140-1142 












ROM pans to paint cans, from 
wrenches to wheelbarrows, 












EXTRA HEAVY 





lasts exposed types 5 times. 
ONLY THE 
LID SHOWS 


this ‘‘selling help” 
booklet today! Pl) 


The Majestic Co. 


304-D Erie Street, Huntington, Indiana 


Nationally Known and Advertised Building Products for Over 40 Years 
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from pottery to pumps LISTO 
WRITES ON EVERYTHING 
a hardware store has to sell! 
Plainly marked prices help in 
selling, save salespeople’s time! 
LISTO writes on wood, metal, 
glass, rubber, canvas, cardboard, 
cellophane, enamel, porcelain, 
*oilcloth, linoleum. 


LEADS 
THAT DON'T BREAK 
in 6 colors 
Red Brown 


Blue Green 
Black Yellow 



















LISTO 













Ask your jobber, stationer or 
paper supplier for LISTO! 





LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 


IN CANADA: LISTO PRODUCTS, LTD., VANCOUVER, B. C. 
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Housewares Show a Forum for 


Clearing Industry Problems 


Commenting on the 15th 
National Housewares and 
Home Appliance Exhibit, to 
be held soon at Atlantic City, 
A. W. Buddenberg, executive 
secretary of the National 
Housewares Manufacturers 
Association, sponsor of the 
show, said as follows: 

“The show may be the most 
important summer exhibit in 
the history of the industry. 
It comes at a time when the 
country’s economy is being 
geared to a record peacetime 
defense production and when 
civilian goods shortages may 
be felt more acutely than 
since World War II.” 

Mr. Buddenberg went on 
to say, “It is difficult to re- 
call of a period in my expe- 
rience when it was more 
important for the buyer and 


manufacturer of housewares 
and appliances to gather at 
a national meeting place to 
discuss mutual problems. 
Buyers will be especially in- 
terested in manufacturers’ 
plans for the remainder of 
the year and will be looking 
for some inkling of the pro- 
duction picture for 1952.” 


This year’s Housewares 
Show, opening July 9, and 
running through July 13, is 
said to be the largest house- 
wares exhibit ever held, with 
a total of 535 exhibitors, and 
an expected 8,000 buyers 
from this country, Canada, 
and abroad. Over 800 booths 
will be utilized, and more 
than 50 exhibitors will be 
displaying for the first time 
in an NHMA exhibit. 








Name Merchandise Head 
For Bronson & Townsend 


Clinton H. Chandler has 
been elected merchandise 
manager, a newly created 
company office of The Bron- 
son & Townsend Co., New 
Haven, Conn. At the same 
time, he was made a director 
of the company. He will be 
in charge of all purchasing 
and assists Walter W. Bron- 
son, II, Bronson & Townsend 





CLINTON H. CHANDLER 
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president, in the direction of 
company sales. Mr. Chandler 
takes over his new position 
on July 1. 





Stanley Workers Total 
29,217 Years of Service 


A total of 29,217 years of 
service is represented by 911 
veteran employees of The 
Stanley Works, New Britain, 
Conn. After 25 years of ser- 
vice, an employee becomes a 
member of the Quarter Cen- 
tury Club, of which 15 pct of 
Stanley Works employees are 
members. On June 9, over 
609 of these members were 
guests at an all-day outing, 
given in their honor by the 
company. 





Remington Rand Creates 
New Sales Department, 


Creation of a new voca- 
tional sales department, to be 
known as “Methods Depart- 
ment, Retail and Wholesale 
Industries” is announced by 
T. J. Norton, vice-president 


and assistant director, gen- 
eral sales and service, Rem- 
ington Rand Inc., 315 Fourth 
Ave., New York City 10. 

This new department rep- 
resents an expansion of the 
vocational sales coverage on 
retail stores, chain stores, 
mail order companies and co- 
operatives, which has been 
under the supervision of 
Harold S. Searth. 

His responsibilities have 
been expanded to _ include 
supervision of sales activities 
to independent wholesalers 
of hardware, plumbing sup- 
plies, automotive parts. elec- 
trical products, publications 
and similar lines. 





Dumas Hardware Names 
M. J. Kassey Sales Head 


Michael J. Kassey has 
been appointed general sales 
manager of Dumas Hardware 
Co., San Antonio, Texas, it 
has been announced by A. G. 
Dumas, president of the con- 


tract and wholesale hardware 
firm. The appointment was 
effective June 1. 





M. J. KASSEY 


Mr. Kassey was previously 
associated with Ideal Build- 
ers Hardware Co., Houston, 
Texas, as sales manager, and 
has had more than 20 Years’ 
experience in practically all 
phases of the builders’ hard- 
ware industry. 








Sherwin-Williams Names Sprinkel Head in 
Galf States; Bewie Takes Over Trade Sales 


Ray E. Sprinkel, general 
manager of trade sales for 
The Sherwin-Williams Co., 
101 Prospect Ave., Cleveland, 
Ohio, has been promoted to 
regional director of the com- 
pany’s Gulf States region 
with headquarters in Dallas. 
Succeeding Mr. Sprinkel as 





RAY E. SPRINKEL 


trade sales head in Cleveland 
is Paul R. Bewie, assistant 
to the vice-president and 
general manager, M. J. For- 
tier. 

Mr. Sprinkel joined the 
Sherwin-Williams organiza- 
tion in Texas in 1942, having 
successfully operated a paint- 
ing and contracting business 
in Los Angeles. He became a 
division manager in 1945 and 
in 1948 was transferred to 
Cleveland to be assistant to 
the vice-president and gen- 
eral manager. In 1949 he 
became general manager of 
trade sales. 

In his new assignment, he 
will supervise the company’s 
operations in Texas, Louisi- 
ana, Mississippi, the lower 
half of New Mexico, and part 
of Alabama. 

After six years on a sales 

(Continued on page 149) 
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Skilsaw, Inc., Moves 
Los Angeles Branch 


The Los Angeles branch of 
Skilsaw, Inc., manufacturer 
of portable power tools, has 
been moved to a new location 
in the city. Formerly at 2645 
S. Santa Fe Ave., the branch 
is now at 2730 S. Broadway, 
Los Angeles 7. The new 
modern quarters have a total 
floor space of 5500 sq. ft. 





Bolton Represents 
Eagle Lock Company 


Leslie L. Bolton has been 
appointed representative for 
The Eagle Lock Co., Terry- 
ville, Conn., in Virginia and 
North and South Carolina. 
His headquarters are at 719 
Victory St., Salisbury, N. C. 





LESLIE L. BOLTON 


Mr. Bolton formerly trav- 
eled Maryland territory for 
the Edward K. Tryon Co., 
Philadelphia, and prior to 
that represented Belknap 
Hardware & Mfg. Co., Louis- 
ville, Ky., for 10 years. 








Variety Display Room Opened for Dealer 
Inspection by Janney, Semple, Hill 


The new variety display 
room of Janney, Semple, Hill 
& Co., 22-25 Second St., So., 
Minneapolis 1, Minn., located 
in the company’s North Star 
Building, was opened re- 





— s 
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A view of the new air-conditioned variety display room in the North Star Building, 


which Janney, Semple, Hill opened recently for dealer inspection. 


cently. invitations were ex- 
tended to a number of hard- 
ware, variety, and gift stores 
to visit the sample rooms on 
the two opening days, and 
(Continued on page 146) 


Dies Discusses Red Menace 


Before Texas Wholesalers 


The 55th annual conven- 
tion of the Texas Wholesale 
Hardware Association, held 
at the Shamrock Hotel, 
Houston, June 8 and 9, drew 
nearly 700, including many 
factory officials, despite the 
conflicting date with the In- 
dustrial Supply Convention 
in San Francisco. The princi- 
pal speaker was Martin Dies, 
former Congressman and 
head of the Dies Unamerican 
Activities Committe of Con- 
gress, who addressed the 
Friday morning opening ses- 
sion on the “Communist 
Menace in America.” 

Others opening the Friday 
morning program were: P. H. 
Speaker, Jr., president of the 
Texas Hardware Boosters 
Club; Charles E. Nash, first 
vice-president of the South- 
ern Wholesale Hardware As- 
sociation; and George H. 
Halpin, president of Ameri- 
can Hardware Manufacturers 
Association. The meeting was 











both seasonal and staple merchandise. 
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The rooms display 


presided over by David B. 
Nash, first vice-president of 
the Texas Wholesale Hard- 
ware Association, in the ab- 
sence of president Gus C. 
Dittmar. 

The Friday afternoon ex- 
ecutive session, presided over 
by president Dittmar, was 
addressed by L. P. Nolen, 
president, and Ray M. Sou- 
der, secretary-manager, of 
the Texas Hardware & Im- 
plement Association, on 
wholesale and retail organi- 
zations as seen by the retail 
hardware dealer. William C. 
Habbersett, chief, Builders 
Hardware Branch, Building 
Materials Division, National 
Production Authority, spoke 
on the activities of the NPA 
in our defense program, and 
O. H. Mann, vice-president 
and general manager of Hig- 
ginbotham-Pearlstone Hard- 
ware Co., talked about 
“Keeping the Sales Organi- 
zation on Its Toes—and Sell- 
ing the Entire Catalog.” 

The first part of the Sat- 
urday morning session was 

(Continued on page 150) 


Hardware Show Stresses 
Hand and Power Tools 


The greatest number of 
both hand and power tools 
ever shown will be included 
in this year’s exhibits at the 
National Hardware Show, ac- 
cording to Frank Yeager, 
managing director. The Show, 
which opens its doors on Oct. 
8 for five days at the Grand 
Central Palace, New York 
City, is already over 90 pct. 
sold out. From a survey of 
exhibitors to date, over 365,- 
000 items will be on display, 
and from the requests for 
special facilities and booth 
arrangements, it is expected 
that exhibitors will bring 
more elaborate and outstand- 
ing displays than for any 
previous show. 
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Three Managers Chosen for 
Olin Cellophane Company 


' The first three managerial 
appointments of Olin Prod- 
ucts Co., Inc., New York 
City, the newly formed com- 





BENJAMIN H. HEIM 


pany responsible for sale and 
distribution of Olin cello- 
phane, have been announced. 
Benjamin H. Heim was ap- 
pointed middle Atlantic 
states and southern division 
manager. Charles F. Pfeifer 
was named New York and 
New England division man- 
ager, and George R. Johnson 
is manager of eastern con- 
verter sales. Permanent com- 
pany headquarters will be 
established at 655 Madison 
Ave., New York City, after 
July 15. 

Mr. Heim comes to Olin 
Products after three years as 
vice-president of Cellu-Craft 


Products Corp., and more 
than 17 years with E. I. 
duPont de Nemours & Co. 


Previously, he was divisional 
sales manager of the Pitts- 
burgh division of the Arm- 
strong Cork Co. Starting as 
a salesman with duPont, 
he distributed cellophane in 
New England, and after 
transferring to the New 
York area he became assis- 





CHARLES F. PFEIFER 
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tant New York divisional 
sales manager. 

Mr. Pfeifer has spent more 
than five years in the operat- 
ing division of U. S. Rubber 
Co., and was assistant to the 
general manager of Newton 
Falls Paper Mills. He has 
also served as assistant sales 
manager in charge of ma- 
chinery at John Waldron 
Corp., and for the two years 
prior to his joining Olin, he 
was in charge of the paper 
converting operation at Plas- 
tic Film Corp. 





GEORGE R. JOHNSON 


Mr. Johnson has been east- 
ern division sales manager 
of Littlefuse, Inc., and was 
national sales manager in the 
automotive division of E. F. 
Drew & Co., Inc., for two 
years before joining Olin. 





Short Summer Semester 
On Sporting Goods 


August 6, 7, and 8 are the 
dates set for the National 
Sporting Goods Association’s 
second annual short course 
for dealer and manufacturer 
members, to be held on the 
Northwestern University 
downtown campus, Chicago. 
The course will feature 
special instruction in store 
policies, advertising, sales- 
manship, accounting, taxa- 
tion, price control and wage 
stabilization. The NSGA’s 
new color film on sales train- 
ing will be shown, and the 
program will be climaxed by 
a tour of a Chicago sporting 
goods factory. The course 
consists of 10 class sessions, 
four each on Monday and 
Tuesday, and two on Wednes- 
day. 

Registration blanks and in- 
formation on the course have 


been mailed to all NSGA 
members, and prompt reser- 
vations are urged. A $25 
registration fee will be charge 
each enrollee. This fee in- 
cludes three days’ lodging, a 
luncheon on the final day of 
the course, and a cocktail 
party the opening day of the 
event. Persons providing 
their own housing will be 
charged $17.50. Enrollments 
for the course should be mail- 
ed to the NSGA, One No. La- 
Salle St., Chicago 2, IIl. 





Fenn Joins Sales Staff 
Of Plymouth Rubber 


James Fenn has joined the 
staff of the Plymouth Rub- 
ber Co., Inc., Canton, Mass., 
as a member of the Tape 
Division. 

Mr. Fenn will take over 
some of the duties formerly 
performed by Captain Leon- 
ard Stone, now in the Air 
Force, as well as doing sales 
promotional work for the 
line of Plymouth Rubber 
friction, rubber and plastic 
electrical tapes. 





Extend Closing Dates 
Of Housewares Contest 


An extension of the closing 
date of the 1951 Electric 
Housewares Display Contest 
from June 15 to July 15, has 
been announced by the Elec- 
tric Housewares Section of 
the National Electrical Man- 
ufacturers Association, 155 
E. 44 St., New York City 17. 
Awards will be announced in 
September, rather than at 
the July Housewares Show, 
Atlantic City. 

The contest is aimed at 
giving recognition to stores. 
‘that tie their displays in with 
the electric housewares 
gift campaign. First prize 
plaques and certificates of 
excellence will be given for 
the most outstanding window 
and interior displays drama- 
tizing the campaign theme, 
“Give Electric Housewares— 
First Choice For Every Gift 
Occasion.” 





G-E Appointments 


J. F. McBride has been ap- 
pointed manager of sales of 
the General Electric Com- 
pany’s range and water 
heater divisions, Bridgeport 
2, Conn. P. M. Augenstein 
has been appointed sales 
manager for GE ranges, and 
R. T. Musselwhite was named 
headquarters specialist for 
water heater sales. 


S. A. Russell Receives 
Honorary Degree 


An honorary degree of doc- 
tor of laws.was conferred on 
Stuart A. Russell, president 
of J. Russell & Co., Inc., 
Holyoke, Mass., by Ameri- 
can International College, 
Springfield, Mass., in tribute 





STUART A. RUSSELL 


to his “life of unselfish com- 
munity leadership in this 
[Connecticut] valley of many 
communities.” 

Mr. Russell was the prin- 
cipal speaker at the recent 
commencement of the college. 

After returning from 
World War I, in which he 
won two citations for distin- 
guished service, Mr. Russell 
became actively identified 
with every worthwhile ac- 
tivity in his city, including 
Boys’ Club, Boy Scouts, 
YMCA, YWCA, Red Cross, 
Community Chest, Welfare 
League, church, hospital and 
Mount Holyoke College. He 
frequently served as chair- 
man of community fund 
drives. 


Florence Stove Appoints 
Southeast Service Head 


J. Norman Clark has been 
appointed southeastern divi- 
sion service supervisor for 
the Florence Stove Co., 205 
School St., Gardner, Mass. 

Mr. Clark began his em- 
ployment with Florence in 
1948 and has been closely as- 
sociated with the southeast- 
ern division service depart- 
ment for the past three 
years. In his new position 
Mr. Clark will work directly 
with Florence distributors 
and dealers in North 
Carolina, South Carolina, 
Georgia, Alabama, Missis- 
sippi, Florida, Tennessee and 
Eastern Arkansas. 
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Famous Snell wood bor- 
ing bits, manufactured to 
rigid Snell standards of 
craftsmanship, hold their 
keen edge and time-tested 
cutting ability. Satisfy every 
customer with these high 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 











ALL WOOD BORING TOOLS 

INCLUDING: 

a. Snell-Clark Expansive Bits, 

boring range from 1” up to 3” 

b. Snell-Simplex Expansive Bits, 
boring range from 2” up to 3” 

. Solid Center Auger Bits 

. Ship Auger Car Bits 

Ship Augers—with Screw 

. Ship Augers—no Screw 

. Screw Driver Bits 

. Countersink Bits 
Also Ring Augers with and 
without screws 


SNELL 
Manufacturing Co. 


WORCESTER, MASSACH USETTS 
FACTORY: 
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POWER MOWERS and LAWN SWEEPERS 
NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates simply by raising or lowering 
the handle . . . stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips. 
Powered by nationally known, 4-cycle air-cooled gas engine. 
= FOLD AWAY LAWN SWEEPER 

YK Extra large 64% bushel heavy canvas basket. . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds 
flat agaiast wall for easy compact storage. 






ROTARY POWER MOWER 


Extremely maneuverable . . . well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
_ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
Storage handle swings to upright position. 
Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
»»» TRULY A QUALITY PRODUCT 


NATIONALLY 
ADVERTISED 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


A LEADER IN THE LAWN MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, IOWA 





143 








CAMPBELL- HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 








Order now from 
your jobber. Dis- 
play them and talk 
them up in your 
Paint Department! 


Write for catalog and price list. 
Give us the name of your jobber. 


THE CAMPBELL-HAUSFELD CO. 
215 RAILROAD AVENUE PLU Litto] \ Mme): 














ARCHIE M. MARSH 


St. Paul, Minn., office, and 
Ernest E. Louis, assistant to 
the vice-president of sales, 
has retired after 39 years of 
continuous service with this 
U. S. Steel subsidiary. 

Mr. Marsh, succeeding D. 
R. Waterman, who retired re- 
cently, was formerly the as- 
sistant sales manager at the 
St. Paul office. He started 
with the company in its Chi- 
cago office in 1934, and four 
years later became assistant 
manager of merchant prod- 
ucts sales there. In 1947 he 


A. M. Marsh Named St. Paul Sales Manager; 


E. E. Louis Retires from American Steel 


Archie M. Marsh has been was transferred to St. Paul. 
named manager of sales for 
American Steel & Wire Co.’s pany as a stationery clerk in 


Mr. Louis joined the com- 


the De Kalb, IIl., plant in 
1912. Five years later he 
was transferred to the com- 
pany’s Chicago office, where 
he served in the purchasing 
department, the advertising 
department and in sales. In 
1937 he joined company 
headquarters in Cleveland as 
assistant manager of the 
merchant products depart- 
ment and continued in that 





ERNEST E. LOUIS 


capacity until his appoint- 
ment in 1947 to the position 
of assistant to the vice-presi- 
dent of sales. 








Evening Course Offered 
In Hardware Retailing 


The eighth evening session 
of the Retail Hardware 
Training Program, given by 
the City College of New York, 
will start on July 11. The 
‘course will meet each Mon- 
day, Tuesday and Thursday 
nights, and will run until 
October 4. Tuition is $85. 

The sixth day section of the 
course starts July 23 and 
ends August 17, meeting 
Monday through Friday for 
the four weeks. The tuition is 
also $85. 

More information may be 
obtained from the Supervisor 
of Admissions, City College 
Midtown Business Center, 
430 W. 50th St., New York 
19, N. Y. 


Over 325 Items Listed 
In Cotter Toy Catalog 
The 1951 Toy Show held 


pany plans on again provid- 
ing its dealers with a roto- 
gravure consumer toy cata- 
log of 32 pages, featuring 
on the cover a doll and an 
electric train as specials. The 
catalog will list some 325 
items. 

The company expects toy 
sales this year to show a 75 
pet gain over 1950. A larger 
number of the company’s 
members are pushing toys, 
many making them a year 
‘round program. 





Bulloch Joins Smith 
Water Heater Staff 


Charles E. Bulloch has 
joined the A. O. Smith Corp. 
Water Heater Division, Mil- 
waukee, Wis., as assistant to 
the marketing director. Mr. 
Bulloch will handle special 
assignments in sales promo- 
tion and dealer relations. 


Prior to his association 


recently by Cotter & Co., with A. O. Smith, Mr. Bul- 
Chicago, a dealer-owned loch was assistant to the gen- 
wholesaler, was attended by eral sales manager of Thor 





75 dealer-members. The com- Corp., Chicago. 
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Shapleigh Names Remick 

Division Sales Head 
George E. Remick has 

been appointed by Shapleigh 


Hardware Co., 900 Spruce 
St., St. Louis 2 Mo., to re- 





GEORGE E. REMICK 


place James Frizzell as sales 
manager in charge of the 
company’s Illinois Sales Di- 
vision 2, which includes 
Wisconsin. Mr. Remick, form- 
erly sales manager in the 
City Sales Division 7, will be 
succeeded by Woodrow H. 
Morgan. 

Mr. Remick has traveled 
for Shapleigh Hardware in 
Illinois for a number of 
years, prior to his becoming 
sales manager of Division 7. 
Mr. Morgan was in sales 
promotion work with the 
company for 11 years. 


Steelcraft Gets Stefco 
Steel Building Div. 


Steelcraft Mfg. Co., Ross- 
moyne, Ohio, has acquired 
the Steel Building Division 
of the Stefco Steel Co., Mich- 
igan City, Ind. The new 
Steelcraft affiliate will be 
moved to Rossmoyne, where 
continuance of the manufac- 
ture of these steel buildings 





will be carried on under the 
Stefco name. 

Stefco has been producing 
steel buiidings since 1913. 
The Stefco building is similar 
to the Steelcraft building, 
but is made in panels and 
sections, has a different basic 
design, and offers a wider 
range of buildings. 

A separate sales division 
will be set up to handle the 
sales and distribution. 


Aluminum Goods Makes 
Two New Appointments 


Albert L. Vits has been ap- 
pointed a vice-president of 
Aluminum Goods Mfg. Co., 
Manitowoc, Wis., assisting 
H. L. Vits, vice-president in 
charge of production, and 
succeeding Earl O. Vits, who 
retired recently. Robert H. 
Franz has been named to suc- 
ceed Frank M. Head as as- 
sistant treasurer. Mr. Franz 
is also manager of the com- 
pany’s credit and collections 
department. 

Other company officers are 
as follows: A. J. Vits, chair- 
man of the board and presi- 
dent; W. F. Bugenhagen, 
executive vice-president; H. 
L. Vits, vice-president; 
Robert H. Fulton, Jr., secre- 
tary and treasurer; and E. J. 
Trochlell, assistant secretary. 





Coleman Establishes 
Gas Utility Section 


The Coleman Co., Inc., 
Wichita, Kan., manufacturer 
of home heating equipment, 
has established a special sec- 
tion within its sales and ser- 
vice organization to deal with 
gas utilities exclusively. The 
new program will be carried 
out by a field staff of three 
and a policy and review board 
made up of five sales execu- 
tives. The three field directors 
are V. D. Call. Larry T. Ash, 
and Merle Crist. 








Fire Damages E. Cosgrove Retail Business; 
Wholesale Section and Warehouse Unharmed 


The retail business of E. 
Cosgrove, Inc., 205 Bullard 
St., Silver City, N. M., hard- 
ware wholesaler, has been 
curtailed as the result of a re- 
ceit fire, estimated at $100,- 
000, which seriously dam- 
aged the company’s building. 
The wholesale business and 
warehouse were not dam- 
aged, and the company car- 
ried on business as_ usual, 
although handicapped by the 


reduced office space. The com- 
pany plans to build a new 
store with a 50-ft. front on 
Bullard St. 

The fire, which apparently 
started in the basement of 
the store and followed a 
stair well to the upper floors, 
did most damage to the com- 
pany offices on the upper 
floor, although the firm’s 
records were saved. 
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CAN OPENER * SERIES 500 
Magnetic Model * Series 600 


UTILITY RACK * SERIES 700 


ICE CRUSHER 
SERIES 1100 


Refreshment 
Shoker 
Model 

Series 1100S 





Look at him 









...You can tell 


he sells 





CABINET MODEL CAN OPENER 
SERIES 1200 
Magnetic Model * Series 1200M 
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We \GLoO bat 


Look in on the reasons 
for this happy picture 
Booths 564-566... 
Atlantic City House- 
wares Show, July 9-13 








CAN AND 
JAR OPENER 
SERIES 1500 
Magnetic 
Model 
Series 1600 















KING OF THE CAN OPENERS 





» SWING-A-WAY MFG. CO. 
PR 4100 BECK AVENUE 
eae, ST. LOUIS 16, MO. 


© FOX AGENCIES, LTD., PORT CREDIT, ONT 
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McGregor Hardware 
Officials to Retire 


The retirement, on October 
1, of J. W. Yates, president 
and general manager, and 





J. W. YATES 


Miss Irene Rand, vice-presi- 
dent and secretary-treasurer 
of McGregor Hardware Co., 
wholesaler, 309-323 Water 
St., Springfield, Mo., has been 
announced. 

Mr. Yates has been asso- 
ciated with the firm for more 
than 50 years, and Miss 
Rand has been with the or- 
ganization for more than 40 
years. 


Alan Wood Steel Firm 
Has 125th Anniversary 


The 125th anniversary of 
the Alan Wood Steel Co., Con- 
shohocken, Pa., will be cele- 
brated in July. Started in 
1826 by James Wood and his 
son Alan, the company is a 
pioneer in the development of 
steel. 

The company was first lo- 
cated near Wilmington, Del., 
but five years later was 
moved to its present location 
in Conshohocken. Additions 
to the plant have been con- 
tinued throughout the years, 
the principal plant addition 
recently being a $9,000,000, 
30-in. hot rolled strip mill, 
covering seven acres, placed 
in commercial operation in 
1950. 

The company is also taking 
steps to expand output at its 
iron ore mines, while prolong- 
ing the future of the mines, 
and to increase its ingot ca- 
pacity by about 10 pct. With 
an annual ingot capacity of 
slightly more than one-half 
of one pct of the present ca- 
pacity of the entire industry, 
the company continues to em- 
phasize the production of 
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and fill small 
orders for fabrication and 
warehouse distribution of a 
quantity, quality, or shape 
not generally attractive to 
larger mills. 

The plant is still owned and 
managed by the same family 
that founded it. 


specialties, 





Hesket H. Kuhn Receives 
Honorary LLD at Akron 


Hesket H. Kuhn, president 
of The Hardware & Supply 
Co., 475-5385 So. High St., 
Akron 11, Ohio, heavy whole- 
saler, was given an honorary 
degree of Doctor of Laws by 
Dean R. D. Landon, of the 
College of Engineering, at the 
University of Akron’s 79th 
annual commencement exer- 
cises, June 12, 1951. 

Mr. Kuhn joined The Hard- 
ware & Supply Co. in his 
early twenties, and this year 
will celebrate his 40th year 





HESKET H. KUHN 


with the organization. He is 
also a member and past presi- 
dent of the National Supply 
and Machinery Distributors 
Association, and is active in 
community affairs. 





Westinghouse Appoints 
Three to District Sales 


Walter T. Baker, Jr., has 
been appointed Pacific Coast 
district manager of the West- 
inghouse Electric Appliance 
Division, San Francisco. Mr. 
Baker, formerly northwest- 
ern district appliance man- 
ager, succeeds J. J. Moffatt, 
who resigned. At the same 
time, the appointment of H. 
R. Bryant as northwestern 
district appliance manager, 
in Chicago, to succeed Mr. 
Baker was announced, and 
Chester W. Paulson was 
named district appliance 
sales promotion manager to 
replace Mr. Bryant. 

Mr. Baker joined the West- 
inghouse appliance division 





in 1934 and one year later 
was assigned to the eastern 
district, serving in the New 
York and Buffalo offices. In 
1945 he was made eastern 
district sales promotion man- 
ager, and in 1948 he became 
northwestern district appli- 
ance manager for the com- 
pany. 

Mr. Bryant joined the com- 
pany in 1945, and has been 
in the appliance division’s 
northwestern district organi- 





WALTER T. BAKER, JR. 


zation since that time. In 
1948 he was appointed sales 


Nesco Names Zigmund 
Jersey District Head 


William J. Zigmund has 
been named to the newly- 
created post of district man- 





WILLIAM J. ZIGMUND 


ager for northern New Jer- 
sey by Nesco, Inc., Chicago, 
Ill., major housewares and 
electrical appliance producer. 

Before joining Nesco early 
this year, Zigmund had been 


a factory sales representa- 
tive for Poloron Products, 
Inc., and joined that firm 


after serving for six years 
as a representative of the 








promotion manager of the Friden Calculating Machine 
district. Co. 
New Janney Sample Room 


(Continued from page 141) 


both lunch and supper were 
served for the convenience of 
the visitors. 

These display rooms show 
an assortment of seasonal 
and staple _ merchandise, 
marked with dealer cost and 
retail prices. The rooms are 
air-conditioned for comfort. 
There is a parking lot ad- 
joining the building. The 
North Star Building was pur- 


chased several months ago, 
and the 100,000 sq. ft. plant 
was secured especially to 
provide display rooms for 
the company’s variety, gift 
and toy departments. 

Visitors were also invited 
to inspect the new aerial 
bridges and _ underground 
tunnel, which now connect 
the North Star Building with 
the main warehouse. 





The new aerial bridge connecting the main warehouse of 
Janney, Semple, Hill, with the company’s recently acquired 


North Star Building. 
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Hardware Dealers 


SHOTTEST TOOL DEALS 








For fast turnover, with 
a good profit, on a small investment, 
you can’t beat these three Indestro 
Red Hot Deals! 
Dealers report this is the easier, better 
way to sell tools. You get only the pick 
of the hottest sellers to offer your 
customers. . . no out-of-date numbers 
. no “shelf-warmers”’ ... every tool 
in REAL DEMAND. Buy any one or two 
or all three—and get the Colorful All- 
Metal Display Boards without extra 
charge. Start with Deal No. 3 Today 
and ask for free Bulletin describing 
the other money-making Hot Deals in 
full detail. 


GET ALL 3 DEALS FOR ONLY $92.45 


Deal No 3 







Retails for $54.60 
On Every Turnover 


You Make */§, 24 


Biggest Consumer Demand Is For V2" Sockets and 
Fittings —The Kind You Get on the No. 3 TOOL DEAL! 


All are chrome-alloy steel, brightly plated and pol- 
ished. Sockets are “‘Hot Broached” by Indestro’s 
exclusive process to insure better fit, longer wear 
and thinner wall construction. Each tool is iden- 
tified by name, size, number and price on the 
colorful all-metal Display Board that you get 
without extra cost! 


26 HEX SOCKETS—7.” to 1%" + 10 SQUARE SOCKETS 1/2” 
to %"+ 2-10” AND 2-6” EXTENSIONS + 2 LONG SPEEDERS - 










57 of t the 


hevntcnad SELLING Box, 
Combination Wrenches, 
ted ang Dolished drop 


for, 
Bed select Steel, for only $26, 
Ss 











Make a profit of $46.37 
on every turnover 


INDESTRO MFG. CORP. 
N. Kildore At Schubert Chicago 37, Ill. 





U.S.A. 


2 REVERSIBLE RATCHETS + 2 SWING HANDLES 


InDESTRO 


5528 HA 








COMBINE 
CUSTOMER SATISFACTION A 
AND 


Protits 


WITH THE HANDY ARROW jx 
GUN TACKER 


fastening tasks. 


other materials with equal efficiency. 
SURE-FIRE SALES COMBINATION * 
Feature the Arrow Gun Tacker along with... 
Insulation materials — Building paper — 
Wall canvas, etc. pas 


You'll Find Them A Profitable Combination 
oS 








ee 


HARDWARE AGE, JUNE 28, 1951 


BROOKLYN 6 NEW YORK 





Your customers will appreciate the trigger- like speed and 

ease of the Arrow Gun Tacker ‘in performing numerous | 
It staples insulation materials, building 

paper, wall canvas, roofing felt, screen wire and many | 


\ ly 







For further information write to: \\ 


SOW TL A Ld EAL ee 


SS N 
SS 
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DEALERS REPORT: “sales of 
‘AUTOWASH' are so easy 
that profits are 
amazingly high.” 














Rubber Bumper 


Aluminum 
Head and 
Handleg 


Attaches to 
Any Garden 
Hose 





Replaceable 


Soft Bristles 






orsehair 
Bristles Flare 
to 4” Handle 842” Long 


ALL THESE FEATURES AND 
OVER 50% PROFIT FOR YOU 


AUTOWASH sells itself. Let Model 840 with 842° handle 
your customer examine it retails for only $3.49 — 
and a sale is made. It's your price a low §2.10 — 
that easy. Ideally suited our profit a high §1.39. 
for d of hing jobs. Begin © high-profit AUTO- 
AUTOWASH rinses, " as sales now. At- 
it scrubs, as it an s>> ae counter dis- 
cleans. Tinee 08 play card and win- 


ee 
PACIFIC COAST BRUSH CO. 
Dept. 512A 1507 Santa Fe Ave. 


Los Angeles 21, Calif. 
.doz. Model 840, 8%” handle, AUTOWASH 










FLOUR CITY BRUSH CO. 
1501 4th Ave. So. 
Minneapolis 4, Minn. 
Please ship. . 
brushes. 

NAME .. 
ADDRESS 
CITY 


ZONE : STATE 
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Griswold Mfg. Appoints Ohio hardware owners, man- Hotpoint 
Assistant Sales Head agers, and key employees | managen 
a Management Training 
Frank P. Volgstadt was Course to be held at The James J 
recently appointed assistant Qhio State University, Aug- | of Hotpoii 
to Charles A. Massing, sales ust 20-24, 1951. The course | Taylor St. 
will include such subjects as 
purchasing, pricing, credit 
management, handling of 
complaints, business law, 
hardware accounting, adver- 
tising, display, sales training 
and supervision, telephone 
selling, and product knowl- 
edge courses. 
The courses will run from 
8:00 a.m. to 5:p.m., Monday 
through Friday. Instructors 
will be from Ohio State fac- 
ulty, the business world, and 
the hardware industry. 
FRANK P. VOLGSTADT rae 
Perfection Stove Stops 
manager of the housewares Acorn-Oriole Line 
division of the Griswold Mfg. 
Co., Erie, Pa. He will assist _ Perfection Stove Co., 7609 JAD 
Mr. Massing in coordinating Platt Ave., Cleveland, Ohio, 
all promotional plans and @Mnounces that it has discon- ceived tl 
policies, as well as supervis- tinued manufacture of the Execut 
ing production and working Acorn-Oriole line of gas Award a 
with Griswold dealers ranges. The Acorn - Oriole annual 
throughout the country. models were added to the Per- award, fi 
Mr. Volgstadt has been fection line in 1949, when the by the N: 
with Griswold for 17 years. Company purchased the do- tives, Wwe 
Since 1949 he was assistant Mestic range assets of the luncheon 
plant superintendent, and Standard Gas Equipment Co., Astoria, 
prior to that had been foun- Baltimore, Md. citing th 
Contains Ys doz. each of 8 dry superintendent for six P The tag A anne Se outstandi 
. . . re corn-Oriole lines was neces- ing prin 
different plier types — every one top quality — sitated by material shortages ship and 
“ ald and by the diversion of cer- ness mar 
-and heres that famous Ohio Association Offers |... Boi eon intdiiiin Mr. N: 
TREE B RA N D \S Summer Course current defense production. ing be 
. The Ohio Hardware Asso- The company will now con- a ° 
° / ciation, in conjunction with centrate its efforts on the en 
bach AGA | Ohio State University, will Perfection gas and electric at 
illic offer to approximately 40 lines. rine 
Pocket Knives that really hold e325 i me tories he 
© Sane se Sat Gin ter H. D. Young Heads Mississippi Association 
easy-profits ! —— " Tyler F 
Wilson 
wal hin The a 
— erating 
Poultry Shears a woman can’t Refrige1 
resist—the quality shows in 4 Del., v 
every detail. : cently | 
ie - @ i Tyler F 
: fe, A 4 Mich., n 
; wigan i mercial 
; one farm : 
‘ Shears and Scissors with a repu- Wilson 
| pry Aig old as the hills — they operates 
C Tyler | 
| Wilson, 
| preside 
concern 
BOKER line. Advise meal Jobber general 
At the annual convention of the Mississippi Retail Hardware ae 
& Implement Association at Biloxi H. D. Young, Bruce, was : 
4 = 346) KER & of 0 INC. i Bie president. Other officers elected are: W. W. Howard, iness b 
Esp Bi , Jr., Laurel, vice-president; V. W. Logan, Vicksburg, and Corpor: 
Quality for over a Century ie 3 Metcalf, Indianola, advisers. New directors are Pe. i. of four 
Hooper, Philadelphia, and W. H. Fincher, Jr., Lexington. ating 
101 Duane Street New York 7,N. Y. David O. Mansfield, Jackson, is secretary. In the photo, left organiz 
to right are Messrs. Young, Howard and Mansfield. main Pp 
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Tyler Fixture Acquires 
Wilson Refrigeration 


The acquisition of the op- 
erating business of Wilson 
Refrigeration, Inc., Smyrna, 
Del., was announced _re- 
cently by an executive of 
Tyler Fixture Corp., Niles, 
Mich., manufacturer of com- 
mercial refrigerators and 
farm and home freezers. 
Wilson Refrigeration will be 
operated as a division of 
Tyler Fixture Corp. John 
Wilson, Jr., founder and 
president of the Delaware 
concern, will remain as the 











the Saginaw branch in 1940, 
and in 1947 became head of 
the northern Ohio sales divi- 
sion in Cleveland. From 1949 
until his recent promotion he 
was assistant to M. J. For- 
tier. In his new position, Mr. 
Bewie will have full responsi- 
bility for sales through the 
dealer organization. 























ners, man- | Hotpoint President Gets fices at Niles, Mich., Tyler 
employees Management Award currently is operating a man- 
raining ufacturing unit in Waxa- 
d at The James J. Nance, president hachie, Tex., and a wholly 
sity, Aug- | of Hotpoint, Inc., 5600 W. owned subsidiary, the Harder 
"he course Taylor St., Chicago 44, re- Refrigerator Corp., Coble- 
ubjects as skill, N. Y. 
ig, credit ; 
dling of Rheem Advances Three Tubular and Solid 
ms” hie es TI GLASS RODS, 
ng, adver- In Sales Organization For fly, plug, spinning, \ bait 
s training C. T. Miller, sales manager casting and salt water fishing 
telephone of the appliance division, has 
ct knowl- been made assistant general 
sales manager of Rheem Mfg. 
run from Co., 570 Lexington Ave., New 
’ ey York City 17, and Ralph W. 
istructors Cooke, central regional sales 
state fac- manager in Chicago, has been AT LAST ae 
orld, and transferred to New York to 
Ty. succeed Mr. Miller. William 
S. Goodfellow, assistant west- A GLASS ROD That 
. . k 
Stops Defies Comparison! 
, =) 
Co., 7609 JAMES J. NANCE After months of exhaustive labora- 
id, Ohio, tory research and critical angler testing, 
s discon- etiued the Will Seles the Edw. K. Tryon Co. has succeeded in 
. the Executives Management perfecting this complete line. 
or = gas Award at the group’s 16th 
le Bee cou “mee These are glass rods that 
the Per- award, first of its kind made will sell themselves! 
a ~ ay the Rational Sales aew- Unmistakable quality and precision work- 
’ “i tives, was announced at a manship at undeniably low prices. Your 
of the luncheon at the Waldorf- customers will love them. 
nent Co., Astoria, New York City, f S the Senill " these rods 
citing the industrialist “for Perfected by leading anglers, the 
ndon the outstanding service in apply- C. T. MILLER have been manufactured with micrometer 
S Gomes ing principles of salesman- =e precision. 
1ortages ship and marketing to busi- ern regional sales manager, — 
of cer- ness management.” has moved from California They provide Mere Power — Lighter Weight = 
rials Mr. Nance has been speak- 0 nee See. _ + ace Wateosees. dul they was take a set, 
duction. ing before management company’s central regional won’t warp, won’t rot, won’t open up. 
yw con- groups in various parts of sales manager. | The KINGFISHER LABEL is a double warantee 
on the the country during recent aan | — for your protection; for your customers’ pro- 
electric weeks, urging increased mar- Trade Sales Head tection, just as it is en all other KINGFISHER 
keting activities as _ the —_ 1 140) | products. 
remedy to unbalaned inven- ‘Continued from page We are Making Deliveries Now— 
te tories held by retailers. territory in Michigan, Mr. FISHE: Tubular and Solid 
3 . f 
, Bewie became manager o GLASS RODS 


2-piece Fly Rods — (Tubular glass) at $16.00 to 
$18.95, list. (And incidentally about the sweetest 
rods a fisherman ever cast.) 

Bait and Plug Casting Rods —(Tubular and solid 
glass). Tubular $9.95 to $13.95, list. Solid glass 
$4.95 to $9.95, list. . 
Spinning Rods—(Tubular and solid glass). 
$18.00, list. Combination Spinning and Fly Rods 
$22.50, list. 

Salt Water Rods —(Tubular and solid glass). All 
weights. Tubular $12.50 to $20.00, list. 
Solid glass $7.95 to $13.50, list. 


ORDER NOW FOR IMMEDIATE DELIVERY 





ee general manager of the or- 
dwace ganization which he founded. 
.» Was The acquisition of this bus- 
ward, iness by the Tyler Fixture 
. and Corporation brings to a total 
H. L. of four the number of oper- 
igton. ating units in the Tyler 
» heft organization. Besides their 815 ARCH ST., PHILADELPHIA 5, PA a 
main plant and general of- PAUL R. BEWIE 
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HARDWARE BRIEFS 








California 
Montebello Hardware 
Store, Montebello, held its 


opening in the recently com- 
pleted building at 1105 
Whittier Blvd. The store had 
been located at 416 Whittier 
Blvd. for more than 35 years. 
Bert Coffman is owner and 
founder of the business. 





Georgia 


Cleghorn Bros. Hardware 
store building and merchan- 
dise, Villa Rica, one of the 
city’s older business firms, 
has been sold to John Wal- 
drop. 


A self-service operation 
has been installed in the new 
store of Vincennes Hardware 
& Paint Co., 75th and Vincen- 
nes Ave., on the South Side 
of Chicago. The store, former- 
ly located at 7329 Vincennes, 
has been in business for 23 
years, and is owned by S. 
Miller. 


lowa 

Ed Hazard has sold his in- 
terest in the Hazard Hard- 
ware Co., Shenandoah, to Ed 
Thomsen. 


Kansas 

Grove Hardware, 329 W. 
13th, Wichita, held its open- 
ing recently. Tom McCollum 
is the owner and operator. 





Leeper Hardware Store, 
Holton, has installed a new 
front and display window. 
The front is trimmed in 


aluminum. 

Maine 

G. D. Perkins Hardware 
Co., 10-14 Madison Ave., 


Waterville, has been in busi- 
ness for 50 years. Herman G. 
Perkins conducts the business. 





Massachusetts 


Central Hardware, Main 
St., Hyannis, has recently re- 
opened its newly enlarged 
store. The firm has been in 
operation for 25 years. 





South End Hardware Co., 
1095 Washington St., Boston, 
has just completed 50 years 
of service. 
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Hamilton Hardware Co., 
259 Bowdoin St., Roxbury, 
has celebrated its 30th birth- 
day recently. Philip Rosen is 
the owner. 


Missouri 

Decker Hardware, 11 
Science St., Flat River, has 
moved to 311 W. Main St. 





Nebraska 


Ray Brown has purchased 
Ziegler’s Hardware, Riverton, 
from Jack and Oscar Ziegler. 
The Zieglers have been in the 
hardware business in River- 
ton for 18 years. 


New Jersey 


Ocean City Hardware Co., 
720 Asbury Ave., Ocean City, 
was sold by C. W. Pitt, who 
founded the business six years 
ago. The new owner is Frank 
L. Totten. 


New Mexico 


Jess E. Payton has pur- 
chased the hardware store 
owned and operated by 
George Corbin in Causey. 


Texas 

McKinney Hardware, 209 
W. California St., Gainesville, 
has been sold by W. B. Mc- 


Kinney to David E. O’Brien. 
Mr. McKinney had operated 
the hardware store for 20 
years. 





Superior Hardware Co., 
124 W. Jackson, Harlingen, 
was opened recently. The 


store has been remodeled and 
redecorated. 


D. R. Gass and his sons 
have sold their hardware 
store in Hereford to M. S. 
Acuff, Berry Orr, and Frank 
Tubbs. 





Texas Wholesale 
Hardware Meeting 


(Continued from page 141) 


devoted to committee reports, 
followed by three speakers. 
M. E. Duckworth, Peden Iron 
& Steel Co., spoke on priori- 
ties that affect the hardware 
wholesaler; LeRoy B. Ever- 
ett, vice-president, Bering- 
Cortes Hardware Co., talked 
on “Returned Merchandise’’; 
N. F. Van MHoogenhuyze, 
president, Wm. Van Hoogen- 
huyze Hardware Co., ad- 
dressed the group on “Ware- 
house Arrangement and 
Efficient Handling of Mer- 
chandise.” 

Following the _ speakers, 
new officers of the Texas 
Wholesale Hardware Asso- 
ciation were elected, and are 
as follows: president, David 
B. Nash, Nash Hardware 


Co.; first vice-president, E. D, 
Peden, Peden Iron & Steel 
Co.; second vice-president, C. 
Stanley Roberts, Jr., Roberts, 
Sanford & Taylor Co.; secre- 
tary-treasurer, Nat M. John- 
son, La Feria. The new 
executive committee is com- 
posed of Gus C. Dittmar, 
San Antonio Machine «& 
Supply Co., chairman; Her- 
man T. Biar, The Schoell- 
kopf Co.; Carl A. Johnson, 
The Walter Tips Co.; Joe F. 
Wood, Corpus Christi Hard- 
ware Co. 

The Texas Hardware 
Boosters Club, holding its 
15th annual meeting at the 
convention, met with presi- 
dent Paul H. Speaker, Jr., 
for the election of Booster 
officers. They are: president, 
Ed M. Luther, True Temper 
Corp.; first vice-president, 
Charles W. McKnight, G. M. 
Baird & Co.; second vice- 
president, C. Earl Stafford, 
The Stanley Works, San 
Antonio; and secretary-trea- 
surer, Nat M. Johnson, La 
Feria. The Executive Com- 
mittee is composed of the 
four officers and the follow- 
ing: Joe M. Jackson, chair- 
man; Charles E. Lanter, 
Kar] E. Hormann, and War- 
ren F. Ward. The 1951-1952 
Advisory Board is as fol- 
lows: P. H.. Speaker, Jr., 
chairman; O. F. Torbron, 
1952; George C. Barton, 
1952; John G. During, 1953; 
Harold H. Hargrave, 1953; 
C. B. Hasford, and Paul H. 
Bowen. 








Past Presidents Honored by Los Angeles Pot & Kettle Club 





Past presidents of the Los Angeles Pot & Kettle Club were honored at the first annual 
club Hi-Jinks, held recently. Living past presidents since the time of the club's organi- 
zation in 1924 were present, and are shown here, back row, left to right: Weldin Reed, 
1938, California Hardware Co.; Al Fischer, 1932, J. W. Robinson Co.; Jack Badham, 
Jr., 1933, Hoffman Hardware Co.; Fred Brose, 1944, Fred C. Brose; Al Howson, 1943, 


Dohrmann Hotel Supply Co.; Judd Pohlson, 


1937, Bendix Corp.; Carl Hobson, 


1941, 


Harper & Reynolds Corp.; Al Tengwald, 1942, James H. Rhodes & Co.; Ted Moroney, 
1939, Glenn B. White & Associates; Carroll Walker, 1947; Vern Rupp, 1947-1948, V. T. 
Rupp Co.; Ad McBurney, 1946, A. D. McBurney; Harry Grant, 1949-1950, Union Hard- 


ware & Metal Co.; Marshall Neidecker, 


1945, Andrew Brown Co.; and Art Wheeler, 


1940, A. F. Wheeler Co. Front row, left to right: Ed Hallock, 1927, California Hardware 


Co.; Francis Regan, 1926, Union Hardware & Metal Co.; Jack Cragg, 
1930, retired; Ed Hauptman, 


Wilbur McCune, 


1924; Les Neblett, 


1925, retired; 
1936, Los Angeles 


Ladder Co.:; Bill Hitt, 1929, W. C. Hitt Co.; and G. A. Hallenscheid, 1928, Hall-Mack Co. 
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G. P. Merrill Named to 
OPS Committee 


George P. Merrill, general 
sales manager of The Stanley 
Works, New Britain, Conn., 
was invited to become a 





GEORGE P. MERRILL 


member of the Builders 
Hardware Industry Advisory 
Committee, Office of Price 
Stabilization, Washington, 
D. C. Mr. Merrill attended 
the opening meeting of this 
Committee with the staff 
members of Director Michael 
V. DiSalle, held on June 23. 


Motorola Names Holsten 
Merchandise Manager 


E. A. Holsten has been 
named special merchandising 
manager of Motorola, Inc., 
4545 W. Augusta Blvd., Chi- 
cago, Ill. He is succeeded in 
his former position of gen- 


eral manager of Motorola- 
Detroit Co., by John B. 
Langley. 


Mr. Holsten was formerly 
with the B. F. Goodrich Co., 
Johns Manville Co., and the 
Ajax Rubber Co. Prior to his 


new position, Mr. Langley 
was assistant accessories 
merchandise manager and 


accessories sales manager for 
Ford. 





Goodman Advanced 
By Remington Rand 


The appointment of Her- 
bert H. Goodman, branch 
manager of the Washington, 
D. C., office of Remington 
Rand Inc., 315 Fourth Ave., 
New York City 10, as a vice- 
president of the company was 
announced recently. 

Mr. Goodman, who started 
with the Rand organization 32 
years ago as a mail boy in the 
North Tonawanda, N. Y., of- 
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fice of the company, joined 
the Washington staff of the 
company in 1934 as a sales- 
man, and in 1946 became 
manager of the Systems Di- 
vision in Washington. In 
1949, he was advanced to 
senior branch manager in the 
Washington office. 


Industrial Tape Corp. 
Makes Appointments 


George A. Fitzgerald has 
been named sales manager 
of Automotive Products and 





GEORGE A. FITZGERALD 


John L. Callahan was ap- 
pointed merchandising direc- 
tor of Industrial Tape Corp., 
a subsidiary of Johnson & 
Johnson at New Brunswick, 
N. J. 


Mr. Fitzgerald joined In- 
dustrial Tape in 1938, and 
his most recent position was 
division manager in Los An- 
geles. He was formerly with 
Easton Mfg. Co. Mr. Calla- 
han was previously sales 
manager of the Flako Prod- 
ucts Corp., and has served in 





JOHN L. 


CALLAHAN 


sales, merchandising and ad- 
vertising capacities with 
other concerns. 


Besly Opens New Branch 

Charles H. Besly & Co., 
Chicago, Ill., recently opened 
a new warehouse and sales 
office, located at 6516 Detroit 
Ave., Cleveland, Ohio. T. F. 
Mummery, Jr., will direct 
the new office. 


Inland Steel Products 
Advances Four 


B. B. Barker, former man- 
ager of the Chicago Branch 
warehouse, was appointed 
manager of the consumer 
products sales division of In- 
land Steel- Products Co., Mil- 
waukee, Wis. M. P. Komar, 


formerly of the Milwaukee 
firm’s parent company, In- 
land Steel Co., was named 
manager of the Chicago 


branch. The new manager of 
the Cleveland plant, G. F. 
Gruenert, was formerly the 
manager of the Rochester, N. 
Y., branch. Arthur F. Pope, 
formerly of the Milwaukee 
sales district, was named to 
replace Gruenert as manager 
of the newly combined Roch- 
ester-Buffalo branch opera- 
tions at Buffalo, N. Y. 





B. B. BARKER 











eed ~ 


me 


ge 


Le OE 





te) ‘Vi \ A 


q) 


New Lines Introduced by James Heddon’s Sons 


« 


New items for 1952 was the subject discussed at the annual sales meeting of James 
Heddon’s Sons, recently held at the Dowagiac, Mich., office. Many new glass rods, both 
tubular and solid, a new lightweight casting reel, and a number of new lures were 
introduced to company representatives during the week-long session. At the same time, 
the appointment of Lou S. Caine as sales manager, supplementing his position as vice- 
president, was announced. Homer Circle was named director of advertising and publicity, 
and Norman Churchill was appointed sales promotion manager. 

Company officials and territorial representatives shown above, front row, left to 
right are: Ferd Lang, Bill Moore, Homer Circle, Jack Riehl, John Heddon, Lou Caine, 
H. E. Schmedlen, and Tom Denmark. Back row, left to right: Leo Petronave, Hank 
Schmedlen, Norman Churchill, Milt Skrivseth, Gene Singer, Frank Carter, and Charles 


Brockman. 
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Landen Putty Appoints 
Jarrett in Texas Area 


Charles P. Jarrett, Dallas, 
Tex., has been appointed 
manufacturers’ representa- 





CHARLES 


P. JARRETT 


tive to cover Texas, Okla- 
homa, and New Mexico for 
the Landen Putty Works, 
Inc., Malden 48, Mass. 

Mr. Jarrett has represented 
other lines in the paint and 
hardware fields in southern 
territories, and will handle 
Landen’s line of Flexiseal 
caulking compounds. 


W. Stone Takes Partner 
In Wm. P. Horn Company 


Bernard L. Stone has re- 
cently joined Walter A. Stone 
as a partner in the Wm. F. 
Horn Co., manufacturers’ 
representative, Western Mer- 
chandise Mart, 1355 Market 
St., San Francisco 3, Calif. 
The company, formed in 1896, 
handles housewares and ap- 





pliance lines in California, 
Oregon, Washington, and 
Arizona. Among the firms 


represented by Wm. P. Horn 
are: Peerless Mfg. Corp., 
Louisville, Ky.; Munising 
Wood Products Co., Inc., Chi- 
cago, Ill.; Republic Stamping 
& Enameling Co., Canton, 
Ohio; Larson Ladder Co., 
San Jose, Calif.; and Laitner 
Brush Co., Detroit, Mich. 





Panef Mfg. Co., Inc., Mil- 
waukee 1, Wis., has an- 
nounced the following ap- 
pointments of representa- 
tives to handle its line of 
Graphitoid Lub-A-Spray and 
Retriev-A-Buoy. Earl H. 
Ebert Co., 3016 McGee Traf- 
ficway, Kansas City 8, Mo., 
will cover Iowa, Nebraska, 


Kansas and Missouri; Velie 
Sales Co., Suite 222, 1645 
Hennepin, Minneapolis 3, 
Minn., will handle Minnesota, 
North and South Dakota, 
Wisconsin, and the upper 
peninsula of Michigan; and 
Walter Eckhouse & Co., 600 
S. Michigan Ave., Chicago 5, 
Ill., will cover Illinois and In- 
diana. 





J. T. Eaton & Co., Ince., 
1106 Lakeview Rd., Cleveland 
8, Ohio, has announced its 
newest appointments of rep- 
resentatives handling the 
company’s Rough and Ready 
Warfarin rat and mouse kill- 
er. John K. Waite Co., with 


offices in Seattle, Portland 
and Spokane, will cover 
Washington and _ Oregon. 


David E. Spindle Co., will 
handle Arizona, California, 
New Mexico, and Texas, from 
offices located in Phoenix, San 


Francisco, and Glendale, 
Calif. Ritchie & Janvier, Inc., 
Bloomfield, N. J., was named 
to handle New Jersey. 





R. E. Chapin Mfg. Works, 
Ine., Batavia, N. Y., has ap- 
pointed two new manufac- 
turers’ representatives to 
handle the Chapin line of 
hand and tank-type sprayers. 
William L. Ettinger Co., At- 
lanta, Ga., will cover the 
area of Georgia, and The 
Rueger Co., with its home of- 
fice in Los Angeles, Calif., 
will handle the line in Cali- 
fornia, Nevada, Arizona, New 
Mexico, Utah, Colorado, Wy- 
oming, Montana, and eastern 
Idaho. 





Henry H. Ellis has been 
appointed midwestern terri- 
tory sales representative for 
the Huffman Mfg. Co., Day- 
ton, Ohio, handling the entire 
Huffy wheel goods line. His 
territory will include Wiscon- 
sin, Minnesota, northern IIli- 
nois, Iowa, Nebraska, and 
North and South Dakota. Mr. 
Ellis’s office and showroom 
are at the Merchandise Mart, 
Room 14-115, Chicago, III. 








Delta Power Tool Names 
Sales Promotion Head 


-Richard J. Brown has been 
appointed advertising and 
sales promotion manager of 
Delta Power Tool Division of 
Rockwell Mfg. Co., Milwau- 
kee, Wis. He had previously 
been in advertising and sales 
promotion of Crane Packing 
Co., and in the Building Ma- 
terials Div. of the Armstrong 
Cork Co. 


Fasteners Standardized 
At London Conference 


Common nut and bolt sizes 
have been agreed upon by the 
U. S., Great Britain, and 
Canada, the British Stand- 
ards Institute announced re- 
cently. The decision was 
made at an industrial and 
military delegate conference 
of the three countries, held 
in London. 





Burroughs Mfg. Names 
General Sales Head 


Jim Bright has been ap- 
pointed to the position of gen- 
eral sales manager for the 
Burrite Line of plastic house- 
wares of the Burroughs Mfg. 
Corp., 3831 Verdugo Rd., Los 
Angeles. 


HARDWARE AGE, JUNE 28, 1951 


Mr. Bright was formerly 
sales and advertising man- 
ager for Thermic Ray Copper 





JIM BRIGHT 


Bottom Cookware, and prior 
to 1948, he served as sales 
manager for the Trimz Co. 
of Chicago. 





Hardware Lodge Hoids 
Veterans Outing 


More than 2000 Hardware 
Lodge, B’nai B’rith members 
entertained a group of hos- 
pitalized veterans at an all- 
day outing, June 17, at Macy 
Park, Ardsley, N. Y. 

The events included a soft- 
ball game, horseshoe pitch- 
ing, children’s events, and 
races. Luncheon was served. 


Gudebrod Bros. Opens 
Chicago Branch Office 
A new Chicago office of 


Gudebrod Bros. Silk Co., Inc., 
12 So. 12 St., Philadelphia, 





CALVIN C. SCHRADER 


Pa., has been opened recently 
at 991 Merchandise Mart. The 
company, makers of fishing 
lines, sewing threads, and 
surgical sutures, have ap- 
pointed Calvin C. Schrader 
manager of the new office. 
Mr. Schrader, who operated 
his own business, was for- 
merly associated with Gude- 
brod Bros. 


Yale & Towne Appoints 
Industrial Sales Head 


William H. Holding has 
been appointed industrial 
sales manager for both the 
Stamford, Conn., and Salem, 
Va., divisions of The Yale & 
Towne Mfg. Co. He will di- 
rect the sale of industrial 
locks and hardware. 

Mr. Holding joined Yale & 
Towne in 1934, moving from 


a work bench into office 
work, and then into sales 
work. In 1942, he became 
assistant manager of the 


Detroit office, and prior to 
his most recent promotion, 
he was east coast regional 
manager of industrial sales. 


U. S. Rubber Appoints 
W. deC. Crater 


Willard deCamp Crater 
was appointed assistant sales 
manager of Marvinol vinyl 
resins for Naugatuck Chemi- 
cal Div., United States Rub- 
ber Co., New York City. Mr. 
Crater will develop new mar- 
kets and direct sales activi- 
ties. 


Georgia Hardware Adds 


The Georgia Hardware & 
Supply Co., Albany, Ga., has 
named A. H. Causey to its 
inside sales force. 
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Expansion Screw Anchors 


For more than forty years Paine Fastening and Hanging 
Devices have been the first choice of the best craftsmen. 
They have found, through use, that Paine’s high quality 
material and production assure ease and speed of 
installation. Today and tomorrow make Paine devices 
your first choice. 
Paine Expansion Screw Anchors will HOLD in any 
solid material. Anchors are stamped with size and thread 
of bolt or screw required, and have a directional arrow 
indicating which end goes in the hole. Setting tool 
furnished with each box of anchors. 
For the holes use a Paine ‘Sudden Depth” Drill. 


THE PAINE COMPANY 2963 Carroll Ave., Chicago 12, Ill. 


Lig 
the best craftsmen always take pA E's 


Spring Wing Toggle Bolts Conduit Clamps Star Drills 





Expansion Anchors Pipe Hooks and Straps Malleable Shields 
“Sudden Depth’ Drills Hanger Iron, perforated Special Hanging and 
Wood Screw Anchors Expansion Shells Fastening Devices 
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~ Washing ton 
NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


rates will be increased by 12% pet. 
Increases are slated to become ef- 
fective September 1, with the new 
corporate rates retroactive to Janu- 
ary 1, 1951. 

A total of $1.2 billion would be 
raised by new excises, under pres- 
ent plans. New levies would be im- 
posed on a long list of household 
appliances. 

Here’s the excise situation, in 
part, at a glance: 

Parts and Accessories: Tax on 
new products rises from 5 to 8 pet. 
Tax eliminated on fair market 
value of old part traded in on re- 
built part. Tax to be paid on cash 
difference only. 

Farm Equipment: Bill calls for 


| tax refund or credit (instead of 


exemption). But spark plugs, bat- 
teries, leaf springs, coils, timers, 
and tire chains are excluded from 
this provision. 

Tires for Toys, Lawn Mowers, 
Ete.: Tax-exempt if not larger 
than 20 in. in diameter. 

Sporting Goods: Tax to rise from 
10 to 15 pet. Items used primarily 
by schools exempt, except for base- 


| balls and baseball equipment. 


Appliances (Electric, Gas, and 
Oil): No change in present rate of 
10 pct. However, the following 
items, not previously subject to the 
tax, are now included in the list of 
those to be taxed at the 10 pct rate: 
Dish - washers, mangles, clothes- 
driers, floor-polishers and waxers, 
electric razors, electric- and power- 
driven lawnmowers, electric hedge- 
clippers, electric pants-pressers. No 


| tax on electrical automatic interval 


timers or electrical heating pads. 
But electric sheets and spreads are 
to be taxed. 

Photographic Apparatus, Equip- 
ment, and Film: New rate is 20 pet 
on all items except those used for 
commercial purposes. Bill provides 
for floor-stock refund on _ photo- 
flash bulbs to persons holding for 
sale on effective date of tax. 

Safety Razors and Blades: No 
tax. Earlier decision to impose 10 
pet manufacturers’ tax reversed. 

Electrical Energy for Domestic 
or Commercial Use: This tax is to 
be repealed in its entirety. 

(Resume reading on page 11) 
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by GRIFFIN 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

quality produced by 

Griffin. 





a i Seer DOOR NEEDS THREE! 





— 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 


43 Warren Street, New York 7, New York 

1639 Fargo Avenue, Chicago 26, Illinols 

9344 Woodward Avenue, Detroit, Michigan 

115 Broad Street, Boston, Massachusetts 

1355 Market Street, San Francisco 3, California 

917 St. Charles Avenue, Atlanta, Georgia 

3082 North Harwood, Dallas, Texas 

4524 East 60th Street, Seattle, Washingten 

785 North President Street, Jackson 6, Mississippi 

4638 Nichols Parkway, Kansas City, Missouri 

2611 Garrison Bivd., Baltimore 16, Maryland 3 
1620 Garfield Street, Denver 6, Colorade Fj 
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‘Stock these proven 


SALES LEADERS 


= for bigger tape 
profits now and 
for the future! 


SALES HAVE BEEN GOING UP—U/P— uP 
EVERY YEAR FOR OVER 30 YEARS! 


Every year—for more than 30 years — sales of 
ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join 
the big parade of dealers cashing in on this 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay — get all 
the details, now! 
WAREHOUSE STOCKS AND AGENTS. strategically 
located throughout the country. Write for name of 
wholesaler nearest you and new illustrated catalog. 
Address inquiries to: ACCURATE MANUFACTURING 
COMPANY, -Garfield, New Jersey. 


iF IT'S TAPE... 


IT WILL PAY YOU TO MAKE SURE 
™ ACCURATE TAPE ‘Go 












By R. S. WILD 


Priority and Price Digest 2:**. 





News and Interpretations of Government Orders 


Higher Ceilings Seen 
For Shelf Paints; 
Toy Order Coming 


Hardware dealers can expect 
three new OPS price orders—on 
paint, toys, and builders’ hardware. 

As this issue went to press, 
Washington sources report that 
on June 21, OPS would probably 
issue a price regulation for paint, 
varnish, and lacquer. This order 
is foreseen as bringing up and 
down adjustments in ceilings. 

It is also reported that while 
there will be slight rises in ceil- 
ings for most nationally advertised 
shelf paints, for contractors and 
industrial users a rollback is antici- 
pated. Paint distributors can ad- 
just their ceilings under SR 29 to 
the GCPR (See HARDWARE AGE, 
June 14 issue, page 67). 

The new paint order, SR 6 to 
CPR-22, though it brings paints, 
varnishes and lacquer under the 
manufacturers’ regulation, leaves 
shellac, gum and _ waterproofing 
compounds exempt from CPR-22. 

Effective date of the order is 
July 15th, but producers can put 
new ceilings into effect as svon as 
they file reports with OPS. 

Meanwhile, it has been learned 
that OPS has pulled back its toy 
order for further revision. While 
there are no exact details available, 
toys, it is presumed, will be put 
under CPR-7. 

Third of the trinity of price 
orders, specifically affecting the 
hardware trade is one for builders’ 
hardware, but that is still some 
weeks off. 


OPS Calendar 


June 15—The date on which you 
were to have filed ceiling prices 
for services such as_ repairs, 
rentals, etc., with your local OPS 
district office. See sample list 
and review of the repair order, 
CPR-34, on this page. 

June 15—On this date you were 
also to post your ceiling prices 
for services. 

July 1—If you are pricing some of 


(Continued on page 160) 
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How to Set Service and Rental Ceilings 


OPS in Ceiling Price Regulation 34 has frozen charges for services such 
as repairs and rentals, pegging such charges in most cases to the highest 
prices charged during the base period, Dec. 19, 1950, to Jan. 25, 1951, as 
reported in HARDWARE AGE, May 31 issue. If you have different classes 
of customers, the highest price charged each class is your ceiling price. 

Under CPR-34, you must keep all records showing your’ base period 
prices. A list (see example on this page) of those prices was to be filed 

(Continued on page 158) 





Sample Ceiling Price Statement 


A sample of the type of statement which dealers are required 
to have filed with their district OPS office by June 15, as re- 
quired under Ceiling Price Regulation No. 34, is given below. 
This is a sample copy prepared by HARDWARE AGE. The list 
you file should list only charges for the specific services you 
offer or the specific items you are renting. Your list must 
clearly show the prices you charge. The statement may be 
typed or handwritten. One copy should be sent to your district 
OPS office, and another copy kept in your store. In addition, 
a list of these charges must be posted in your store where your 
customers can see it. 





Statement of Ceiling Service Prices 
John Doe Hardware 
100 Main Street Anywhere, USA 
In all cases the prices listed below were the highest prices charged 
during Dec. 19, 1950-Jan. 25, 1951. 


List of Services Supplied Price Charged 
Per y%, Wk. 
, Min. Hr. Day Eve. End 
Rental of Floor Sander ..... $2.00 $2.00 $2.00 $5.00 
- PE aie aischeraie aes 1.50 2.00 3.00 5.00 
OY ME fics tase wie %Gose 1.00 1.00 1.00 2.00 
gs “ Lawn Roller ...... 1.00 1.50 
es a rr 15 25 15 §©1.00 
= “ Tank Spray ....... 50 50 “15 
” =  . rn 1.50 1.50 1.50 3.50 
“ “ Wet Sander ....... 1.50 1.50 3.50 
sy “Hedge Trimmer ... 2.00 2.00 3.00 
<4 “ Fertilizer Spreader. 1.00 .20 1.50 


(Remember this statement is only a partial list. You must list all of 
your services and your prices.) 














Dated At Firm’s Name 
. Address 
City State 
Signed 








HARDWARE AGE, JUNE 28, 1951 








HARD" 
















































es such 
highest 
951, as 
classes 
zy price. 
period 
be filed 
SPOTLIGHT’S 
d 
Y. On 
t 
y 
Se) JUSTRITE 
7 
t 
“Spectal Lt! 
FATHER'S DAY - ey, Ss, 
PROMOTIONS - ellow- aS, 
| Wowie ~ “I I3Iy e-— on = 
ed | Sf SVE 7] NATIONAL 
wield: 
rnd EM ADVERTISING MOST POWERFUL FLASHLIGHT MADE 
\ ‘ 11% Millen ads a month! 
nd ope pl HERE'S THE BRIGHTEST NEWS YOU'VE EVER HAD! 
0 11,500,000 copies of The brand new, SUPER POWERFUL “Yellow Flash 
0 = — = 8” is FULL of sales getting advantages — and EXTRA 
10 tion to the huge Business PROFITS for you! Imagine! A flashlight only 8” in 
0 paper ad program which overall length . . . yet it throws a beam 2,500 feet! 
10 ll a.” _ It’s compact, lightweight, and handy for all flashlight 
5 me “ ’ po uses. Adjustable head, folding handles. Rustproof metal, 
0 now en WUSTRITE “'YEL- 5445 tone beens. highly polished chrome plate and yellow and gray 
0 LOW FLASH 8” flash- enamel give it beauty as well as utility. 
0 aon. Uses eight standard flashlight batteries (MORE 
0 SALES for you), or 6-volt lantern battery for extra 
f long economy service. 
POINT OF Year ‘round national magazine advertising, tie-in 
* “ef point of sale display material and world wide accept- 
SALE HEADLIGHT MODEL ance of JUSTRITE PLUS the exclusive features of 
‘ DISPLAY «~ (#1958) $4.95 lous bat- the new “Yellow Flash 8” mean increased sales for you! 
aia MANUFACTURING CO. 
2061 N. SOUTHPORT AVE. 
CHICAGO 14, ILL. 
IMMEDIATE DELIVERY from your jobber 
SI 
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SHELBY HELPS 
YOU SELL 


Here's a silent salesman counter 
display that does an outstanding 
selling job in only 6 x 9 inches of 
counter space—holds twelve neatly 
boxed products. The striking colors 
of the display boxes catch custom- 
ers' eyes and graphically tell how 
Shelby Spring and Chain Door 
Stops stop the CRASH of storm 


and screen doors. 


Shelby Spring and Chain Door Stops 
give complete wind damage protec- 
tion for screen and storm doors. 
The chain, which is heavier and 
stronger than ever before, keeps 
doors from opening more than 90°, 
and the compression spring absorbs 
the jar. Door, glass, and hinges are 
saved. 


Shelby's Spring and Chain Stop is 
a sure stop for doors—Shelby's dis- 
play is a sure stop for customers. 


Just put a display box on your 
counter and see how they'll sell— 
every home needs them. 


Order from your jobber, now! 


Spring Hinge 


Company 
Shelby, Ohio 
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| with your District OPS office by June 15, 1951. On that date also, ceiling 





prices were to be posted. You must continue to give customers sales slips 
if you did so during the base period. 
CPR-34 sets certain definite rules for arriving at ceiling prices. 


RULE No. 1. You charge no more now than you charged for a service 
you supplied to a purchaser of the same class during the base period, Dec. 
19, 1950, to Jan. 25, 1951. 

Situation No. 1: If you charged a flat dollar and cents price during the 
base period, that is the most you may charge now for this service. Thus, 
if you rented a floor sander at 75 cents per hour during the period Dec. 
19, 1950, to Jan. 25, 1951, you use Rule 1 and your ceiling price is then 
75 cents per hour, the same as your base period price. 

Situation No. 2: In the base period you regularly figured your prices by 
using a rate or price method (such as time records or a base period labor 
manual used in connection with an hourly customer rate), and you applied 
this rate to determine your price. You must now follow the same method 
you used in the base period and you may not charge more for labor, mate- 
rials, overhead or profits than you charged during the base period even 
though your costs have increased. 

For example, you repair radios. In the period from December 19 to 


| January 25, it was your practice to charge $2.00 per hour for labor plus 


the retail price for parts. In the base period you did not replace a con- 


denser, but if you had done so, you would have priced it by your usual 





method. Your ceiling price for replacing a condenser is now $2.00 per 
hour for labor plus the OPS retail price for the condenser. 


RULE No. 2. If you did not actually deliver a service to a certain cus- 
tomer, your ceiling price is the highest price you offered (in writing) to 
supply this service to the same class of customer in the base period. 


RULE No. 3. If you did not supply a service or offer it for sale, your 
ceiling price is the highest price of your closest competitor for the same 
service to a purchaser of the same class. 

You may use Rule No. 8 only if you neither offered nor supplied the 
service during the base period. If you do use this rule, you must file a 
statement with your District OPS Office showing how your price was com- 
puted. This must be done within 10 days after you determine it. 


RULE No. 4. You must file an application with the Director of Price 
Stabilization, Washington 25, D. C., for approval of a ceiling price in line 
with other prices established by this regulation if you cannot price your 
services under Rules 1, 2, or 3. This application must contain: (1) 
description of the service; (2) direct material and labor costs; (3) pro- 
posed ceiling prices; (4) an explanation of why you cannot price under 
the preceding rules; (d) if you supplied any other service during the base 
period, submit a description of the most comparable service showing your 
present direct labor cost and material costs and your present ceiling prices. 

In most cases you will be able to price your service according to the 
above four rules. ' There are other situations in which these rules will not 
apply, and the regulation provides pricing rules for meeting such excep- 
tional situations; seasonal services, for example. 

For complete information on all the pricing rules you must use, obtain 
a copy of Ceiling Price Regulation No. 34 from your District OPS Office. 

Discounts and Allowances: If you gave discounts, allowances, or special 
low prices to any class of customers during the base period, you must 
continue at least the same discounts, allowances, or special low prices 
to the same kinds and classes of customers. 

For example, if you sold a service during the base period at a 10 pet 
discount because of the large volume of work provided by that class of 
customer, you must continue to give a 10 pet discount to such customers 
even though your rate for the same service to others may be higher. 

Records: Keep all records which have any bearing on prices you 
charged in the base period, such as duplicates of customers’ sales slips, 
invoices, work orders, posters, display cards, advertisements, letters, post 
cards, etc., in which service prices were quoted. Records of all current 
and future sales should be kept also. 

Posting: If you are a retail service seller, you must post your ceiling 
prices by June 15 where they can be easily seen by your customers. You 
are a retail seller if you supply services direct to the consuming public. 
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_ SHINYLAND 


MILLED STUDS 


Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 


this quality product. 

Shinylands of the usual Ferry Cap high quality are S imyply < pecif, 
furnished to regular milled stud standards with this Y 
additional feature — the land between threads a SHINYL AN DS 
shiny, bright, mirror-finish. with land between threads, 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 

%4” dia. and under. 

How’s your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD + ° CLEVELAND 13, OHIO 
CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN nuTS 
HARDWARE AGE, JUNE 28, 1951 159 











HERE’S WHY 





SCREWS, BOLTS, NUTS 
ARE Junrs EASIER TO MOVE 


s . e 
Easier to identify see how the tabet 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 


packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 


ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand”’ fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 


ts a 


Reoll business builders | 


SCREWS 
}PMachine Screws 
| + Sheet Monts 
‘et Metal 
} 4 Screws ai 
quare Head S. 
i Headless Set down” 
: Socket Set Screws 
Socket Head C ine § 
-Socket Head Cap Screws slachine Screw Nuts 
emi-Fin 
— “Wine Nuno Nuts 
Threaded Rods Pade “e 
uts—Br 
{Slotted and Phillips Rece. "| 
feel and Brass Salta: 
j 


BOLTS 
T*Stove Bolts 
(lachine Bolts 
Tage Bol 
Lag Bolts 'S 
Brass Washers 


nr ts la 


BOLTS @ NUTSF& 


SCREWS 
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However, if you offer new services, you have until 30 days after you have 
determined your prices before you must post them. 

Statements: You are required to prepare and sign a statement show- 
ing the highest prices you charged for all services and repairs supplied 
during the base period, for which prices were regularly quoted during 
that period. This statement must be kept in your place of business for 
examination by any person during ordinary business hours except for the 
part, if any, describing non-retail services which you sell. 

The regulation requires you to file a duplicate copy with your District 
OPS Office. This should have been done by June 15, 1951. 

You must keep this information up-to-date by adding to the statement 
you keep in your place of business, within 10 days of the first sale, prices 
of any new types of service or repairs, determined according to this regu- 
lation. A statement of these new prices must be filed with your District 
OPS Office within 10 days of the first sale or OPS authorization of any 





such new service. 
Preparing Your Statement: 


(See example on page 156.) 
ing price statement may be on your letterhead or plain paper. 


The ceil- 
It should 


contain a complete description and identification of the service supplied 
during the base period, setting forth separate classes of purchasers: 
(1) The highest prices you charged for these services during the base 


period; 


(2) The rate or pricing method you regularly used during the base 


period. 


If you used a manual, and manufacturers’ list price or parts’ 


catalog, it should be clearly identified by name, edition, and date, and you 
should show the instances in which you did not follow it during the base 


period; 


(3) All customary allowances, discounts, and other price differential 
which you customarily allowed or offered during the base period; 

(4) The name and address of your firm and the signature of the owner 
or other duly authorized responsible person. 





OPS Calendar 


(Continued from page 156) 


your lines under CPR-7 and its 
Amendment 2, you must from 
this date on post the following 
sign prominently in your store: 


Notice 


The prices of merchandise in this 
store are no higher than the OPS 
ceiling prices of the articles. 
July 1—If you are pricing under 
CPR-7, from this date on, mark 
or tag your selling prices on the 
items or on the bins or counter 
or shelves where they are sold. 


Plan Drastic Cuts in 
Finished Hardware 


NPA, in a recent letter to about 
350 builders’ hardware manufac- 
turers has revealed plans for a pro- 
posed simplification order to cut 
production of builders‘ finished 
hardware from 30,000 items to 
about 4,000 items. The letter asked 
for comments and suggestions on 
the proposed order. 

As the order is now tentatively 
written, only those items of build- 
ers’ hardware listed in the order 
could be put into production unless 


a producer qualified for an excep- 
tion. 

Savings in metals would be ac- 
complished by reducing to a mini- 
mum the variety in designs, types, 
and sizes of builders’ hardware 
items such as the following: 

Devices for supporting, guard- 
ing, operating, controlling, and 
securing various parts of a build- 
ing or structure (padlocks, cabinet 
locks, fastenings, hinges, hasps, 
closures, hangers, and other items 
of door, window, screen and drawer 
hardware). 


Pricing Rule 4 Changed 


OPS has recently amended Pric- 
ing Rule 4 of CPR-7. This rule was 
used by a retailer to price an item 
which he received at an invoice 
cost between costs on his pricing 
chart. 

As amended, a retailer can now 
price a new item by reference to 
the next higher and next lower 
costs for the category on his chart. 
He averages the percentage mark- 
ups of those two costs and uses 
the resulting markup to figure his 
ceiling price for the new item. 

Formerly, he was required to 
take the percentage markup of the 
next lower category or the aver- 
age category percentage markup, 
whichever was lower. 
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“hese Leigh Products 
are PROFIT MAKERS 





ARISTOCRAT 
Combination MAIL BOXES 


A truly outstanding design 
in a combination Mail Box 
and Magazine Receiver—All 
the beauty of hand wrought 
craftsmanship, yet, priced 
right to sell to the home 
owner. Water tight to pro- 
tect the mail. 

The Mail Box is finished in 
a beautiful antique bronze 
and packed in an individual 
shipping carton. 





Leigh Products are designed and built to high quality 
standards — production line produced at astonishingly 


low prices. 


SCREEN DOOR PUSH BARS 





Here is something new in an attractive, low cost, Push 
Bar that will enhance the entrance of the home and 
protect the streen in screen doors. 

Made of heavy gauge metal and painted a gleaming 
white enamel. 

Made in two sizes for 32" or 36" wide doors. 


GRILLE GUARDS 


For screen doors or windows. Ad- 
justable from 16" to 33" wide to fit 
all standard doors. Built of heavy 
gauge round edge bar stock and 
painted with infra-red baked aluminum. 
Complete with screws. 











ce 











WRITE TODAY FOR THE LEIGH POCKET CATALOG 
SHOWING THE COMPLETE LEIGH LINE 


® = 
[eigh 
BUILDING 

PRODUCTS} 







Ornamental Shutters, Door Canopies, Window 
Awnings, Flower Boxes, Milk and Package 
Receivers, Ventilators, Dust Chutes, Clothes 
Chute Doors, House Signs, etc. 


PRODUCTS DIVISION 
INC. 


MICHIGAN 


LEIGH BUILDING 


OF AIR CONTROL PRODUCTS, 


COOPERSVILLE 
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NOW YOU CAN SELL 


BUILDER’S HARDWARE 


* Prompt delivery from our warehouse stocks 
* Complete range of sizes, styles and finishes 
* Competitively priced with domestic lines 


Now you can sell a line of genuine imported Swedish 
Builder's Hardware at prices comparable with or lower 
than mony domestic lines. They're made by the second 
largest manufacturer in the world—and what's more, you 
can get them now when you need them. All standard U.S. 
Specifications and packaging. 


« 6 tae b 
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Boll bearing, regular, 

loose pin, ball or but- 

ton tips, broad and 

narrow, reversibles— : 
in complete sizes and & ; 
finishes. All are pro- S 
duced with finest 

Swedish quality. 


LIGHT T and STRAP HINGES 









Wrought steel in light 
styles, bright steel finish, 
mode of finest Swedish 
cold rolled steel. 


OTHER ITEMS INCLUDE: 

Corner Irons , 

Corner Braces y 

Safety Hasps Handles (e 

Shelf Brackets Window Bolts * 
Spring Hinges 


Barrel Bolts 
Hinge Hasps 





\. GENSCO SWEDISH WOOD SCREWS 


Flat head, oval head, round 
head styles. Steelin bright and 
blued finish, brass in plain 
finish. Standard packaging 


Qe ee 
Crew 


( WRITE FOR LITERATURE 
OTHER GENSCO SWEDISH PRODUCTS: 
WOOD and BUSHMAN BOW 
PLASTIC and PRUNING 
HANDLE SAWS 
woOoD MORA HUNTING 
CHISELS KNIVES 





GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue + Chicago 39, Illinois 
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The Business Outlook—Markets and Price News 


Fair Trade Outlook 
(Continued from page 14) 


straining R. H. Macy & Co. from 
selling Fair Traded drug and cos- 
metic items manufactured within 
New York state for less than the 
established Fair Trade prices. 

The judge ruled that the intra- 
state nature of the transactions 
was not affected by the incidental 
existence of Fair Trade contracts 
between the makers of the ten 
products and out-of-state retailers. 

It was the first ruling of a state 
court to state that existing state 
Fair Trade laws are not affected by 
the recent Supreme Court decision 
if intrastate commerce only is in- 
volved. 

On the other hand, in a similar 
case, another New York court 
denied the plea of three watch com- 
panies for an injunction to pre- 
vent S. Klein, New York depart- 
ment store, from selling their 
watches, which they claimed are 
made within New York state, from 
being sold below the established 
prices. 

Continued study of the now- 
famous Schwegmann case, in Louis- 
iana, the cause of the present 


crisis in Fair Trade, strengthens 
the belief that while this ruling did 
not kill Fair Trade it certainly has 
crippled its operation. It has the 
effect of limiting Fair Trade con- 
tracts to intrastate commerce. 

The feeling is growing that the 
future of Fair Trade will depend 
largely on how strongly the retail 
trades fight for implementing pres- 
ent Fair Trade laws with other 
specific legislation. 

The American Retail Federation, 
which claims to represent half a 
million stores, will formulate a 
policy with regards to Fair Trade 
laws after it reviews the findings 
in a poll it intends to take through 
the 55 national and state retail 
associations affiliated with it. The 
survey will attempt to reveal the 
attitude of store owners with re- 
gard to the recent Supreme Court 
decision. 

One exception to the watchful 
waiting attitude of most Fair 
Trading manufacturers is that of 
the Sunbeam Corp., which an- 
nounced that it will not permit its 
wholesale distributors in each of 
the 45 Fair Trade states to ship 
Sunbeam products to retailers in 
the various states unless they have 





Fair Trade Loss Seen Hurting Small Stores 


Senator John J. Sparkman (Ala- 
bama, Democrat), chairman of the 
Senate Small Business Committee, 
has issued the following statement 
on the Fair Trade situation exclu- 
sively to HARDWARE AGE: 

“Small retailers are being hurt 
by the Supreme Court’s invalida- 
tion of the non-signer clause of the 
state Fair Trade laws. 

“Small businessmen, with their 
relatively limited resources, are al- 
ways among the first casualties of 
any price war. 

“Therefore, the Senate Small 
Business Committee has started 
an intensive study of the entire 
Fair Trade situation. 

“Following completion in the 
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next three weeks of a _ survey 
among retailers of the effect on 
them of the Supreme Court deci- 
sion, the committee plans to hold 
public hearings to develop further 
information on the extent to which 
small business is suffering from the 
nullifying of Fair Trade. 

“We do not want to return to 
the discredited loss-leader tech- 
niques of sales promotion. 

“It is altogether possible that 
the committee may recommend 
legislation designed to outlaw some 
of the more vicious consequences 
of price wars. 

“The small retailer must be 
protected.” 


signed agreements to resell at the 
Fair Trade prices. The new plan 
took effect on June 18. 

The Sunbeam company announced 
it would keep records of the serial 
numbers of merchandise shipped 
to distributors as a means of check- 
ing on any dealers who should sell 
below the established Fair Trade 
prices. 

Observers have pointed out that 
during the price war in New York, 
the products of several leading Fair 
Trading manufacturing concerns 
were not subjected to price-slash- 
ing. In practically all cases these 
products were those of companies 
which in the past have established 
reputations for their vigorous at- 
tempts to enforce their Fair Trade 
agreements. 

Even though price-cutting on 
Fair Traded merchandise did 
spread across the country during 
recent weeks, it appears that this 
activity was confined almost en- 
tirely to large department stores 
in large cities, or to promotionally 
minded appliance stores which 
hooked onto the Supreme Court 
decision as a device to stimulate 
a sluggish market. 

There are no known instances 
where the price cutting extended 
to any considerable number of 
small stores in any one city. 


Independent Stores’ 
Sales Dropped in April 


April sales of independent re- 
tailers were down 10 pct from 
March and were unchanged from 
April, 1950, reported the Census 
Bureau. Sales in the first four 
months of this year were 13 pct 
above the same 1950 period. Sales 
of automobile dealers were off 10 
pet in April from a year ago and 
down 11 pct from March. For the 
first four months auto sales were 
10 pct above the level for the 
same time a year ago. 


Business Inventories 
Continue to Increase 


Business inventories at the end 
of April totaled $68.7 billion, re- 
ported the Commerce Dept. The 
rise in book value over March was 
almost $1.9 billion, after allowing 
for seasonal variations. About 
three-fourths of the increase rep- 
resented larger physical size. A 
previous high set in March was 
topped by the April rate of ac- 
cumulation. 

Unadjusted inventories of retail 
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You can sell prospects Quicker 


For quick sales, and repeat business, feature 
nationally-advertised Stanley Floating * Gar- 
age Door Equipment. Builders and home- 
buyers, ‘“‘sold’” on upward-acting garage 
doors, have been pre-so/d on Stanley, with 
its “‘floating’’ ease of operation. 


Advertisements like this in The Saturday 
Evening Post, Small Homes Guide, and 
Sunset Magazine create consumer demand 
for Stanley Garage Door Equipment . 
show builders how to add to the value of 
homes at no great increase in cost .. . build 
sales and profits for you. 

With four types of floating door equip- 
ment—all easily-installed, weathertight, and 
backed by the greatest name in hardware 
you can meet any home requirement, from 
city residence to country cottage . . . fit 
even the tightest building budget. Send 
today for complete information. 

*Reg. U.S. Pat. Off 


THE STANLEY WORKS, NEW BRITAIN, CONN. 


[ STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING ® STEEL 
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Estimated Sales of Wholesale Hardware Distributors 
By Months 1939 to April 1951 
($000,000 omitted) 


1950 1949 1948 1947 1945 
160 184 204 185 87 
173 178 207 191 126 85 
219 222 246 219 141 103 
207 204 256 227 154 97 


1946 
120 


1940 





1961 
MN oo ohne yea0e secs 295 
MN, Siti css a ope mes de 267 
MNES sey ore Berek 292 
NRG attest crane Renter Non ates 251 
Total for 4 Months........ 1105 
SSS ae eee 
Stak? 2a eee Soe 
ed tees a Seer Mark Noda 
Mah oh ardiacchecis a div-k cuéca 
ek sere 
ER ee eae 
IN os ne as 
December. . . 


759 788 913 822 541 372 


231 206 233 216 159 93 
243 198 237 202 157 92 
272 171 227 200 162 89 
324 192 248 204 174 96 
284 213 253 222 176 97 
288 212 262 254 214 113 
259 197 241 212 195 108 
253 175 212 211 185 103 


1944 19438 1942 -~ : 1939 
72 59 89 44 39 
82 64 83 52 41 37 
89 73 93 61 49 48 
85 74 93 74 55 47 

328 270 358 242 189 171 
86 71 78 77 57 52 
89 76 80 77 56 51 
82 73 73 79 55 45 
91 75 74 82 59 50 


90 73 73 87 63 60 
94 76 74 91 71 60 
89 77 58 80 65 54 
82 75 58 82 67 44 





Total for Year. 


Geures: ‘ees au of Census. 


2913 


2826 2543 1963 


1031 866 926 897 682 592 





building materials and hardware 
stores in April amounted to $2,806 
million, compared with $2,768 mil- 
lion in March and $2,022 million in 
April, 1950. Seasonally adjusted, 
the April total was $2,693 million, 
as against $2,667 million in March 
and $2,507 million in the month of 
February. 

Sales of durable goods retailers 
in April, unadjusted, amounted to 
$4 billion, compared with $4.2 bil- 
lion in March and $3.8 billion in 
April, 1950. Seasonally adjusted, 
the April figure was also $4 billion 
and $4.2 billion in March. The 
adjusted figure for February was 
$4.7 billion. 


Zinc Use Hits Peak 


Use of zinc touched a new high 
for 1951 in March. There was a 
17 pet rise in use by the galvaniz- 
ing industry in March. 





Retail Outlets May Suffer 





Fishing Reel Makers Seek Fair Share of Metal 


A warning that the fishing reel 
industry faces a very serious situa- 
tion that also endangers the busi- 
ness of thousands of sporting 
goods dealers has been voiced by 
Paul J. Johnson of Ocean City 
Manufacturing Co., Philadelphia, 
and chairman of the reel commit- 
tee of the Associated Fishing 
Tackle Manufacturers. 

Mr. Johnson points out that the 
inequities in government regula- 
tions on the distribution of alu- 
minum and copper supplies may 
force the fishing reel industry to 
shut down, thus not only affecting 
many retail businesses, but also 
causing it to be lost for the defense 
program. 

The fishing reel industry is ask- 


ing no favors, Mr. Johnson 
stressed, but is simply asking that 
in the interests of fairness that it 
receive the same treatment as 
other non-defense industries. 

The situation, as outlined by Mr. 
Johnson, is as follows: The Con- 
trolled Materials Plan will be put 
into effect by the government on 
July 1. Under this plan, scarce 
metals will be assigned to defense 
and essential civilian industry. 

A quantity of metal is then ex- 
pected to be available to non-essen- 
tial industries. However, fishing 
reels are on a restricted list which 
prohibits fishing reel manufactur- 
ers currently to buy copper and 
some aluminum for use in fishing 
reels, and unless the regulation is 





Wholesale Hardware Inventories' 
By Geographic Divisions, for April 1951 











Number 

Geographic of 
Division Firms 

UNITED STATES TOTAL................ 303 
New England... Pe Re ae 11 
Middle Atlantic PR ATA ATE ES 73 
East North Central Ie dctesia 3 45 
West North Central ' pends 34 
South Atlantic Beta sti 69 
East South Central 19 
West South Central 22 
tain . “ae 8 
SA ee epee ee 22 





End-of-Month Inventories (Cost) 

Percent Change 

April 1951 vs. Amount (Add 000) 
April March April April March 
1950 1951 1951 1950 1951 
+36 + 7 $196,110 $144,720 $184,001 
+18 + 5 3,274 2,768 3,127 
+35 +7 24,257 17,978 22,635 
+33 + 3 35,284 26,577 34,135 
+25 -1 33,758 26,925 34,159 
+53 +10 33 ,664 033 30,567 
+58 +8 14,982 9,453 13,844 
+31 +7 14,013 10,710 13,045 
+11 +12 3,284 ° 2,960 2,923 
+33 +14 33,504 25,316 566 








Weeks’ Supply 
Stock-Sales Ratios? of Inventory 
on Hand* 

April April March April April 
1951 1950 1951 1951 1950 
241 236 202 13.8 13.5 
300 345 272 17.1 19.7 
195 199 159 11.1 11.4 
260 240 213 14.9 13.7 
249 262 223 14.2 15.0 
227 200 193 13.0 11.4 
249 201 209 14.2 11.5 
248 237 204 14.2 13.5 
258 302 208 14.7 17.3 
260 281 208 14.9 16.1 





1 Includes 8 reports received too late to be incorporated in Census Bureau published releases. 
? Stock-sales ratios are obtained by dividing the stocks by the sales for an —~ =y sop of firms 
—— ss and meaty ng the quotient by the number of weeks in the month. Sales include direct 


_ *Calculated by — end-of-month inventories at cost plus Ant ys by sal 
bh ts and consig nts business. Weeks’ supply is lower than if based on cost dake 
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Hardware Sales 
Still High in April 


April sales of retail hardware 
stores, after adjustment for seasonal 
variations, were $206 million; $17 
million lower than sales in March. 
However, they were $40 million 
higher than in April 1950. 

Unadjusted sales totals in April, 
as estimated by the Dept. of Com- 
merce, were $4 million higher than 
in March—$211 million as compared 
with $207 million. Unadjusted sales 
totals in April 1950 were $171 million. 

The adjusted sales totals for the 
first four months of this year were 
37 pct greater than for the same 
period of 1950—$2I! million com- 
pared to $171 million. 

Adjusted totals follow: 

{add 000,000) 
1951 1950 1949 1948 
Jan. $244 $167 $185 $202 


Feb. 241 168 18! 198 
Mar. 223 164 171 196 
Apr. 206 166 177 200 


914 665 714 796 


May died 176 183 198 
June - 189 177 198 
July a 210 177 196 
Aug. — 210 165 200 
Sept. oa 198 168 196 
Oct. pis 192 166 191 
Nov. eee 191 165 188 
Dec. ori 213 173 191 


$2244 $2088 $2354 











changed, they will not be able to 
buy copper from the stock pile 
which is left over, and will be 
severely restricted in purchasing 
of any aluminum. 

Mr. Johnson emphasized that the 
industry is not asking that NPA 
regulations be changed to grant 
fishing reels a definite allotment 
of scarce materials, but rather 
that the industry simply be given 
the opportunity of a “hunting li- 
cense” to obtain its share of what- 
ever amount of metal is left over 
after government and_ essential 
civilian needs are taken care of. 


Mr. Johnson suggested that deal- 
ers could help bring a correction of 
this situation by writing their 
Congressmen, emphasizing the un- 
fairness of the present regulations. 
Such a letter could stress that there 
are 22,000,000 fishermen in the 
United States. Approximately 65 
pet of these are industrial workers 
who find their only relaxation and 
recreation from the strain of their 
jobs in fishing on off time. 

In order to produce and furnish 
this essential defense work, which 
the country will need in larger 
quantities if the present emergency 
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Puritan Sash Cord . . . like this jass 





... Has advantages galore. 






Choose quality in what you buy 





You're sure of getting more. 






















@ Noted for 
toughness 






@ Extra long 
life 





ASH CORD 


Teal 
Orn ¥ 
cH 


. 


@ Takes severe 
strain 


















@ Free running 


Use !etterhead to 
request free sample 
hank and information 
about the complete MILL 
RANCH f 
f rorncesMi = BRE ongia | 
[——aae , 
£0V - - = ; 


Puritan line. 






PURITAN CORDAGE MILLS (Manufacturers) Louisville 6, Kentucky 
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continues, the fishing tackle indus- amount of defense work has been Time-! 
try can be of vast service and must _ available. For Fe 
vhe ent wena survive and hold its essential place Prompt action is needed from 
e sw in industry for health, recreation NPA, Mr. Johnson said, or plants The ve 
and food supply. in the fishing tackle industry will dropped 
in Bath Scales is The fishing tackle industry em- be lost to the defense program and fourth c 
ploys about 20,000 workers, mostly many retail businesses will suffer. a declir 
tp men, for close tolerance Mr. Johnson urged that dealers = : 
--0.A work on parts and assemblies and write promptly to their Congress- counter 
Health-o WT there are vast facilities for defense men for aid in correcting the in- usually 
contracts. However, only a limited equities of the present situation. a 
e 
Price Wars Deplored by Dept. Store Heads: sm 
eae Say Small Dealers Suffer from Loss Leader Selling peng 
Magnifying Lens The price war in New York City of cities, is not “starting any price anand pao 
stores which was set off by a cutting wars; “neither are we 000,000 
‘ Supreme Court decision which im- retreating from any.” In the 
@occcccsccccecs paired the effectiveness of Fair Major Benjamin H. Namm, when th 
Trade laws, was assailed by two chairman of the board of Namm’s drastic 
MODEL 187 prominent department store ex- department store in Brooklyn, told purchas 
ten tan ecutives. Fred Lazarus, Jr., preis- a business conference at Rutgers almost | 
siete dent of Federated Department University that if the price war with a 
Stores, termed the price war a’ re- continues in New York City for 000,000 
a vival of the old practice of loss long it will bankrupt many small months. 
leader selling, which he declared merchants and cause widespread There 
is a “destructive” kind of» mer- unemployment. If the price cutting $16 mi 
MODEL 134 chandising. continues to spread to other cities, extende 
Airplane Dial Loss-leader selling, he stated he added, the entire price struct- There ° 
“hits tens of thousands of small ure will be threatened. If it such cr 
retailers who perform a real ser- = spreads to other industries, Major TV sets 
a ee ee vice to their communities as dis- | Namm continued “the entire econ- On the 
tributors of the very merchandise omy will be upset during this in insti 
being used as loss-leaders.” critical period of national emer- lion ris 
“,.-arose “It injures seriously those un- gency.” nance 1 
fortunate manufacturers who ul- 
ay any other timately lose their market because Appliance Stores Hous 
name would their products are footballed,” he * ¢ 
— said at the annual meeting of Fared Badly in April In Me 
’ Federated stockholders: “The pub- Sales of retail radio and appli- N 
| lic knows that no store can stay in ance dealers in April were esti- ' a 
business and sell its merchandise mated at $216 million by the Dept. no ge 
..-wrote Shakespeare. And he was | below its costs, unless it subsi- of Commerce. with 9 
right—about roses—but if Will | dizes these loss-leader sales with This was a decrease of $43 eg 
were a housewares buyer, he’d profits from other departments.” million below the previous month Tab t 
know that there’s no sweeter name He said that Federated, which and $27 million less than April a anv 
in bath scales than Health-o-Meter. has department stores in a number year ago. 88,000 
Yes, since 1919, when Health-o- tablish 
Meter introduced the original bath The 
scale, no other make has been so Wholesale Hardware Sales' of a 1 
well known, so universally are 7 tion in 
alee. lk'c the taut dhcies | By Geographic Divisions, for April 1951 partict 
from coast to coast because, for | Cage. 
more than 30 years, Health-o-Meter SALES REPORTED CUMULATIVE’ SALES? — 
has been Number One in accura- Fecsent Change pn Pey 
cy, dependability and design. einen April 1951 vs. Amount (Add 000) —_ —- housin 
Make Health-o-Meter your first sy yee] MO SP) te et lee alee RS the ri 
choice, too, and get your share of | yyipep stares TOTAL...| 376 | +33 —10 | $06,515 $72,514 $107,360 | $400,845 $265,800 +54 Dur 
steady profits from the “sweetest” New England................ 16 +36 -1 1,500 1,103 1,512 5,800 3,730 +55 this y 
name in bath scales. Ask your job- | EitNerCenini’. | © | 420 i | deste ingot ivan | onoes aes 85 eas 
ber or waite disect foe Goes, | Samer "| Rie -1| Bm it Ge) oe gee te ~~ 
East South Central... ... - 24 +25 -9 6,693 5,367 7,390 28,369 19,422 + 46 ° 
Built Right Priced Right Movie ees) | FR OX | Se8 ator «Sore | toes) 7b 444 Ther 
Always Right Pacific...... phere’ 30 +47 — 8 15,790 10,760 17,190 68,635 39,417 +74 of hon 
| - a resu 
' Includes 11 reports received too late to be incorporated in Census Bureau published releases. loan fr 
CONTINENTAL SCALE CORPORATION ? Includes reports received too late for inclusion in previous monthly totals. : 
3 Number does not apply in all cases to the cumulative figures. which 
5701 S. Claremont Avenue ¢« Chicago 36, Ilinois 
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Time-Pay Total Falls 
For Fourth Month 


The volume of instalment credit 
dropped $69 million in April, the 
fourth consecutive month to show 
a decline, the Federal] Reserve 
Board reported. The drop was 
counter to a seasonal rise which 
usually takes place in April, re- 
flecting a spring buying spurt. 

The total volume of consumer 
credit outstanding at the begin- 
ning of May amounted to $19,121,- 
000,000, as against a peak of 
$20,093,000,000 on Dec. 31. Instal- 
ment credit accounted for $12,906,- 
000,000 of the total. 

In the six months since October, 
when the Reserve Board instituted 
drastic credit controls, instalment 
purchases at retail have declined 
almost $500,000,000, as compared 
with a rise of more than $2,000,- 
000,000 in the preceding six 
months. 

There was a drop in April of 
$16 million in instalment credit 
extended by automobile dealers. 
There was a $79 million drop in 
such credit extended by sellers of 
TV sets and other household goods. 
On the other hand, loans repayable 
in instalments showed a $26 mil- 
lion rise. These are made to fi- 
nance retail purchases. 


Housing Had Big Jump 
In May After Slump 


New housing construction started 
in May showed a 10 pct increase, 
with 97,000 new permanent non- 
farm dwelling units started dur- 
ing the month, the Bureau of 
Labor Statistics reported. The in- 
crease followed a drop in April to 
88,000 units. The May figure es- 
tablished a new high for this year. 

The gain in May was the result 
of a rise in apartment construc- 
tion in some of the largest cities, 
particularly New York and Chi- 
cago. The total included 4,000 
dwellings started by private build- 
ers at or near military bases, as 
against 2,000 in April. Private 
housing was responsible for a!) of 
the rise during May. 

During the first five months of 
this year 444,500 new units were 
started. This total was exceeded 
only by that of the same period of 
1950. 

There had been a slowing down 
of home building about March as 
a result of a drop in mortgage 
loan funds and government controls 
which require substantial down 
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"taggid i 


ready to take a beating... 


WITT CANS have “built-in” protection, assuring last- 
ing durability under the toughest abuse. The best of 
materials and workmanship plus a superior design 
place WITT CANS at the head of their class. For 
grade A ruggedness over the years—choose WITT 
CANS—you get longer life and far greater values. 


COMPARE the WITT CAN with any other Can on these points... 


STRAIGHT SIDES—assure extra resistance to rough handling. 

DEEP ROLLING CORRUGATIONS—run full “length of Can adding 
further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS—protect top and bottom of Can and act 
as shock absorbers. - 

HOT DIP GALVANIZING—a hand process 
after fabrication, insuring heaviest possible 
rustproofing. 

PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting yet easy to remove. 





WITT CANS HAVE THE’RIGHT ANGLE” 


If you want your customers to get 
more out of a Can in service than they 
put into it in cash, sell WITT CANS— 
guaranteed to outlast 3 to 5 ordinary 
Cans. 











AW 


THE WITT CORNICE COMPANY, Cincinnati 14, 0. 
“Originators of the Corrugated Can"’ 






















| payments. There is generally a Plumt 



















































| sharp upturn in residential con- ae 
FILES | struction in the spring but the Shipn 
| government is aiming for a 40 pct Mant 
e cutback this year as a move to curb plumbi! 
thot win inflation and conserve materials ter am 
and labor for the defense program. ported 
Frank W. Cortright, executive Was a: 
repeat or ers vice president of the National As- the fo 
| sociation of Home Builders, stated totalins 
A TYPE AND SIZE | that the drop in housing starts deg 
FOR EVERY | portends another housing shortage. $62. n 
The housing industry, he declared, 1950. 
FILING JOB | “faces the worst crisis in its his- Of | 
| Photo by tory.” plumbi 
s. 3 —— a woringresce | ‘ ter, ca 
— pe eatiectric | | Paint Industry Faces $45 m 
te | 
° of the 
ory sm; | Container Shortage ‘hiion} 
THROUGH OUR P The paint industry advisory com- lion, 
DISTRIBUTORS mittee was informed by NPA offi- steel | 
cials that until it is determined $18.8 
Also Swiss-Pattern Files, Milled Curved | how much steel tonnage will be Balanc 
Tooth Files and Rotary Files ie ry oc oaey . “os tg aaa 
| used as a subs F < 
AMERICAN SWISS FILE & TOOL CO. ~ ——————— aoa 4 
865 Mt. Prospect Ave., Newark 4, N. J. | The paint men told NPA that crete 
GC © vP | the problem of getting containers 
is their most serious problem. 
LLEGIBRS NPA was also requested to name Som 
- a all a a group to study the Government’s Cha 
a ie Wes Be i paint requirements for quarterly 
-AMERICAN-PATTERN FILES | | periods si 
Bh a a aa ee a ERNE LIE I SOY as-i91 | Mirro 
ane utensi 
° ffecti 
WFeYo)) o— Two-Thirds of Stores ke 
+.) . 
saa | ARMSTRONG BROS. | | Pid $50.000 or Less ms 
tiie Ww. 
A Steady AS Two-thirds of all retail ' 
Better PIPE TOOLS stores in the United States _, 
Profit Puller y ~ mea . thoug 
are in the group with annual uote 
sales below $50,000, accord- pea 
ing to summary statistics of P 
: hold 
the last census, published by ible 
the Census Bureau, Dept. of of t 
Commerce. all w 
There were 988,207 stores ai 
in the under-$50,000 sales Th 
SS size-group which reported be . 
87 2 10" carton display total combined sales of $20,- — 
pee dae 430,607,000. This is about a * 
a sae ties mail 15.7 pet of the nation’s total yraie 
eres a w omer at rea a1 x6 y ro e sta 
HOLDS . . . and holds without | SCREENS come sales figure of $100,- P 
cutting or splitting wood fibers. 520,548,000 and 16.5 pet of 
Applied like a nail. Patented PIPE CUTTERS the sales of stores operating Fal 
yl oe soe ae Maen din Wien alia aus the full year in 1948 amount- 
a ho pe ha pe " split pes " ve eee See — oa are ing to $123,862,919,000. ite 
. A ' quality cutters roughout .. . built to ive i=4) € " - 
dado joints. Perfect for repairs, years of good service. i Of the 1,520,429 retail Pi 
making screens, etc. Easily dis- | “ARMSTRONG BROS.” drop forged Pipe stores which were operated siaaia 
ployed on counter or in solf-ser gy tt for the full year 1948, there - 
vice bins. — a Syeaseine —— we nut to were 251,354, or 17 pet, which be 
ake up e wear and thrust o andle screw. » aC 
. sed ci ; ith ‘ had a sales volume of over 
Free Sales Helps — ~ Aye ease ms l-wheel (with 2 rollers) or 3- thos 
eee whee or close quarters). sca 1 ‘aq ar. 
Somple wood joints that show uses “ARMSTRONG BROS.” Knife Blade Cutter eg — a ae And 
of mRoTen Wood Joiners plus a new Wheels are machined from special alloy tool coun ec or sales 0 $ we d. | 
counter folder are yours FRee. Ask | cuains ae aan el oan aie wr billion. Stores operated dur- riage 
Gon aaa “best A wean | Aweive tor keen edge. ws ing all of 1948 with sales of fale 
Cerelog | less than $100,000 numbered 
ERIOR FASTENER CORP. rde 
SUP ELSTON AVE.. CHICAGO 18, ILL. slang | Se RONG BROS. TOOL CO. tak es had total sales prt 
“The Tool Holder People” 8) 11110n. > 
52.14 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
GRIPS LIKE A VISE — T 
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Plumbing Fixtures 
Shipments Up 4 Pct 


Manufacturers’ shipments of 
plumbing fixtures in the first quar- 
ter amounted to $95.5 million, re- 
ported the Commerce Dept. This 
was a 4 pct rise over shipments in 
the fourth quarter of last year 
totaling $91.5 million and was a 
52 pct increase over shipments of 
$62.7 million in the first quarter of 
1950. 


Of shipments of all types of 


plumbing fixtures in the first quar- | 


ter, cast iron fixtures, valued at 
$45 million, accounted for 47 pct 
of the total. Shipments of vitreous- 
china fixtures, valued at $30.3 mil- 
lion, accounted for 32 pct and 


steel plumbing fixtures, valued at | 


up 20 pet. 
were 


made 
shipments 


$18.8 million, 
Balance of the 
comprised of fixtures 
aluminum, monel and other metals, 


made of | 


and of glazed earthenware, con- | 


crete and composition. 


Some Mirro Prices to 
Change Under CPR 22 


The prices on some items in the 


Mirro line of aluminum cocking | 


utensils will be revised 
effective July 
nounced by Aluminum Goods Mfg. 
Co., Manitowoc, Wis. 

W. F. Bugenhagen, executive 
vice president, announced that al- 
though CPR 22 would permit a 
substantial price increase over the 
pre-Korean basis, the company is 
“holding the line” wherever pos- 
sible and is not taking advantage 
of the maximum eceeiling limits 
allowed. 

The company reports there will 
be moderate increases on some 
items but none on the 4-qt Mirro- 
matic pressure pan, the automatic 
electric percolator and other volume 
staples. 


Fall Congoleum 
Items May Be Higher 


Prices on the new fall line of 
smooth surface floor coverings of 
Congoleum-Nairn, Inc., are ex- 
pected to be about 6 pct higher than 
those on the current line, F. J. 


slightly, | 
2, it has been an- | 





Andre, president, reported. He add- 


ed, however, that a few items, all 
in small production, may be sub- 
ject to price rollbacks under control 
orders. Adjustments have been re- 
quested on current ceilings. 


There has been a slackening in 
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Pipe and Bolt Threading 


Time costs money! Save it with an Oster No. 502 












“PIPE MASTER”. . 
Grip” automatic-gripping front chuck. Only 39 
seconds to cut-off, ream and thread 12” pipe or 
by conduit... 
“PIPE MASTER” has more features — yet is com- 


. Now equipped with the “AauTo- 


only 63 seconds on 2” pipe! The 


petitive in price! 
aah Standard range: %4” 
) to 2” pipe. Extra 
| range ‘%” pipe. 
Range with Drive 
shaft 22” to 8” pipe. 
Bolt range 4”to 142”. 
Write for No. 502 
“Pipe Master’ cata- 





log data. 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2028 E. 61st St., Cleveland 3, Ohio 








The World’s Most Efficient 
a fae} fad ae 
d DRILL 


THE TILDEN ROTARY 
KONKRETE KORE DRILL 


gives lowest cost per foot of concrete 
drilled because it: 


@ Drills at 2 to 6 inches per minute 

@ Drills reinforcing bars and beams 
in concrete 

@ Drills up to 30 feet of concrete 
without resharpening 

@ Gives straight, clean holes for 
anchors, conduit, etc. 

@ Uses ordinary electric drill 























Quiet cutting action gives minimum 
disturbance of surrounding activities. 









ii bits are available in 
izes of from 4," to 
tions of 








Write today for catalog 


TILDEN TOOL MANUFACTURING COMPANY | 


209 Los Molinos, San Clemente, California | 








GENERAL 


YA CATALOG 


AVAILABLE! 


hae |! 


ond | ({l 











and Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
1056 S$. Central Ave., Chicago 44, Illinois 
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SOLD THROUGH 
WHOLESALERS 
ONLY 






#285 

CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4°" x 1°"' 

: **STAR-BRITE"' 













Hitch your business To 


STAR BRITE 


THE SHINING CABINET HARDWARE 
LINE THAT GIVES YOU EVERYTHING 


* STARRED for quality. design and precision fit. 





#215 


ORNAMENTAL HINGE 


For flush doors 
Overall sizes: 
2%," x 2," 
**STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 

with screws 









#275 

SCREEN HANGER 

Wrought steel 

Size: Eye plate, 
2" x I 




























3" to 16" 

Bar size: %" 
“STAR BRITE" 
Nickel 

and brass 
Complete 

wit! 
screws 






















Nickel Hook plate, 
and brass 1%" x %" 
Complete “STAR-BRITE" 

with Cadmium plate 

screws Complete 

with screws 
SASH LOCK — 
Wrought steel SEMI-CONCEALED HINGE 
Overall size: Raised knuckle 
1%" x 2/," ¥%"* offset 
'STAR-BRITE” **STAR-BRITE" 
Chrome, nickel Chrome, nickel 
and brass and brass 

Complete Complete 
with screws with screws 

#225 #200 

SURFACE BOLT CUPBOARD TURN 
Length size: 


Wrought steel 


Overall size: 
2"* x2" 


**STAR-BRITE™ 
Chrome, nickel 
and brass 
Complete 

with screws 





#277 STORM SASH HANGER 


Heok Plate: 1'/4"' x |5"' Eye Plate: 1/4" x 214" 
“STAR-BRITE"' Cadmium Plate 

| doz. pr. to box; 36 doz. to carton 
Complete with screws 





STAR META 


370 Bu 











| PRODUCTS 


tler Street, Brooklyn 17, iE 


#297 
CONCAVE KNOB 


“*STAR-BRITE" 
Chrome 


3 sizes: I'/2"", 1%", 
2\4,"'; | dozen to 


box with screws; 


36 doz. to carton 


Co. 


Y. 





















buying in the past month, because 
of heavy inventories at the retail 
level, Mr. Andre said. 


Increases Made on 
Armstrong Products 


Armstrong Cork Co. announced 
price increases on most floor and 
wall covering products. Linoleum 
was advanced from 4 to 12 pct; 
felt base covering about 6 pct and 
wall covering products by 10 pet. 
The price on rubber tile is un- 
changed but Linotile was increased 
| 2 pet; cork tile, 14 pet, and asphalt 
tile, 5 pet. 





Durable Goods Supply 
Will Be High, Says NAM 


Several factors precluding any 
serious shortage of consumer 
goods and resulting “uncontrolla- 
ble pressure on the cost of living 
in the coming 12 months,” were 
seen by the National Association 
of Manufacturers in a survey on 
the outlook for consumer supply. 

It was found that levels of out- 
put of durable goods, which make 
up to 15 pet of the consumer 
budget, will be slightly lower than 
in 1950, but will be high compared 
with any other year. Consumers 
are already well stocked with dur- 
able goods, it was stated. 


Prices and Discounts 
On Washers Changed 


Prices on all models of “ h 
Washers have been reduced by me 
Appliance Mfg. Co., Alliance, O. 
The reductions are five dollars 
from the prevailing lists, but dis- 
counts are improved, the company 
reports. 

The voluntary reduction was 





| 
| 
} 


made in line with a policy of cost 
reduction through improved pro- 
duction efficiencies, the firm an- 
nounced. 


Thor Dealers to Give 
Food With Washers 


Thor Corp., recognizing +hat the 
high cost of living and mounting 
food. bills are the No.1 headache 
of the average family, has uader- 
taken a six weeks’ sales campaign 
in which 5,000 dealers throughout 
the country have been instructed 
to present a bushel of groceries 
and peck of potatoes to each cus- 
tomer buying one of its wringer 
washing machines. 
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> retail 
Production Slowdown 
For the third consecutive month, 
the backlog of orders for industrial 
Fs items showed a drop in May, ac- 3 B I G R E A S oO N S Ww H Y 
cording to the report of the busi- 
ounced ness survey committee of the Na- 
yr and tional Association of Purchasing T H t R FE ‘ S i U 8 H D t M A N D 
10leum Agents. An easing of production 
2 pet; was also found and while there 
ct and was an increase in defense orders | r '@) we G be . E N 4 F » C b4 | 4 b L 4 
0 pet. it was said that their effect had 
is un- not been widespread. 
reased The immediate outlook did not 
sphalt appear bright for many manufac- 


turers, the report observed. Little 
help was looked for from material 


































ply allocations under the _ controlled 
materials plan in the third quarter. 
AM At the end of May there was no FINE-CUTTING, DURABLE HANDSOME, TOUGH 
> any change in industrial materials in- EDGES for long-time, PLASTIC HANDLES 
oes ventories and they were still badly accurate performance that withstand the sever- 
— out of balance. on a wide variety = hammering. 
iving Prices remain stabilized for the of work. The blade re ant 
pines most part, it was noted, in a refer- ee as. 
otten ence to prices under control regu- quuiisbenaipels safe from flash fire. 
lations. Confusion was reported, high-grade . Special hand-fitting 
7 = 7 ic- design makes it 
pply however, as to the results of pric steel . . . expertly pier rnc Om 
pe ing ordered under CPR 22. The formed and and hold blade 
make deadline for this order has now heat treated . . . exactly where 
eilier been put off until July 2. Fewer pe ape wanted. Just 
aie price increases were reported than peach roam — of fine - 
¢ r ti j Making yOu Can always 
ared at any time since December, 1949, quality throughout. sane aes Gost. 
mers and most of the advances were in 
dur- materials which are uncontrolled. 
It seemed likely to the commit- 
tee that Washington would get a ~— 1 
wave of appeals for price relief 
this summer. The possibility was 
| also suggested that many lower 
priced, low-profit items will pos- oo eis When you sell Greenzes, you 
e sibly disappear from the market. es cere eae can be sure you're selling top 
e A trend was noted to a top of 60 customers, this quality always. Write today for 
0. days, and in some cases to only 30 ree pennies coating | complete information on 
lars days, for price commitments. It blades gel Greenuer Chisels and these other 
dis- was said that even guaranteed price tiki cottons ; : 
. them from shipping high-quality tools: Auger Bits, 
any protection has not served to en- and handling damage ge a ; 
courage a longer view of the seadunn and eoas redone Bits, a Bits, 3 
was markets. humid conditions. Gouges, Draw Knives, Turning 
ost pi pn costly Tools, Spiral Screw Drivers, 
e e . > stocK mainte- : ‘ 
ro- Frigidaire Closing nance for you Automatic Push Drills and many 
an- ° ... keeps your chisel more. Ask for 
For Short Period iccegedae te antandll 
dele... battens m new Hand Tool Quick 
The Frigidaire Division cf Gen- ‘il athe Gp Ge com, Reference File. 





eral Motors announced it was 
closing plant operations for two 
weeks, beginning July 30, because 


he of the limitations on the use of 

ng critical materials and because “the 
he supply of some products lines are ws 

r- now in balance with demand.” 

: GREENLEE 





ut Crosley Refrigerator 

ed 

on Output Cut Sharply 

S- A cutback in refrigerator pro- 

Pr duction at its Richmond, Ind., SIOGED CY LEADING WHOLESALERS 


plant, causing the layoff of 1,200 GREENLEE TOOL CO., 1806 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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KESTER METAL MENDER 


The handy size of acid-core solder 












































that is in such demand for household 
use. This fast seller is packed 
in a new eye catching counter 
display carton. Your customers 
will grab for this item. 

Also available in the 

handy size is Kester Radio 
Solder (Plastic Rosin- 

Core Solder). 





KESTER 


METAL MENDER 


SOLDER 
FREE OFFER Pe 


Send for your free 
supply of Kester’s 

big new soldering GENUINE SOF tier 
booklet, “Soldering ea 
Simplified.” 


FROM TIN AND LEAD 


KESTER 


SOLDER 





KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, Chicago 39, Illinois » Newark, New Jersey » Brantford, Canada 
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employes, was announced by the 
Crosley Division of Avco Corp. 
Restrictions on raw materials was 
blamed for the curtailment. Nearly 
800 workers were laid off the pre- 
vious month. 


Expects Pick-up in 
Last Quarter Trade 


A moderate upward trend is 
suggested in total business ac- 
tivity for the rest of this year, 
including both dollar volume and 
physical output, Martin Gains- 
brugh, chief economist of the Na- 
tional Industrial Conference 
Board, said in addressing the an- 
nual convention of the Institute 
of Cooking Heating Appliance 
Manufacturers in Cincinnati, O. 

Such an upward trend, he said, 
“seems more or less assured by the 
projected increase in defense pro- 
curement and capital expenditures 
by business, even though redis- 
tribution of materials in the third, 
and increasingly in the fourth 
quarter, may partially offset the 
rise for a time.” 

Mr. Gainsbrugh said that the 
aggregate supply of consumer 
goods in the fourth quarter is not 
likely to fall far short of the first 
quarter figure. 

“In spite of the current dullness 
of the retail markets,” he contin- 
ued, “it is still hard to believe 
that over the next six months the 
consumer will voluntarily allow 
his savings rate to rise to the 
levels that may be required to 
maintain an orderly consumer 
goods market by the fourth quar- 
ter. 

“Unless the income is taxed 
away; unless the flow of wage in- 
come income is kept within rea- 
sonable bounds; and unless the 
consumer can be convinced of the 
personal and national desirability 
of saving—the rise in disposal in- 
come and the resulting competi- 
tion for goods must exert a steady 
inflationary pressure on the gen- 
eral price level, and could give 
the consumer sector all the ear- 
marks of scarcity even though ag- 
gregate supplies continue at sat- 
isfactory levels.” 

Mr. Gainsbrugh said that when 
the uptrend will emerge out 
of the present sideways movement 
depends “largely on the behavior 
of the consumer in coming 
months.” 

“It seems quite possible now 
that third quarter output of con- 
sumer goods under announced 
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controls will equal or exceed cur- 
rent consumer demand,” he con- 
tinued. “Unless demand revives 
considerably, softness could con- 
tinue well into the third quarter, 
particularly in view of the present 
condition of inventories. There- 
after, the growth of real income 
should result in a moderate but 
steady inflationary pressure. The 
pressure could be multiplied by a 
significant downward adjustment 
of the price level.” 


Dept. Store Volume 
May Be Up 7-8% in '51 


In view of higher retail prices 
and increasing consumer incomes 
“it will be surprising” if total de- 
partment store dollar sales for the 
full fiscal year 1951 do not score 
a rise of at least 7 or 8 pct, Mal- 
colm P. MeNair, Lincoln Filene 
Professor of Retailing at the 
Harvard Business School, said at 
the Controllers’ Congress of the 
National Retail Dry Goods As- 
sociation. However, the number of 
transactions will probably decline, 
he added. 

“Although it is ordinarily to be 
expected that a dollar sales ad- 
vance of any such order as 6 to 8 
pet will be accomplished by a drop 
in the total expense percentage, 
the prospects for such a relation- 
ship to develop in 1951 are not 
good,” he continued. “Inflation- 
ary influences are affecting ex- 
penses substantially, especially in 
the case of wage rates.” 

As a result of rising expenses 
and a reduced gross margin, Mr. 
McNair said, department store 
profits will be seriously cut in 1951. 


More Hardware Goods 
Coming from Japan 


An increase in chrome hardware 
items from Japan recently is re- 
ported as a result of cutbacks in 
Japanese shipments to Hong Kong. 
Imports from Japan in larger vol- 
ume are expected of builders’ hard- 
ware, plumbing supplies and other 
items manufactured in accordance 
with American standards. 


Latest Sears Catalog 
Lists Many Price Cuts 


Price cuts were listed by Sears 
Roebuck & Co. on hundreds of 
items in the largest catalog the 
mail order house has ever pub- 
lished. Sale catalogs are issued 
four times a year by Sears and list 
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WROUGHT WASHER 
MANUFACTURING CO. 






MILWAUKEE 
WROT WASHERS 


WASHERS 
... Competitively Priced 


Large volume production, the most advanced 
methods and facilities, plus more than 60 years 
of continuous experience in the manufacture of 
Washers, are factors that enable us to offer you 
top quality washers and stampings at competitive 
costs. Over 22,000 sets of dies for making 
Washers of every type (Standard and Special), 
from every type of material, for every purpose, 
in any finish. STAMPINGS of all descriptions ; 
Blanking, Forming, Drawing. Submit your blue- 
prints and quantity requirements for estimates. 













The World's Largest Producer of Washers 


2z1e S. BAY ST., MILWAUKEE 7, WIS 











This name back of the Gas Heater 
assures quality product and moderate price 






STOCK THE FULL 
MARTIN LINE 
* 


8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 


20 Unvented Heaters 
10,000 BTU to 50,000 BTU 


AGA Approved 


for natural, liquified 
and manufactured gases. 


* 


Write your jobber 
or direct for complete catalog 


mam Tif 
\ 7) 


s/ 


Over 45 ye 
Stove experience 














MARTIN STAMPING & STOVE GO., Huntsville, ata. 














Your Customers want: 


CHENEY 


NAIL HOLDING 
HAMMERS 


1 Insert head of nail in 


2. Drive nail where de 
sired with claw end o 


3 As nail enters wood 
the swing of the hammer 
trees if trom the nail 


All Cheney Nail Holding Hammer 
handles now carry a bright new 
decal in two colors with informa- 
tion similar to that shown above. 
Stock Cheney Nail Holding Ham- 
mers, they sell themselves. 


Sales Representatives: 


JOHN H, GRAHAM & CO., INC. 


Wew York, WM. Y. 
SANFORD BROTHERS 
Chattanooga, Tenn. 
HENRY CHENEY “con. 


LITTLE FALLS, NW. Y., U.S. A. 
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reductions on clearances, special 
purchases and markdowns. The 
latest issue, is the mid-summer 
sale catalog. 

Items on which prices were cut 
include garden and power tools, 
lawn mowers, sporting goods and 
housewares. Large items which 
were formerly offered but which | 
are not listed in this catalog in- 
clude such appliances as refriger- 
ators and washing machines and 
automobile tires. Reductions on 





television sets were less than those |” 


found in many retail stores. 


Skilsaw Acquires 
New Blade Source 


Purchase by Skilsaw, Inc., Chi- 
cago manufacturer of portable 
power tools, of the controlling in- 
terest in Loud-Wendel, Inc., Mid- 
dleport, N. Y., was announced by 
Bolton Sullivan, president of Skil- 
saw. The Middleport company 
makes circular wood saws, dado 
sets and industrial knives. This | 
assures Skilsaw of a_ constant 
source of high quality saw blades, 
said Mr. Sullivan. 


Volume of Consumer 
Goods to Be ‘Efficient’ 


Although it has been decided | 
not to extend CMP to durable con- 
sumer goods at first, Manly 
Fleischmann, administrator of the 
National Production Authority, | 
said at the annual convention of | 
the National Association of Pur- 
chasing Agents in New York, “any 
industry, not now under CMP, 
which finds that it cannot operate | 
outside of this plan may make ap- 
plication to NPA to be included 
in the plan at some later date.” 

Consumer durable goods pro- | 
duction is to be continued at a 
reduced but efficient volume of 
output. He explained that this 
means that production is not to be 
cut below break-even points in 
these industries, unless the emer- 
gency enters a more drastic phase. 

Mr. Fleischmann said that it is | 
not a question of whether tanks are | 
more important than plumbing | 
equipment, but rather how many | 
tanks will be required and how | 
much plumbing equipment is es- 
sential. The Controlled Materials | 
Plan, he asserted, is bound to | 
loosen up artificial shortages in 
other materials” because _pur- 
chases of other scarce items will 
be geared to authorized CMP out- 
put schedules and the allotments 

(Continued on page 176) | 





WIRE FORMS 
Offer Many A Saving 


Economies in critical materials 
and valuable production time 
are often possible by using wire 
forms in preference to a milled 
job. 

If you are re-examining your 
own product, or designing new 
products, call on us for tech- 
nical help on the use of wire 
forms. 


_ M.S. Brooks & Sons; Inc., Chester, Conn. 


Since 1848 


1 BROGKS k HOOKS 













“THE ECONOMY MOWER’’ 


Engineered en- 
tirely for POWER 
mowing, with 
BLAIR’s 70 years 
of experience be- 
hind it. 

1.1 HP Briggs & 
Stratton engine, 
\ 18” cutting width. 
\ An economy 
\ mower for your 
& customers — 
a profitable 
one for 
you. 












BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 


SPRINGFIELD 7, MASSACHUSETTS 
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TAC does what no } 7 


other tool can do! 


il 


universal wrench. A patented design 
for connections on tubing, rods, 
piping, conduit, studs, etc. Sixty-four 
socket sizes from %” to 4”. Smallest 
effective ratcheting arc yet — 5° to 
7%°. TAC will also do every job 
any ordinary ratchet wrench will do: 
one TAC set replaces literally doz- 
ens of single-purpose hand tools. 


makers of 
advanced tools 
for industry 


ac 


TUBING APPLIANCE CO. 
7112 South Victoria » 10321 Anza Ave. + Los Angeles. Calif 





SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the 

advantage of a complete line of hardware for straight-sliding, 

sliding-folding, around-the-corner and roundhouse doors. 
Inclosed track * brackets « hangers * handles ¢ guide rolls 
guides © stops © binders © chafe strips * bolts * hinges 

For full information send for Catalog #200 









A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: $6 Sterling Street, Clinton, Mass. * Executive Office: 500 Fifth Avenue, 
New York 18, N.Y. © Sales Offices: Atlanta © Boston * Buffalo * Chicago .* Denver 
Detroit © Philadelphia © Pacific Coast-The California Wire Cloth Corporation, Oakland 6, Cal. 


ees | 
ALL ANY GUN NEEDS! 


A FIEND OF ASOLVENT! 2== 
RESIDUE—PRIMER—FOULING =p 


FIENDOIL!, 


Preferred by Hunters for Rifles, 
Shotguns, Scopes and Sights. 




















RETAIL OEALER PRICE 
Size PRICE FOB JOBBER 
EACH PER DOZEN 
3 Oz. Cans $0.40 $ 3.20 
Pints 1.60 12.80 
Gallons 9.60 76.80 





Rust 
PREVENTIVE 


cant 
anata 


McCambridge & McCambridge| 
BALTIMORE, MARYLAND 


HARDWARE AGE, JUNE 28, 1951 







IF IT'S 


/BULL DOG 


IT WILL HOLD! 


PICTURE HANGERS 
PICTURE WIRE 
CUP HOOKS 

PUSH PINS 
DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 


r.n.T ATE co. yy 


BOSTON, MASSACHUSETTS —U.S.A. 




















WORKSHOP MOTORS 
AT BARGAIN PRICES 
Sell More Tools—faster 



















oN 


1/2-HP WORKSHOP MOTOR 


Fastest-selling. Lists at only 
$39.95. V2 HP, 3450 RPM, 115 V. 
Capacitor type. Double shafts. 
Totally enclosed. Ball bearings. 
Overload protected. Switch 
and cord. Handles 101 tool 
jobs efficiently and economi- 
cally. No. 4K152. 


USE YOUR NEARBY GRAINGER STOCKS 
@ Lowest Net Motor Prices @ Motors for Every Need 
@ Strict Wholesale Policy @ Fast Shipping Service 


Write for Wholesale Motor Catalog 


W.W.GRAINGER,INC. 


43 WAREHOUSE STOCKS, COAST-TO-COAST 
General Offices: 740 W. ADAMS, CHICAGO 6 





1-HP WORKSHOP MOTOR 
Lists at $65.95. Out-sells any 
1-HP, 3450 RPM, 115/230 V. 
60 Cy. double-shaft, ball- 
bearing workshop capacitor 
motor. On-off switch. 14/2 
cord. No. 4K324. 




























? You Should Stock 
CHICAGO “Safety Plus” Screw Products 


CAP AND SET SCREWS + SOCKET SCREWS 
TAPER PINS » NUTS « STUDS 
They’re Quality Made to Be Trouble Free 


@ They're better packaged for easier stock 
room service, 

@ They're a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture. 


Remember to ask for CHICAGO "Safety Plus” 
products from your hardware distributor. 


THE CHICAGO SCREW COMPANY 


2509 WASHINGTON BOULEVARL 
dC LLIA 








ECONOMY GRADE 
TOOL KITS are 


In Demand— 


Their money- 
saving price, 
coupled with 
their good 
quality makes 
sale after sale. 


This ECON. 
OMY Tool Kit 
holds 5 inter- 
change- 
able blades the same as used in the 
popular RX541 assortment. The Two 
Tone handle is of good size and made 
of Slo-Burning material. 





These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users. Light to carry, kit weighs only 
% lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 


Sold by Leading Jobbers 


AMALITE, INC. 


1884 Pitkin Ave., Brooklyn 12, N. Y. 
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of steel, copper and aluminum. 
This he explained, is the reason 
why CMP does not have to include 
other scarce materials such as lead, 
zine or scarce chemicals. 


Tin Price Tumbles 


| Three Times in June 


The R.F.C. reduced the price of 
tin another 6 cents a pound on 
June 13, the third reduction this 
month, and the latest in a series 


| which it has ordered since taking 


over the tin market. The govern- 
ment agency announced its inten- 


| tion of forcing the price of the 





metal down when it took over. The 
new price was $1.23. The govern- 
ment agency has stated that it has 
been able to reduce the price be- 
cause it has a large inventory out 
of which to meet industry’s require- 
ments. 


Most Chain Operations 
Showed Gains in May 


May sales of Sears, Roebuck & Co. 
showed a 6.7 pct over the same 
month of last year, while they were 
running 13.6 pct above a year ago 
for the first four months of the 
company’s fiscal year. Montgomery 
Ward & Co. showed a 2.8 pct gain 
for May and 7.7 pct rise for the 
four months. 

In the variety store field many 
chains which had shown a drop in 
April from the same month last 
year, reversed the trend in May and 
reported substantial gains. 

Sales totals for chain and mail 
order houses follow: 


1951 1950 % Change 
Sears, Roebuck & Co. 
May $228,016,573 $213,787,189 + 6.7 
Four months 835,677,930 785,760,105 +13.6 


Montgomery Ward Co. 
Ma 


y $100,407,561 97,704,534 + 2.8 
Four months 368,262,323 341,898,847 + 7.7 
W. T. Grant Co. 

May $21,603,780 $18,944,747 +14.0 
Five months 88,587,209 78,788,671 +12.4 


Western Auto Supply Co. 


May $11,932,000 $13,014,000 — 8.3 

Five months 58,631,000 51,416,000 —14.0 

Butler Brothers 

May $7,777,758 $8,075,186 — 3.7 

Five months 45,544,005 41,478,030 + 9.8 

F. W. Woolworth Co. 

May $52,292,733 $46,826,632 +11.7 

Five months 244,073,588 223,916,119 + 9.0 

Spiegel, Inc. 

May $11,986,969 $11,773,803 + 1.8 

Five months 55,546,367 52,705,734 + 5.4 

S. H. Kress & Co. 

May $13,009,239 $11,606,014 +12.1 

Five months 61,574,147 56,364,132 + 9.2 

J. J. Newberry Co. 

May $12,077,840 $10,978,845 +10.0 

Five months 53,604,543 46,745,172 +14.7 

G. C. Murphy Co. 

May $13,309,971 $11,523,804 +415.5 

Five months 57,524,165 51,087,206 +126 
(Resume reading on page 15) 








WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 
90 DIFFERENT MAKES 
Single, Double, Triple, 


Instantaneous, Multi-Coil | 


Send for Catalog ‘v¥ 


DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 











Gripper Clips 


Registered U. &. Pat. Office 


Small and large 
sizes for helding 
tools, garden im- 
plements, 
kitchen utensils, 
etc. Nickel plated. 
Packed on cards 


lars on request. 
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Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. "Lifts 


from 1,000 to 2,000 
Ibs. with ease.” 


Elevator Power 
Units. Electric Elevators. Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O. 


Slides Paint Off 
~i sLike Butter! 


















Bull Dog Cream Remover * Cannot 
Scorch, Burn or Damage the Surface 
Write for full information, price list. 


GILLESPIE VARNISH CO., 131 Dey St., Jersey City, N. J. 











THE NEW Columbiana 
CAM-LOCK HYDRANT 
**Sold the Werld Over"' 

Gove, 2 L— pay) new Cam-Loek Hy- 
bullt with to tows moving it; 
blana Hydrant po ne Ady ~ te rust ot 


its many new lude: 
*& ONE- Piece. BRONZE’ \ VALVE SODY 
* rity -CORROSIVE VALVE ASSEM- 


* ANTI-FREEZE ACTION 
* CAM-LOCK HANDLE PREVENT? 
DRIPPING AND WATER WASTAGE 
By Wweite Today "or hydrant on the 
Fig. H—1200 mar’ rite t ‘er complete Informa- 
al tion. Established 1883.0 


Columbiana PUMP CO., Columbiana. Obie, U.S.A 




















Bewildered ?? 


then read . 
WASHINGTON NEWS AND “VIEWS 
on page 10 of this issue. Here are 
accurate, authentic, easy-to-under- 
stand reports on the latest develop- 
ments in Washington affecting hard- 
ware dealers. This helpful feature in 
each issue is another reason why 
HARDWARE AGE is the No. 1 choicé 
of hardware dealers throughout the 
nation. 
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See 








iters. 


MARSHALLTOWN TROWEL COMPANY - 


MARSHALLTOWN, IOWA 


























Midway Mirbrite Bits 


“pregerred by all 
who want the Gest! 


‘Auger bits 
for every 
porno 








Standard auger bits 


p at bits for 17 sizes (44g” to 24/46") 


electric drills 
4he” to 12/46” 


THE MIDWAY away | 


*Mirror Bright 


Sales Office and Factory 
Melvin, Ohio 

















Portable Electric Drills 
Electric Drill Kits 
Portable Electric Saws 
Portable Paint Sprayers 
Portable Polishers & Sanders 
Fractional H.P. Motors 


See your jobber or write direct 
PORTABLE ELECTRIC TOOLS, 


332 West 83rd Street, Chicago 20, Ill. 
369 Danforth Rd., T 


Inc. 


ronto 13, Ont 


In Canada 








* ©PIng saw fre 





MINEOLA, NEW YORK 





ENGINEERED QUALITY TOOLS SINCE 1919— at popular prices 


m 
Neh euie ©s © compas, sen Nationally Advertised Products «Ke 
5 * panel 5 ond nests re pio te 
* block I Ows & ate pisels pack 8 * 
Planes * * hang me 9 saws od © lanes ireulor sows 
mitre saws screw oriver® oly sn piones * © 
pina © aty knives 
GREAT NECK SAW MERS., INC. <2 eos x8 re. 





see your jobber 














\ in siieliaes ell,’ 


Booths 638-640 


Housewares Show 
Atlantic City, July 9-13 








MATCHED ACCESSORIES 
FOR BATHROOM AND KITCHEN | | 
THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 





ACE HOMEMAKER GIFT SET 


Stainless Steel 

Ivory or Black 

Catalin Handles 
Lifetime Guarantee 


Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 


7-Pieces beautifully 
packaged in Gift Box 


Order from your Whole- 


saler. $4295 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 











SELL 


ARISTO-MATS 


See Your Jobber or Write For Your Nearest Distributor 










WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 





PHOENIX TABLE MAT CO, 1315 W. Congress St., Chicago 7 









\ once EXPANSIVE BIT 


FOR HARD OR SOFT WOOD 
Cuts easier — simplified design, no blade-slippage. Chrome 
vanadium steel blades, all chromed body. Quick, accurate 
adjustment; self-clearing lead screw. No. 250: '2"-1's", 
retails $1.89; No. 251: retails $2.19. Guaranteed 








%e"-3”", 





NATIONALLY ADVERTISED © SEE YOUR JOBBER OR WRITE DEPT. 
ROBERT H. CLARK COMPANY, Beverly Hills, California © Manufacturers of Fine Precision Cutting Tools 








FOR METAL, WOOD, PLASTICS 
One Clark Adjustable Hole Cutter replaces several fixed 


diameter cutters. High speed steel blade cuts clean, fast 
holes. Fits drill press, portable drill or hand brace. Easily 
set for any diameter. No. 100: %“-1'%", retails $2.95; No. 101: 


1"-2'%", retails $3.95. Guaranteed. 


HA-6 
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FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Hits 













SANDER- a ous 
POLISHERS Too. Kits | | 
| 
BENCH <~<CEy STANDS | | 
GRINDERS ACCESSORIES 


Products of HOME-UTILITY Div., | 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 











Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
Dicest which appears in every issue of HARDWARE 
AcE. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 

















y Vaio Waa sie 


DRAW TRADE ~- INCREASE PROFITS 


You’ll find increased trade, sales and profits when you modern- 
ize with smart, new Heller Fixtures. Added attractiveness is im- 
parted to your store and merchandise. The finest in construction 
and materials, the widest choice of designs, the sectional, inter- 
changeable, sturdy, durable and warp proof qualities assure 
you of outstanding service and styling in Heller Fixtures, The 
quality found in Heller Fixtures is the trade mark of Heller’s 
59 years of experience in the industry. Send sketch of your 
store for free store plan and estimate. Ask for catalog No. 50. 


W.C. HELLER sCO. 
MONTPELIER, OHIO 




























No matter how 
you slice it... 


Alibis won’t feed the kitty, or 
fill the cash register. And if you 
have to give your customers 
alibis instead of the particular 
brands of merchandise they want, 
it’s bad business all around. 





your customers, they mean money 
to you. Well-known, advertised 
brands pre-sell your customers 
before they set foot in your store. 


Impartial surveys show that 
among your own customers, the 
preference for makers’ brands is 
8 to 1! They won’t buy alibis, 
substitutes, “just as goods,” 

or whatever you call them. 


The prestige and reputation of 
these makers’ brands guarantee 
high standards of quality— 
assure fewer adjustments, 
markdowns, or complaints. And, 


As brands mean satisfaction to of course, products so well 





known and trusted move faster, 
turn over and over to increase 
your profits. 


That’s why you make your 
business stronger when you keep 
the force of famous brand 
names behind your selling. Let 
your customers know they can 
get from you the brands they 
know and want. Why be content— 
or expect them to be content— 
with anything less? 
Give your customers what they ask for 
—It's bad business to substitute 





Brand = "Fethaditan 


INCORPORATED 






A non-profit educational foundation 


37 WEST 57 STREET, NEW YORK 19, N. Y. 
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-EY SHOTGUN SHELLS 





* TOP PERFORMANCE 
ee ELEY ““ALPHAMAX” 
& ELEY “MAXIMUM” 


~ <n, 


r vailable in 
12, 16, 20 
Gauges 


Beautifully fin- 





| 
| 


(Long Range Loads) | 
ELEY “GRAND PRIX’’ | 
(Trap, Field & Skeet | 


ished cs. Loads) 
Loaded _ with | 
double base Packed 25 to a | 





smokeless pow- carton, 500 to 
der For a case. Write 
every American for catalog 
shooting condi- No. 1CH 





tion. 


DATING: 2%, OCT. 10, 1951 
, # E. Se 4 he) IMPORTER 25 LAFAYETTE STREET 


BROOKLYN I,N.Y 













you want them... 


EASILY! 


FINGER GRIP ADJUSTABLE CLIP 


e Shops 
H LD R ° Kitchens 
Now with ‘silent salesman’ display card at- ¢ Cupboards 
tached for quick, profitable sales. Holds 6 arti- e Closets 
cles. Adjusts in a jiffy to any size up to 14” e Ete 
dia. Clips are nickel plated. Hardwood 15” - 


thick. 
See 


ARTHUR I. PLATT & CO. 


FAIRFIELD, CONNECTICUT 


Ready to hang! 
your Jobber 


long, %’ 
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“Park” things where | 
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QUICK 
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bobby pins, 
etc. FREE Deal 


Ve}, ase) 


261 West 


ALNICO* HANDY 
MAGNET 


‘\ This permanent ALNICO Mag- i 
net picks up nails, paper clips, « 


for greater Impulse Sales! 


| Fe > 












tacks, needles, 
er's Display card 














SALES CO. of New York 


54th Street, New York 18, N. Y. 












The RIG that 
KEEPS BAIT 
OFF BOTTOM 


Packed 12 to a counter disp. 3980 W. 23 St. 











SELF RIGHTING 
-CASTING - TROLLING - STILL FISHING 


iF eee: 





Self-Righting Rig—Always Remains Up- 
right, Combines Lure, Sinker and Bobber 
in One. 

Based on principle of a ship’s stability 
to position bait at maximum depth 
without hitting bottom. 


For still fishing, surf fishing, trolling and 
casting. Big $1.00 retail value. Backed 
by national advertising. “Fast Repeater’’. 
Rush request for details and discounts 


RIPICH CO. 
Cleveland 9, Ohio 
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KEYHOLE SAWS « ALL OTHER TYPES 


& E. C. ATKINS AND CO 


410 S. Ulinois St., Indianapolis 9, indiana 
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than to any other hardware magazine. 


100 E. 42 St. 





The Hardware Dealers’ Magazine 


Hardware dealers all over the country have discovered that it pays to keep your 
eyes on HARDWARE Ace for ideas and advice that mean more money in your pocket. 
Help on price control problems, new merchandising ideas, market news, more new 
merchandise descriptions than published by any other hardware magazine, and 
news of other hardware people are just a few of the regular features of HARDWARE 
Ace that have caused more dealers to invest in subscriptions to HARDWARE AGE 


HARDWARE AGE 









New York 17, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words... j 
Each additional word.......... 10 


Positions Wanted 
ane set solid, a. 


gon 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 





NOTE: Sampi of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close (5 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Accounts Wanted 








SALESMAN WANTED 


To sell nationally advertised line of Residential 
Sliding Door Hardware in Minnesota and North 
and South Dakota. Must have other builders’ 
lines. Good commissions. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 














SHARON REFILLABLE ASSORTMENT 
FRANCHISES STILL OPEN in some terri- 
tories. See our advertisement on page 45. Sharon 
Bolt and Screw Company, 210 Purchase St., 
Boston 10, Mass, 





MANUFACTURER’S _ REPRESENTATIVE 
WANTED CALLING ON Hardware Jobbers 
and Industrial Supply Houses for a line of 
mechanics hand tools. Territories open: South- 
eastern and Mountain States. Work on commis- 


sion basis. Write territories now covered and 
lines handled. Address Box A-180, care of 
Harpware AGE, 100 East 42nd Street, New 


York 17, N. Y 


SALESMAN: SELL COMPLETE LINE OF 
Household and Paint Brushes. Well established 
firm, State territory desired. Address Box A-193, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





COMMISSION SALES REPRESENTATIVE 
WITH ESTABL ISHED clientele among retail- 
ers and jobbers in Illinois, outside of Cook 
County, wanted by established tool manufacturer. 
Address Box A-179, care of Harpware AGE, 
100 East 42nd Street, New York 17, N. Y 





WANTED: YOUNG MAN, 30 TO 35 
YEARS, as exclusive representatve or salesman 
with headquarters in New York City to travel 
and represent old established builders hardware 
manufacturer, to call on hardware jobbers and 
builders, hardware dealers. Give complete back- 
ground of experience and state salary Address 
Box A-201, care of Harpware AGE, 100 East 
42nd Street, New York 17, New York. 





SALESMAN WANTED, now selling directly 
to manufacturers, jobbers and distributors. Spe- 
cialty nails of all types and gauges. For informa- 
tion contact Philadelphia Nail Co., Inc., 67 E. 
Laurel St., Phila. 23, Pa. 





WANTED—FESTABLISHED, AGGRESSIVE 
MANUFACTURER’S REPRESENTATIVE for 
territory of Colorado and New Mexico. Address 
Box A-188, care of Harpware Ace, 100 East 
42nd treet, New York 17, . 4 





MANUFACTURING REPRESENTATIVES 
WANTED WHO HAVE following with the 
hardware, automotive, hobby, electric, department 
stores trade. For the most desired line of small 
tools—electrical jig saw, drill saw attachments, 
soldering iron. Territory open: West Virginia; 
Virginia; North & South Carolinas: Georgia; 
Mountain States: Southern States. Atkins In- 
dustries, Inc., 5823 No. Ravenswood, Chicago, Jl. 





WANTED—SALESMAN TO SELL MAN- 
UFACTURER’S LINE of Troning Board Pads 
and Covers on a strairht commission basis. Peer- 
less Textile Co., 558 Monroe, Detroit, Mich. 





180 





TOYS—LINE OF POPULAR TOYS to sell to 
Hardware Stores—commission basis—state terri- 
tory and experience. Replies confidential. Ad- 
dress Box A-204, care of HArpwArE AGE, 100 
East 42nd Street, New York 17, N. Y. 


PROFITABLE, EXCLUSIVE TERRITORIES 
OPEN on Septifeed—a new, patented product 
guaranteed to eliminate costly digging up and 
pumping out of Septic Tanks, Cesspools, Seepage 
Pools. Nothing like it on the market. Perfect for 
hardware trade. Write The Septifeed Corporation, 
Chambersburg, Penna. 








SALESMEN WANTED 


To sell natioally advertised line of Residential 
Sliding Door Hardware. Must have other build- 
ers' hardware lines. Good commissions. Texas, 
Ohio and other good territory open. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 














DISTRIBUTORS, WHOLESALERS 
WANTED. FOR CAULKING compounds. All 
states or in your own city and territory. Ad- 
dress Box A-199, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 





PLUMBING SPECIALTIES - SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors, Gae (protected) Territories Open, 
Commission. re confidential. Address Box 
A-184, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 





Accounts Wanted 





HARD HITTING SALES ORGANIZATION 
DESIRES ADDITIONAL tool line in the fol- 
lowing areas; Eastern Pennsylvania, Southern 
Jersey, Maryland, Delaware and the District of 
Columbia. Best of references. For real results 
Address Box A-92, care of Harpware Ace, 100 
East 42nd Street, ‘New York 17, N. Y. 








OLIVER A. HAHNE & CO. 


Manufacturer’s Representatives 
2000 Lincoln Park West Building 
Chicago, Illinois 
Over 25 years' experienced coverage 
Chicago, Milwaukee and adjacent markets 














MANUFACTURER’S REPRESENTATIVE, 
SERVING BOTH JOBBERS AND DEALERS 
in Hardware, Building Supplies and Sporting 
Goods throughout Alabama, Georgia and parts of 
Florida and Mississippi. Guarantee no conflicts 
or duplication of accounts. Furnish best refer- 
ences and personal history. Only good reputable 
manufacturers of quality lines considered. Com- 
mission basis satisfactory. Address Box A-189, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 








CREATIVE SELLING 


Direct to Dealers in Eastern New York and 
Western Connecticut and Massachusetts. Three 
SELLING salesmen calling on PAYING dealers 
every three weeks. 


ATLANTIC STATES SALES CORP. 


Union Square, Poughkeepsie, New York 
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Wantec 


‘*Missouri 
Manager for 
be experience 
firm offers ex 
100,000 popu 
qualified exe 

Write fully 
lines handle 

Address B 

100 East 











MANUFACTURER’S AGENT WOULD 
LIKE A good line of tarpaulins also a high grade 
line of overhead garage doors to sell to the 
legitimate trade. Address Box A-192, care of 
>. AcE, 100 East 42nd Street, New York 
17 , N 





je ae ner agg wt 

blished—Reliable Agger 

ANCO SCORPORATION Piusburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ 2 Detroit 

Cleveiand @ Louisvill 

Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 

Write for further information and references. 














NEW YORK CITY. REPRESENTATIVE 
WANTS lines calling on chains, jobbers. Address 
Box A-200, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y 





Help Wanted 


SALESMAN WANTED WITH CAR. By a 
well known hardware house in New York City, 
specializing in builders hardware. A salesman 
with a following among lumber and hardware 
dealers to travel upstate New York on a liberal 
commission basis. Drawing account to the man 
who understands builders hardware. Address Box 
A-195, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 


HARDWARE MANUFACTURER, LOCATED 
DOWNTOWN NEW YORK, convenient to sub- 
ways; has a Clerical opening for a man with 
knowledge of Builders Hardware. Address Box 
A-190, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 


HARDWARE SALESMAN WANTED ES- 
TABLISHED HARDWARE, Housewares and 
Garden Supply Jobber offers excellent opportunitv 
to salesman who is well acquainted with retail 
hardware stores in and around Providence, Rhode 
Island, Norwich, New London, Conn., and sur- 
rounding areas. All replies confidential. Address 
Box A-163, care of Harpware Acz, 100 East 
42nd Street. New York 17, N. Y. 


MANUFACTURERS DIRECT _REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade 
When writing. you mav state all particulars in 
complete confidence. Address Box A-178, care of 
Harvoware Ace, 100 East 42nd Street, New York 
i. BF. 
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Classified Opportunities Section 








Help Wanted 


Business Opportunities 


Business Opportunities 








Wanted—Experienced Buyer 

“Missouri River’’ Wholesaler needs Buyer- 
Manager for Builders Hardware & Supplies. Must 
be experienced in handling contracts. Well-regarded 
firm offers excellent working conditions in city under 
100,000 population. A real future for thoroughly 
qualified executive. 

Write fully outlining past dollar volume, duties and 
lines handled. All replies held in strict confidence. 


Address Box 198, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








WILL PAY CASH 
FOR CLOSEOUTS, ODD LOTS 
DISCONTINUED NUMBERS 


GORDON & TILLMAN, LTD. 
21 N. W. 36 ST. MIAMI, FLA. 








JL 

















HARDWARE SALESMAN WANTED—ES. 
TABLISHED HARDWARE, Housewares and 
Garden Supply Jobber offers excellent opportunity 
to salesman who is well acquainted with retail 
hardware stores in and around Hartford, Spring- 





WANTED 


Manufacturer with national distributing facilities to 
produce and sell on a royalty basis, my patented 





























FOR SALE—WELL ESTABLISHED BUSF- 
NESS handling complete line of hardware. In- 
ternational Harvester farm equipment, trucks and 
refrigeration. Doing good volume. In Northeast 
Colorado. County Seat town, 2,000 population. 
Large trade territory. Sell at inventory cost 
Building may be purchased or rented. Good r-- 
son for selling. Address Holyoke Implement a 1 
Hardware Company, Box 147, Holyoke, Colorado 





WANTED TO BUY ESTABLISHED HARD. 


WARE STORE with agricultural or industrial 
lines, doing approximately $100,000 annual busi- 
ness. Prefer rural location. List lines, area and 
population served. Address Box A-196, care of 


HarDWarE AGE, 100 East 42nd Street, New York 












































field and Holyoke. All replies confidential. Draw- FARM GATE FASTENER 17, N. Y. 
ing account and commission. Address Box A-160, Simple in design. Positively effective against animal 
care of Harpware Acs, 100 East 42nd Street, interference or injury. Trespass Proof if desired. 
New York 17, N. : # It does the job! Unlimited demand. ABOUT $30,000 WILL BUY: STOCK small 
Hard » Pai and Gifts: Jarchouse, Sto 
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SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 


, and 12° FOR CROSS 


or by workmen in building trades. 


and home mechanics. 


he cannot supply you. 


GRAND HAVEN, MICHIGAN 











BAR 

Saves time and storage space... for home use 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 
Nationally advertised to builders 


Order from 
your hardware jobber, or direct, if 


GRAND HAVEN STAMPED PRODUCTS CO. 











SPEEDY—STURDY 


The ONLY COMBINATION 
==] SCAFFOLD BRACKET 
OFFSET LADDER BRACKET 





Cut time on job. Unexcelled as either off- 
set ladder bracket or scaffold bracket. 
Rail supported, safety grip. One compact 
unit for any standard ladder. Widely used 
by contractors and homeowners. Top deal- 
erships open. Write for specifications. 


TEADFAS 


Se Stes Sees & 
874 Franklin Ave., Thornwood, N. Y. 





























ROYAL ELECTRIC CO., inc. 


PAWTUCKET «+ RHODE 'SLAND 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS + TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS * 











SPRINGS ARE Easy 10 STOCK WITH 


Gardner's 
SPRING CABINETS 


A single convenient metal 
drawer holds 128 selected 
Springs, 40 most popular 
sizes, in coded com- 
partments. Larger 
assortments come in 
2 and 4 drawer 
cabinets. These are 
top quality, preci- 
sion made, plated and burnished Springs. Boxed refills 
shipped from stock. Order from your jobber or write us. 


Gardner Wire Co. “tnicacosn 
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Yale & Towne Mfg. Co. 





25 
: national advertised 
“ line of rubber housewares 
45 
34 . 
i58 = Rebbermaid Y rouseware 
120 THE WOOSTER RUBBER COMPANY 
184 *, WOOSTER, OHIO 
| 
143 | — 
138 | 
114 
6 | 
137 | 
31 y 
163 | 
| appeal 
170 | Boxed & Carded 
002 | ¢ popular-priceds 
ws: | for LACQUERING, 
128 VARNISHING 
145 ENAMELING 
MARKING and 
TOUCH-UP 
Order From Your Jobber 
175 
35 | M. GRUMBACHER. xc. 
169 | 460 West 34th St., New York 1, N. Y. 
92 pian ae as ang 
ad ve mu e 
2 | New CAN-DO” Caulking Gun 
147 


United States Stee! Corp. 59, 


Waterloo Valve Spring Compressor 
aS 


3 the original... 
and only complete ... 


















































































is | Cuts Caulking 
* || Time As Much : 
As 30 Percent | 


aah 


9 | Used like a pair of pliers, this new gun makes all caulking 

jobs easy. @ Uses cartridges or bulk compounds. @ Avail- 
118 able in 3 sizes—6%2", 10” and 15”. @ Complete line of 
interchangeable nozzles. @ Simplifies caulking from scaf- 
folds and ladders. @ Feed rod doesn't interfere with arm 





















| movement. 

184 LIST PRICES . . . 6'/2'' — $4.50; 106°° — $5.50; 15°' — $7.50. 
'%s | | WESTERN RESERVE MFG. CO.3718 €. 93rd t., cleveland 5, 0. 
i! 

« aue You Seen 

the New #-W 

27 
ies Definitely worth writing 
143 for, it shows many attrac- 

58 tive specialties of rust- 

2% proof, pressure-cast, zinc- 
167 alloy. Tell us your jobber’s 

- name—we'll send our 
! 


catalog free. 


Ae Hall-Wessel 
COMPANY 
2116-26 W. Nichola 


3 Canadian Sales Agents: Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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HOW TO SELL... 


And, Make BIGGER PROFITS, too! 
with SITKA DISPLAYS 


SITKA DISPLAYS don't cost — they PAY 


SELF SUPPORTING 
FLEXIBLE 

SECTIONAL 

NO ANCHOR NEEDED 


@ MODERN ISLAND FEATURES e 
@ SAVES TIME . 
@ SAVES FLOOR SPACE ° 
@ SHELF INVENTORY AT A GLANCE * 


NO OBLIGATION. 


Ask for the services of one of our store planning and merchandising engineers. 


SITKA SPRUCE LUMBER AND MFG. CO. 


2530 GENESEE 


4-STAR FAVORITE 


KANSAS CITY, MISSOURI 














we 
JALETY FOlL Opener Rye 

%& Can Opener aad \ Des Not only do women 
} buy this beautiful plastic Canister Set 

* Bottle Opener on sight—but it’s a starter for a 
*% Corkscrew complete Lustro-Ware Kitchen ensemble. 
ey Matching cookie jar, bread box and 

w Canned Liquid Opener 100 other items she will want for 
her home. You'll profit most by always 
featuring Lustro-Ware Plastic House- 
wares. Better check your stock today. 


No. 174-M 


Housewives love the conven-_ easily, quickly and safely. 


ience of this four-in-one kitchen 


Automatic spring adjustment 


aid. No need for separate 
openers — Vaughan’s “UTIL- 
ITY” Combination opens them 
all! Safety Roll feature rolls 
the edge smooth as it opens 
square, round or oval cans 


prevents binding or slipping— 
holds can securely for pouring 
preheated contents. Made of 
heavy gauge steel, heavily 
nickel plated. Individually 
carded. Retail price—39c 


CSJ-4F-Jr. Canister Set, 
compact square design 
with floral decoration. 
Sparkling white lids, 


COLUMBUS PLASTIC PRODUCTS, INC. 


Columbus, Ohio 


Lubtro: Wane 





colorful bottoms,  al- 
ways looks new. Rust- 
proof—sanitary. Sizes 
534x758" to 334x5%e". 
Matching cookie jar 
and bread box. 


PLASTIC HOUSEWARES 


re VNOIUCLA 
gue O84 Rifunp > 
* Guaranteed by “¥ 
Good Housekeeping / 





“ , 
Toremosd Aine 


World’s Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


* . 
C45 apyranisto We 


VAUGHAN MFG., CO. 
3211 Carroll Ave. * Chicago 24, Ill. 


Half-Century of Quality and Service See the entire Lustro-Ware Line of over 100 items at the Atlantic City 


HOUSEWARES SHOW — Booth 1215-17-19, July 9-13 





GUN DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 
tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly 
over all flooring; saves floors and furniture For 
years the favorite with houseowners and furtacure 
manufacturers. 





One Set in a 
box—12 boxes 
in carton 


SIZES 

%” 5” y%” 34” 
One set on o Care 
12 Cords in a box 
SIZES 

Wy” Vijg" V45" 
wey 54° 





Ask your jobber or write 


DOMES OF SILENCE. Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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